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Handyman Show Sold $6,000 
in Power Tools for Dealer, 46 


Rental Plywood Forms Open 
Door to Added Sales, 58 


Get Aboard the Profit Line! 
’ FORD 


FLUSHWOOD DOORS 


You Sell More 
FORD DOORS because: 


They are beautiful — fine natural 


grain of selected lumber 


CRAFTSMAN MADE — inside and out 
22 ladders — 2 lock blocks 


INTERIOR and EXTERIOR MODELS 


in all standard sizes 


DELIVERED PROMPTLY 


{ , ACTUALLY COSTS LESS for a BETTER DOOR 
7 EXTRA SALES and EXTRA PROFITS for YOU! 


DEALERS DISTRIBUTORS 


Valuable FORD a ae Door _ — are still available in some 
areas. Write at e for full informat unite tin aah opportunity. 


Don’t Delay-- WIRE -PHONE-WRITE TODAY 
NORTHPORT FiusHwoop poor co. 


Suttons Bay, Mich. OFFICES Wabeek Bldg. Birmingham, Mich. 
Phone - 61 ' Phone Midwest 4-3450-1-2-3 
PLANT - Northport, Michigan, Phone 2322 : “ 






























The 18,000,000 
Kwikset Locksets 
placed in trouble-free 
service since 1946 are 
a testimonial to the accept- 
ance of this policy. 


Te 
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KWIKSET sells ona 
strict one-price basis 
to all its customers. 


KWIKSET continues its 
established policy of 
protection to its cus- 
tomers against price 
changes. 


KWIKSET products are 
supported by vigor- 
ous national advertis- 
ing & merchandising. 


KWIKSET sells only to 
selected, recognized 
hardware jobbers 
and contract hard- 
ware distributors. 


KWIKSET maintains a 
constant program for 
the improvement of 
present products and 
the development of 
new ones. 


KWIKSET Locksets 
are precision manu- 
factured and uncondi- 
tionally guaranteed. 











Ail Now! 


MODEL 


MC-103 
10” Through- 
Wall Fan 


(Same features as 8” | 


Model MC-83, Also § 


available in 8” model). 


MODEL 


MC-83 
8” Through- 
Wall Fan 


(Chrome finish & 3- 
speed switch for vari- 
able operation option- 
al at slight extra cost.) 


MODEL MC-CWI103 
10” Combination Wall and Ceiling Fan 


MIAMI CABINET DIVISION 


The Philip Carey Mfg. Co. 
Middletown, Ohio, Dept. AL11 


7 ae 


Without a doubt MIAMI-CAREY now offers you a ventilating 
fan line with brand-new styles. A name you can trust. De- 
pendable qualities that builders know. But that isn’t all. Just 
check these many Sales Features! 


COMPARE 


Deluxe snow white, baked-on enamel grille 
available on all models. 


Grille designed for maximum passage of air. 


Snap-in assembly on propeller and motor unit 
in all models. 


Convenience plug located forward in fan 
for easy access. 


Long-life, “hushed quiet’ operation. 


Minimum of assembly steps needed for 
installation. 


Two dampers to prevent backdraft. 
(Ceiling models) 

Induction-type motors —no radio or 
TV interference. 


Twe self-tapping sheet metal screws allow 


easy sleeve adjustment to desired 
wall measurement. 


What's more, these sell-on-sight features cost your customers 
nothing extra. That's why builders and architects alike prefer 
the famous MIAMI-CAREY line. They know it's the line to 
go buy. 

VENTILATION by 

Get all the facts. Compare! 
Ask your MIAMI-CAREY repre- 
sentative about the FREE show- 
piece display now available. 
Or write for complete details, 
Learn why the MIAMI-CAREY 
line sells on sight—sells more! 


FROM THE HOUSE OF MIAMI-CAREY 
Ventilating Fans * Attic Ventilating Fans . Bathroom Heaters 
Bathroom Cabinets, Mirrors and Matching Accessories 
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Vance 
PUBLICATION 


VANCE PUBLISHING CORP., 
EDITORIAL AND EXECUTIVE OFFICES, 
139 N. Clark Street, Chicago 2, Ill. 





PUBLISHER 


HERBERT A. VANCE 
A. W. BOULTON, Assistant to Publisher 


EDITORIAL STAFP 


ARTHUR A. HOOD, Editor 

RICHARD W. DOUGLASS, Executive Editor 
GORDON J. LAWLER, Managing Editor 
ROBERT Y. KERR, Washington Editor 
DONALD O. CARLSON, Associate Editor 
GEORGE F. VAN ZEVERN, Associate Editor 
REED PORTER, Associate Editor 

ROBERT E. RUSSELL, Associate Editor 

8. H. WAMBOLT, Associate Editor 


BUSINESS STAFP 


WwW. G. SIMPSON, Manager 

L. J. POHLMANN, Merchandising Manager 
CHARLES HOEFER, Jr., Sales Manager 
LOUISE PLISKA, Advertising Production 

A. M. SCHWAB. Classified Advertising 


DISTRICT MANAGERS 


NEW YORK 17, Tom Lindsev, Room 5622, 
Grand Central Terminal, 70 E. 45th S$t., 
Murray Hill 3 8333 

CLEVELAND 15, Hal Hursh, Room 405, 
2123 E. 9th St., Prospect 1-3235 

CHICAGO 2. Clair Heyer, Duke Lynch, 
Charles E. Truax, Financial 6-5380 

ATLANTA, T. L. Williams 1000 Boulder- 
crest Drive, S. E., Dixie 5829 

SEATTLE and SAN FRANCISCO, J. P. Austin, 
4401 White Bidg., Seattle 1, Main 0226 


SAN FRANCISCO 8, (Bob Wettstein) Jerry 
Nowell, 209 Post St., Yukon 6-2522 


LOS ANGELES 57, Bob Wettstein, 672 S. 
Lafayette Park Place, Dunkirk 8-2286 


CIRCULATION DEPARTMENT 


THORNELL BARNES, Manager 
ELMER O. OLIN, Asst. Manager 
—. B. CUNNINGHAM, Service 





AMERICAN LUMBERMAN BUILD- 
ING PRODUCTS MERCHANDISER is 
published every other monde b 
American Lumberman, Inc., 139 
Clark St., Chicago 2, Ili. Subscriptions: 
one year, U. 8. and Canada, $3 (26 
issues) Foreign sib. Single current 
copy. Z5c, except Dealer Products File 
number which is $1. Entered as second 
class matter October 2, 1946 at the Post 
Office at Chicago, Illinois, under the 
Act of March 3. 1879. Copyright 1953 by 
American Lumberman, Inc. 
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Dealer Runs Insulating Clinic for 
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Management Experts Share Success Tips 
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ADservice Christmas Gifts -... 
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‘Oo-tt- Yourself” PRODUCTS 


That Put Money in Your Pocket 


BIG 6-FLUID 0Z. TUBE— 
50% More Material 


Kwik-Seal comes to you 
in this 3-color display car- 
ton—6 tubes to the pack- 
age. You also get a FREE 
advertising hanger with 

wv every 24 tubes ordered. 
‘ . ad 

A bathtub and tile sealer of top 

quality. Do-it-yourselfers use 

Kwik-Seal for all kinds of 

patching and filling. Adheres 
to any surface. Easy to apply. Hardens 
quickly with smooth satin-white finish. And 
the bargain of them all!—you can retail it 
for 79c and still make a fine profit. 





An ELASTIC COMPOUND 
that Lasts and Lasts! 


For glazing BOTH wood and metal windows, 
“33” Compound is the favorite of do-it-your 
selfers. Goes on smoothly, quickly and clings! 
Unlike putty, this ELASTIC compound will 
not crack, crumble or chip off. Outwears 
the sash in many instances. Ideal for filling 
nail holes, etc. Customers will thank you 


con for recommending 33” 
MASTIC GLAZING conn | EXCELLENT QUALITY 
i | WITH PRICE APPEAL 


An especially good gun-grade ELASTIC 
Caulking compound that comes in both 
cartridges and metal containers. You won't 
regret stocking Armstrong’s Rely-On 


ORDER TODAY FROM YOUR 
FAVORITE JOBBER 


The ARMSTRONG COMPANY 
Leading Manufacturer of Compounds 1001 EAST 103rd STREET 
for Glazing, Cauthing, Sealing CHICAGO, 28 


OTHER PLANTS IN DETROIT — DALLAS — RICHMOND, CALIF. — CHARLOTTE, N. C. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


RECORD YEAR FOR LUMBER. Production in 1953 appears headed for a new high of 40 
to 41 billion board feet as against 37.8 billion in '52. Imports, 
especially hardwood plywood, will add another 2.5 billion more. 

RETAIL LUMBER SALES OFF ONLY SLIGHTLY. The latest NRLDA report shows that re- 
tail lumber sales in September nationally declined but 1.4% when com- 
pared with August. Largest drop was in the New England region, 6.7%. 
Six areas also indicated decreased sales from August 1952, sharpest 
drop was in the Mountain states, 15.9%. 

LUMBER CONSUMPTION IN 1954 WILL BE SUBSTANTIAL. The industry estimates that the 
demand for lumber will be approximately 10% less next year. This fig- 
ure anticipates eased GI and FHA loans and generally sustained employ- 
ment. The downward trend in lumber prices that began last spring is 
expected to continue. 

SEPTEMBER RETAIL SALES UP 4%. The nation's retail stores in September sold $14.2 
billion in merchandise - $570 million or about 4% more than a year 
earlier. Building material sales were $955 million, compared to $924 
million in September 1952. 

WAGES AHEAD OF COST OF LIVING INCREASES. The latest consumer price index shows 
a modest increase of .7% since August, 1952. By way of contrast hourly 
wages are up more than 7%. The U.S. Chamber of Commerce has the sup- 
porting data if you require them for labor negotiations. 

SUGGESTS DO-IT-YOURSELF COUNTER BOOK. Jack Pomeroy, executive vice president, 
Lumber Merchants Association of California, recently proposed a dealer 
counter manual for the handyman, at the NRLDA Las Vegas convention. 
The book would cover pictorially home repair and modernization jobs, 
saving the dealer individual instruction of the customer. 

DROUGHT DAMAGES FOUNDATIONS. In Texas and Missouri crumbling dry earth pulling 
away from foundations is running up multi-million dollar repair bills. 
Contractors will be busy for months making repairs. Texas builders are 
turning to concrete slab foundations on new homes that rise and fall 
evenly with weather conditions. 

URGES BUILDERS TO START REMODELING IN THE KITCHEN. House and Home magazine is 
telling contractors that women will not buy an old home with an ob- 
solete kitchen. They prove that the biggest return for a remodeling 
dollar is in the kitchen. 

STILL MORE SCHOOLS NEEDED. The current shortage is 345,000 classrooms and it 
will be 425,000 by 1960. Three out of every five classrooms are now 

; over-crowded. Older classrooms are prime remodeling markets - new 
lighting, bright, colorful new paints, acoustical materials and many 
items may be sold. 

BIRTHDAY FOR TRUSS RAFTERS. The popular trussed rafter svstem that is making 
open-planning possible for homes celebrates its 20th birthday this 
month. The National Lumber Manufacturers point out that they designed 
the original truss in 1933 for the Civilian Conservation Corp's de- 
mountable barracks. Newest truss is for the 1% story house to be 
described in our next issue. 






































(continued on page 9) 
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BUILT-INS AND 
STAIR WORK 


Matching the refinement of 
its Satin-like trim, are Cros- 
sett’s related Arkansas Soft 
Pine products for built-ins, 
stair work, etc., all grade- 
marked and certified for top 
quality by registered trade- 


Overs? 











| 


11 “For Soft Textured 
K He Txim That Holds 
ie Nails and tay4 
Put. . 


on ARKANSAS SOFT PINE 
Satin-like Interior Trim 


Crossett supplies you with this superior woodwork in 8000 list 
patterns and finishing lumber. These give you the advantage of 
standard inventory items to serve your customers with recognized 
premium quality at a definite cost-saving over custom millwork. 


The compelling eye appeal of Arkansas Soft Pine trim is its excep- 
tionally attractive fiqure. On the practical side — the wood’s soft 
texture and light weight work easily to close detail. Patterns match 
exactly at miters and stay put. Free from pitch, seasoned to 
approved moisture content, the wood doesn’t shrink or swell. It 
absorbs paint and transparent finishes evenly with never a sign 
of raised grain. 


Can ship in mixed cars with boards, dimension 


and Royal Oak flooring. May we quote? 


CROSSETI 


LUMBER COMPANY Typical 
CROSSETT, ARKANSAS 8000 


Patterns 





—— 
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Hardwood Plywood Institute Asks 
Quota Restrictions on Imported Woods 


Government action to curb the 
sharply rising imports of low-cost 
foreign-made hardwood plywoods 
was urged by the Hardwood Ply- 
wood Institute at its fall meeting 
October 15-16, at Memphis, Tenn. 

The Institute, whose members 
produce nearly 70% of America’s 
hardwood plywood, also adopted 
new grade designations for face 
plywoods and endorsed the organ- 
ization’s expanded trade promo- 
tion program. 

“The rapidly accelerating im- 
portation of hardwood plywoods 
poses a grave threat to our indus- 
try and its workers,” F. S. Kuhns, 
Memphis, president of the HPI, 
told the members. 

“The current import ratio is 
about 25% of the domestic com- 
petitive market, which last year 
amounted to 885 million square 
feet. In 1952, imports represented 
only 3% of the domestic market.” 

M. C. McIver, Mellen, Wis., chair- 
man of the Institute’s trade promo- 
tion committee, said that imports 
from Japan have now reached an 
annual rate of 85 million square 
feet, a 1.576% increase over 1950. 
He added that Finland, which 
shipped 1,300,000 square feet in 
1950, now is exporting to the U.S. 
at a rate of 29 million feet a year, 
a boost of 2,181%. 

“The average selling price for 
Japanese plywood during the first 
six months of 1953,” McIver ex- 
plained, “was $63 per thousand 
board feet. Imports from Finland 
sold at $79 per thousand.” 

The HPI resolution pessed unan- 
imously by the members calls for 
immediate restoration of tariffs to 


PLANNED PUBLICITY will be stressed in the Hardwood Plywood Institute’s trade promotion 


program. Above, left, M. C. Mclver, chairman of the program, shows specific “targets” te 
F. S. Kuhns, Institute president. 
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the level existing before a 50% re- 
duction was made in 1951. 


New Grading Rules 

New grading rules were adopt- 
ed which conform to the unofficial 
designations customarily applied in 
the trade. The grades generally 
similar to the present Commercial 
Standard CS35-49 include: 

Custom, a top grade specially 
selected for grain and color and 
described as an “architectural 
grade.” 

Good Grade, which is intended 
for natural finish but with natural 
character markings. It must not 
possess worm holes, splits and 
knots, other than pin knots. If 
made of more than one piece, it 
must be matched at the joints to 
avoid sharp color contrasts. 

Sound Grade is designed for a 
paint finish but it must be free 
from open defects, sound and 
smooth. It is not grain or color 
matched. 

Utility Grade permits more na- 
tural irregularities and is recom- 
mended for applications where the 
wood is not exposed. 

Reject Grade permits knots and 
other irregularities that do not 
impair strength or serviceability of 
the panel. 

Growing Markets 

R. D. Behm, promotional direc- 
tor for HPI, told members that the 
Institute expects wider use for 
hardwood plywood for paneling in 
homes, churches, marine and land 
transportation vehicles. Much of 
the promotion will be directed to 
the fast-growing do-it-yourself 
market among home owners. 


at 
* 


COVER: Richard L. Tambussi, seated, sec- 
retary-treasurer, Windsor Locks (Conn.) Lum- 
ber Co. and his sales manager, Frank J. 
Malloy, study the Merchandising Calendar 
just published by the National Retail Lum- 
ber Dealers Association. 

“At the beginning of each week,” said 
Mr. Tambussi, “the No. 1 question in my 
mind has been, ‘what shall | feature in my 
advertising this week?’ The Merchandising 
Calendar will be of tremendous valve to me 
in planning a well-coordinated advertising 
program based on sound principles studied 
and approved by lumbermen.”’ 


Turn to page 38 for details. 


Defense Housing Program 
Is Half Completed 


The Housing and Home Finance 
Agency reported its defense hous- 
ing program was half completed on 
September 30. 

Some 99,614 housing units were 
programmed in 210 areas around 
the country. Of that number, 
93,400 units had been approved for 
construction, out of a total of 391,- 
092 units applied for by builders. 
Of the total number programmed, 
73,466 units—or 74% of the total 

were under construction or com- 
pleted. 

Of those, 54,561 units—or 55% 
of those programmed — had been 
completed. 


Handyman Trend 
Boosts Paint Sales 


The nation’s paint manufactur- 
ers are steaming ahead to another 
record-breaking billion dollars in 
sales this year and the do-it-your- 
self customer is being given great- 
er importance in promotional plan- 
ning. 

The National Paint, Varnish and 
Lacquer Association reported that 
a nation-wide survey indicated that 
more than 53.1% of the country’s 
homeowners are now doing their 
own exterior painting. Handyman 
customers do 75.3% of the inte- 
riors of their homes. 





FOUR-BEDROOM prefabs developed by National Homes have low-pitched roofs with full 
overhang on both front and rear. Vertically-grooved wood siding is used on all the new 


low cost houses. 


Together, as always mete 


Yesterday . . 


Tomorrow . 


-the more than thirty years of unceasing 
effort to bring you better products .. . the more 
than thirty years of expanding and increasing 
service to our dealers ... have established a 
name which is our most priceless asset — Old 
American. This is our investment in the future. 


+» more lines bear the name Old American than 

ever before. Now, a complete line of highest 
quality asphalt and asbestos roofing and siding 
is available to you under one name— 
Old American. 


+ +» together, as always, with our customers... 
the name Old American will continue to advance 
with the times, bearing the reputation for highest 
quality in a complete line of asphalt and asbestos 
building products. 


THE SIGN OF THE COMPLETE LINE 


Old American Roofing Mills 


Division of The RUBEROID Co 
7600 Truman Rd., Kansas City, Mo. 
A factory location convenient to you 


10 (To obtain more data on advertised products see page 105) 


Four-bedroom prefab houses that 
will sell for $6,100 and require a 
minimum down payment of $400 
have just been announced by Na- 
tional Homes Corp., Lafayette, Ind. 
A new two-bedroom house will also 
be available for $5,500 with $300 
down. Both homes include an $800 
lot in their costs. 

The new houses described as the 
Cadet line permit financing under 
FHA Title I with low payments 
spread over 30 years. Monthly 
payments on the two-bedroom 
home will be $36 and on the larger 
unit $38. 

The new designs eliminate much 
plant and field labor. A complete 
plumbing kit, including all essen- 
tial pipes, fittings and fixtures, will 
be in the house package. The heat- 
ing unit includes a wall furnace, 
thermostat, chimney and all essen- 
tial connections. 

Ceiling and roof on the homes 
are one panel and feature open- 
beam construction with the ex- 
posed ceiling stained a _ neutral 
gray color. 


Dealers Invited to 
NAHB Convention 


Building material dealers are be- 
ing invited by the National Asso- 
ciation of Home Builders to attend 
their annual convention and expo- 
sition January 17-21 at Chicago. 

Advance registrations and hotel 
reservations are now being accept- 
ed and anyone connected with the 
home building industry is eligible 
to attend. Dealers may write Con- 
vention Headquarters, National 
Association of Home Builders, 111 
W. Jackson Blvd., Chicago 4, II. 
Requests for reservations must be 
accompanied by the advance regis- 
tration fee ($15 for men, $10 for 
women). 


1954 CONVENTION DATES 


January 

11-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
3uilders, Chicago, Conrad Hilton 
and Sherman Hotels 

19-20-21, Ohio, Cleveland, Public Au- 
ditorium. 

25-27, Northeastern, New York City, 
Statler Hotel 

25-26-27, Western Retail, Spokane, 
Wash., Davenport Hotel 

27-29, Southwestern, Kansas City, 
Mo., Municipal Auditorium 


February 
2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel and Civic Auditorium 
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oeoif Moves 
the year ’round 


and here’s why! 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 


reflecting floors, etc., etc. 


A Fine Propuct. Made of selected oyster shells and 
clays that are pre-processed before actual manufacture be- 


gins. Tested for quality 200 times during each days run. 


ADVERTISED continuously since 1941 and currently 
appearing in more than 20 publications reaching all 


segments of the building field. 


Stock Trinity White for 
year round profits! 


Y Whilb 
|! WHITE 





b rRimiTY WHITE 
& jRunity WHITE 
TpiNiTY WHITE. 


¥ 
We4a'¢ 
As white wes _~, as snow 
“4 oN 
a4 ) 
tl) 


plain.or waterproofed 
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«+A Trve Portland Cement 


Mt Me eee 


A Product of GENERAL PORTLAND CEMENT CO. - Chicago + Dallas + Chattanooga + Tampa 
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3-4, Western Pennsylvania, 
burgh, Wm. Penn Hotel 
3-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Illinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, 
Shirley-Savoy Hotel 
16-17-18, Wisconsin, 
ditorium 

17-18-19, Virginia, Old Point Comfort 
(no exhibits) 

22-23, West Virginia, Charleston, 
W.Va., Daniel Boone Hotel 

24-25-26, Nebraska, Omaha, City Au- 
ditorium 


Pitts- 


Denver, 


Milwaukee, Au- 


March 

2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, 
Temple 

4-6, Intermountain, Salt Lake City, 
Utah 

10-11-12, Iowa, Des Moines, Exhibit 
Bldg. 

16-17-18, Carolina, 
rangements pending 
17-18, Louisiana, New Orleans, Jung 
Hotel 

17-18-19, Independent Retail Assn., 
Minneapolis, St. Paul Auditorium. 
24-25, South Dakota, Sioux Falls, 
Coliseum 


Indianapolis, Murat 


Charlotte, ar- 





How Symons Forms Increase Sales 


FOR 


READY MIX 
DEALERS 


RENT 
SYMONS FORMS 


a 


To Your Local Contractors 


Build these labor saving forms yourself or buy them from us to rent to your local 
contractors, and to farmers who do their own concrete work. Symons Forms are easy to 


construct... 
available upon request. 


The availability of Symons 
Forms plus the savings in labor 
and material and the assurance of 
accurate, uniform walls will ap- 
peal to your contractor and 
farmer customers. Don't miss this 
opportunity to make new and 


Forms. 


Nome 


4267 Diversey Avenve Dept K3 Chicago 39, lil. 


Please send complete information on buying and building Symons 


samples, specifications, actual job photos, literature and form layouts are 


YIMOWS CLAMP & MFG. CO... 





greater profits. When you sell 
READY MIX, also rent SYMONS 
FORMS. 


Address 








perce 
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Novem ber 


24-25-26, New Jersey, Atlantic City, 

N.J., Hotel Claridge (No exhibits) 

25-26-27, Tennessee, Memphis, Audi- 

torium (no exhibits) 

April 

5-6, Mississippi, 

Hotel 

8-9-10, Florida, Jacksonville, George 

Washington Hotel (no exhibits) 

11-12-13, Texas, Fort Worth, Will 

Rogers Coliseum. 

20-21-22, Southern California, Los 

Angeles, Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 

(no exhibits) 

22-23-24, Arizona, 

San Marcos Hotel 

23-24, Northern California, Yosemite 

National Park, Ahwahnee Hotel (no 

exhibits) 

All conventions have exhibits unless 
noted in the listing 


Biloxi, Buena Vista 


Chandler, Ariz. 





Fires Rake Lumber Yards; 
Kid Vandals Start Two 


Fires in lumber yards this fall 
have already done at least $1,460,- 
000 estimated damage in 15 yards, 
according to their owners. Some of 
them were of incendiary origin and 
they have been traced to children 
and teen-agers in the current wave 
of juvenile vandalism sweeping 
the country. 

A $250,000 fire destroyed finish- 
ed lumber and completed millwork 
at the Lampert Lumber Co., St. 
Paul; it apparently started in a 
main warehouse and raged about 
three hours. The Cable Lumber Co. 
Chicago, lost its yard in a $125,000 
conflagration Oct. 20. A $10,000 
fire at the Gay Lumber Co., Moose 
Lake, Minn., was believed started 
by sparks from a locomotive leav- 
ing the yard, which lost about 
80,000 board feet of lumber, ac- 
cording to co-owner Chet Gay. 

Two children admitted setting 
the $75,000 fire that leveled a 
square block of sheds and six build- 
ings at the Foreman Lumber Co., 
Freeport, L.I., Oct. 17. The two 
boys, aged nine and 10, admitted 
dumping a gallon of gasoline and 
throwing a match to it when they 
were nabbed on the scene. C. Mil- 
ton Foreman, 78, who had run 
the yard since 1896, also saw the 
fire take the original 1868 Freeport 
railroad station he bought for yard 
use in 1926. 

Max Soloff, Bridgeport, owner 
of the Empire Building Material 
Co., Norwalk, Conn., estimated at 
$30,000 a fire that leveled a two- 
story building and spread to the 
yard. Max Randall, owner of the 
new Hyde Park (N.Y.) Lumber 
Co., said damage would be $75,000 
in a fall fire of undetermined ori- 
gin; he was treated for shock af- 
ter watching firemen fight the blaze 
an hour. A spectacular $100,000 
fire leveled sections of the yard 
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»wall is the original enamel- Congowallt is the YOU-DO-IT  Congowalt has more patterns for 
surface wall covering. Advertised leader. Almost 90% is self-installed. every customer’s needs. 37 fast-mov- 
longer ...customers ask for Gold Seal Promote it—to everyone who comes’ ing Congowall patterns for upper, 
Congowall by name. in to buy self-installed tile. lower and entire walls. 
















up today in more than 









5.000.000 homes 






complete customer satisfaction 


Gold Seal 
Congowall. 






Conmtell and ouly Congowall has 
recessed mortar lines for a two-level 
effect. Customers can feel that it’s 
like expensive ceramic tile. 


GOLD 


















Con”owattand only Gold SealCongo- —Congowalt will be in LIFE...in four- 
wall has a patented back of Duplex color... Nov. 9... and Garroway’s CONGOLEUM-NAIRN INC., Kearny, N. J, ©1953 
felt that locks it in place... plusthe going to push it on TV’s “today” 

famous Gold Seal Guarantee.* starting Nov. 10. Tie in now! *Satiafaction or your money back 
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and warehouse of the Rummemede 
(N.J.) Supply Co. 

A 15-year-old boy confessed 
setting fires doing $275,000 dam- 
age to lumber yards. Admitting he 
threw matches on dry grass in the 
yards because he wanted to watch 
fire engines respond to alarms, he 
caused $200,000 damage at the 
Port Chester (N.Y.) Lumber Co. 
this fall, and also admitted the 
$75,000 fire at the Davis Lumber 
Co. in Port Chester last April. 

The West Seneca Lumber Co., 
Lackawanna, N. Y., suffered $20,- 
000 damage in a fire originating 
in a sawmill that destroyed it, a 
lumber shed and contents, reported 
Coleman J. Ehrman, president. The 
sheds of the M. C. Watkins Lumber 
& Coal Co., Avon, N. Y., were lev- 
eled in a fire this fall whose dam- 
age could not be immediately es- 
timated by manager Albert Mar- 
sche. Damage of $50,000 was re- 
ported by owner George L. Erick- 
son in a fire that wiped out the 
Erickson Lumber Co. at Falconer, 
N.Y., destroying planers, power 
saws, woodworking tools and a load 
of cherry wood ready for shipment. 

Eugene Fountain, president of 
the Fountain Lumber Co., Apple- 
ton, Wis., put damage at $50,000 
in a fire that destroyed finished 
lumber; flames were discovered by 
a neighboring fireman confined 
with injuries from an earlier fire. 
A $150,000 fire, the worst in a dec- 





DOUBLE PROFITS 


ROOM DIVIDERS 
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ANGELUS WROUGHT IRON 
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THE S. B. DIBBLE LUMBER CO., North Adams, Mass., was destroyed in a 


$150,000 fire that swept the yard October 10. 


This was one of 15 fires that 


have already done $1,460,000 damage to lumber yards this fall. 


ade, destroyed the warehouse of 
the Bristol (Conn.) Lumber Co., 
other buildings and yard; the firm’s 
trucks pushed to safety two freight 
cars on the company siding, one 
filled with pine roofing. Suppliers 
and competitors offered to help re- 
stock materials. 

The Baltimore (Md.) Lumber 
Co. sustained $100,000 loss when 
lightning this fall touched off a 
second fire following an earlier fire 
in another yard last Feb. 17; pres- 
ident Jerry Schloss said damage 
included lumber supply in a large 


shed, millwork, plywood and sever- 
al trucks. 

An estimate of $150,000 was 
placed on the fire Oct. 10 that 
swept the S. B. Dibble Lumber Co., 
North Adams, Mass., during a crit- 
ical water shortage. Two homes 
were scorched and radio stations 
went off the air when flames spread 
in the fire, the worst in 50 years 
there. Six buildings in the yard 
were leveled. Robert T. Arnold of 
Adams is president of the company. 
There had been a small rubbish 
fire at the yard four days earlier. 





On “Build 


Your Own” Furniture 





Newest trend in versatile furniture. 
These metal frames plus your 1” x 
12”s make room dividers, bookcases, 
etc. (Each order comes complete 
with cross braces.) 





Retails Ws. 

Section #R502—27” high $4.25 5 Ibs. 

Section #R503—59” high 7.95 19% Ibs. 

Section #R504—3242” high] 4.95 | 6% Ibs. 
All supports 12” deep 





























Anyone can make these to set on the 
floor or hang on the wall. Make any 
length by using the metal frames 
plus your 1” x 10” boards. Pair (in- 
cluding cross-braces) $8.95 retail. 
Added sections $4.50 each. Wt. 9% 
lbs. per pair. 





Profits on our Metal Units. 


Profits on EXTRA lumber, 
plywood, paint, varnish, etc. 


Tables—Bookcases—Room Dividers 
—Benches—All made from lumber 
in YOUR YARD NOW-—PLUS our 
metal legs. The Do-It-Yourself 
market is HOT. We started a na- 
tional sensation with wrought iron 
“Build-It-Yourself” furniture with 
our units. Here is a brand new 
extra-profit business tailor made 
for you. Order now and get your 
share of a fabulous new market. 





Height Attach 


HAIRPIN | Wis. 
leg Under - 


Specify %"'] V2 
or Ya’ Rd. | Lbs. 


Wis. DIAG- Ws P ' 
Ye" 


Lbs. 


ONAL Lbs. 


Sf" Rd. National Advertising 





sofa, couch $5.55 42 


3% $5.25 3 


PLUS countercards 





bureau 5.76 
coffee tbl. 5.95 
coffee tbl. 6.65 
cocktail tbi., bench 6.95 
TV, lamp, end tbis 7.95 
TV, lamp, end tbis 895 | 
28” — dining tbl., desk 13.45 15 














4 


7 


545 and display material. 
All prices shown are 
subject to 40% dealer 
discount. F.O.B. Los 
Angeles, California. 
Freight allowance 
$1.50 per 100 pounds. 
Send your order 
TODAY! 


5.65 | 5% 
5.85 | 6 
5.95 | 7 
6.75 | 8% 


+} —_______—_—__4— 














Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 








ember 10. 1953, 


AMERICAN LUMBERMAN & 


a 


| 


————— 





Evans’ policy will pay off for you whether you 
are a distributor, dealer, or user of Douglas Fir 
Plywood. Under this policy Evaneer sales are 
handled by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


gios Fir plywood 


sells Evoneer 
throvgh recognized distributors - 
1. Evans backs distributors ond de 
aggressive merchandising ond promotion material. 


olers with 


i. Evans, an Associate Member of the National 
Piywood Distributors Association, actively par- 


"cipates in plans ond Programs to 
Stability ond strengthen enhance the 





Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt- 
ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex 
terior water-proof Douglas Fir Plywood 
Evans Products Company, Western Divi- 
ston, Dept. S-11, Plymouth, Mich gan 
Mills at Coos Bay, Ore.; Roseburg, Ore., 
Vancouver, B.C. 


DOUGLAS FIR PLYWOOD and WOOD PRODUCTS 


MEMBER + DOUGLAS FIR PLYWOOD ASSOCIATION 
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EVANEER- EXT- DFPA = PLYSHIELD « A-C 





NEVER ventilate a Ceiling or 





If you do, the better the insulation, the worse will be the condensa- 
tion; for the colder the air in the space between insulation and roof, 
or walls, the less vapor can it support. 


In new construction, moisture is evaporating 
from many tons of cement and plaster. Vapor flows 
from areas of greater density into this small, cold 
space, an area of less vapor density and small 
vapor Capacity. 


Where multiple accordion aluminum is used, 
fortuitous vapor and water (like rain) will grad- Cold undersurface of roof 
ually flow out, as vapor, through exterior walls extracts heat from air, 
and roofs as vapor pressure develops within. The causing condensation 
vapor cannot back up through the continuous, of vapor from air 
impervious aluminum. It will flow out because in contact. DINNER VENT 


walls and roofs have substantial permeability, by Ye Incorrect —~ 
comparison far greater than the required 5:1 ratio. LF a - ea 
Infiltration under the flat stapled flanges of mul- Ko * 

tiple accordion aluminum is slight. 











The new multiple accordion aluminum* Infra Vapor from newly 
Types 6-Si and 4-Si forms a continuous blanket of | ¢vaporating struc- 
. : ee a } tures, and from 
uniform thickness between joists, giving the en- ~~ BY] crowds of people 
tire area maximum protection against heat loss —— in dried-out struc- 
and condensation formation. Write for samples. ar: TES tures, flows to 
INFRA areas of less 
density. 
The U.S. NATIONAL BUREAU OF STANDARDS 


has prepared a helpful and informative booklet, In the illustration, an actual case, it was 


“Moisture Condensation in Building Walls” which recommended that the inner vents above 
discusses causes and cures. Use the coupon and we ily the insulation be eliminated. 
will send a free copy. | > 





Ny TYPE 4 | 
*Patent applied for oan 


i 





COST OF INFRA INSULATION INSTALLED —e ae ' AUDITORIUM 


in new construction between wood joists, 
material with labor, 





ae enee ee eeeeee ee eS eS | 
Type 6-S, under 9/2¢ sq. ft. 
Type 4-S, under 7 2¢ sq. ft. 
Type 4-S Jr. under 7 2¢ sq. ft. 


Infra Insulation, 525 Bway., N.Y.C., Dept. U-11 


() Please send U.S. Bur. of Standards Booklet 
BMS63 


(— Send Samples of New Infra and (1 Description. 





NAME 
FIRM 
ADDRESS 





INFRA INSULATION, INC. 


525 Broadway, New York, N. Y. — WORTH 4-2241 
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Report from 


Washington, November 14 

While the new one-for-one for- 
mula of buying and selling mort- 
gages you sell one for us and 
we'll buy one from you — hasn't 
been in operation very long, the 
Federal National Mortgage Asso- 
ciation reports that the idea is 
catching on. 

During September, Fannie Mae 
sold $18,000,000 in mortgages, 
practically all of them under this 
formula. The rather complicated 
pattern involved in selling some 
mortgages and buying others de- 
creased Fannie’s portfolio by a mil- 
lion dollars. Of course, on a per- 
centage basis, this isn’t so much, 
since the old carpet bag still con- 
tains $2,540,000,000 of these con- 
ditional conveyances. But it does 
show activity in the big organiza- 
tion. The FNMA purpose is not 
self-liquidation but rather the 
supplying of mortgage money, 
when possible, where it is most 
needed. Fannie still has $593,000,- 
000 in uncommitted funds for the 
purchase of additional FHA-in- 
sured and VA-guaranteed mort- 
gages. 


Housing Outlook 
Housing starts in 

numbered 2,000 fewer than in Au- 

gust and 8,800 fewer than in Sep- 


September 


tember of last year. The decline 
was chiefly in private construction. 
It should be repeated that the de- 
cline, these past few months, 1s 
NOT large. It’s a source of some 
uneasiness because it’s continued. 

But government people and 
association executives and many 
builders agree for the most part 
that house construction next year 
is going to be pretty good; maybe 
some 8% less than this year, but 
that’s better than pretty good 
when compared with years not so 
long gone. Most builders expect 
remodeling and repair in ’54 to be 
about 10% higher than this year; 
and there’s a general belief in 
Washington that Uncle Sam will 
ease still further the financing of 
this type of work. 

Some builders charge the decline 
in housing starts to an actual 
shortage of loan cash; and, of 
course, it is hard in some places 
to get a loan. But this seems to be 
due to the caution of lenders and 
not to a scarcity of money. Not 
that this makes much practical 
difference to the builder who is 
stuck without funds! 

As such things are measured in 
the finance markets, money is sup- 
posed to be “easy.” The Federal 
Reserve has been making the stuff 
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available to banks; even though 
these institutions are not expand- 
ing their loans as much as they 
usually do at this season... A 
few symptoms: Long-term govern- 
ment bonds have been advancing 
in price. The interest rate on 90- 
day Treasury bills dropped from 
2%, early in September, to 15.% 
at the end of the month. The of- 
fering rate on prime short-term 
commercial paper, during the same 
period, eased by one-eighth of one 
percent. These changes indicate 
that investors are willing to ac- 
cept smaller returns; which mean 
easier money. 


Why the Trouble? 


Why, then, the trouble in get- 
ting mortgage money? Lenders 
say that, yes, they have money to 
loan; but certain general condi- 
tions make it necessary to screcn 
risks with greater care. General 
business loans, for example, have 
increased by 2%, as compared with 
an 8% increase last year and the 
year before, during the months 
from June until November. The 
lower rate this year represents in 
part an effort by business men to 
reduce high inventories. But it 
reflects also the banker’s creeping 
apprehension that the boom may 
be running out of gas. Maybe so, 
maybe not. But how about some 
screening, just in case. 

This caution, even when reduced 
to percentages, isnt’ so sharp; but 
there’s been enough to cause 
Washington talk of starting the 
RFC up again, to handle urgent 
business loans. Probably just talk. 
Sure enough, the Small Business 
Administration has lending au- 
thority under the law; but it has 
a couple of temporary hindrances. 
In the first place, its loan funds are 
limited. In the second place, Ad- 
ministrator William D. Mitchell re- 
signed a few days ago; hence the 
guess that the agency will not be 
very active until the new chief 
learns his way around ... In any 
event your money men are run- 
ning a degree or two of caution 
fever. 


Home from the War 


Some lenders are not ag gener- 
ous with terms for FHA and VA 
loans as Uncle says they can be. 
Remember that after the second 
world war a good many veterans 
got 100% mortgage coverage on 
their new houses? Most Korean 
veterans have to put a fairly sub- 
stantial sum on the barrelhead be- 
they can occupy their new domi- 


WASHINGTON 


ciles. One reason is that houses 
are not advancing in price so read- 
ily. A good many veterans who 
built in 46 tound that within two 
or three years their houses had 
doubled in market value, and that 
took a lot or strain otf the mort- 
gage. But house prices for '54 are 
esumated at about the same as 
this year. One difference. The 
prices are based, within limits, of 
course, upon the number of rooms 
and comparable styles. But we're 
told that next year’s houses will 
have somewhat larger rooms, more 
basic equipment, more actual 
value; for the same price. 

The Century Federal Savings 
Association, New York, thinks the 
rather small slow-down in mort- 
gage lending these past three or 
tour months has little to do with 
the supply of money but much to 
do with an effort to guess the fu- 
ture marketability ot the houses 
now coming up to be financed. 
Uneasy Question 

Since the close of the second 
world war, more than seven and a 
half million houses have been 
built; and that’s a lot of front 
doors. In ’46, the veterans found 
loan money available but no 
houses. If returning veterans find, 
at this time, that there are houses 
but no loans they can get their 
hands on, it may be due to that 
uneasy question about the real es- 
tate market five years from now if 
a mortgage were to go sour... In 
any event it’s reassuring to know 
that so many experienced builders 
and federal housing men and mort- 
gage bankers have agreed that 
while ’54 may not catch up with 
this year’s volume, it’s going to be 
a high-level year for construction. 

Since selling is going to be a 
high card, next season, it’s easy to 
understand the wide industry in- 
terest in the NRLDA’s Merchan- 
dising Calendar; the new advertis- 
ing and display guide. Also the 
interest in the asgsociation’s en- 
gineered house that’s designed to 
help dealers make their way 
against the competition of prefab- 
ricators ... Incidentally, Guy T. 
O. Hollyday, commissioner of FHA, 
is trying to persuade mortgage 
bankers to make loans on prefabs, 
for the benefit of low-income peo- 
ple. Since the mortgage people 
are inclined to lift a contumelious 
eyebrow when the _  lowest-cost 
housing gets mentioned, it’ll be in- 
tersting to see how the commis- 
sioner makes out. 

See page 38 for details on the 

NRLDA Merchandising Calendar 
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“it's open and shut with no work at all...’ 
woe’ Garage Door ‘chamval 
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These R-W Features 


@ Easy to install 


@ Easy to service 


@ Safe 


ARE IMPORTANT SALES MAKERS 


—-Completely assembled, with track, in a single 
carton at the factory. 


Simple adjustments requiring no special tools, 
keep the doors working smoothly. 


A large friction clutch prevents operational failures with 
resulting damage to property. 
may be operated manually. 


In power failure doors 


And FOR UNBEATABLE CONVENIENCE, IT’S 
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R-W 999 GARAGE DOOR HARDWARE 


Here it is...complete overhead 
garage door hardware conveniently 
packed in one box. No. 999-1 for 
doors up to 9 ft. wide weighing not 
more than 200 lbs.; No. 999-2 for 
doors up to 16 ft. wide weighing 
not more than 375 lbs. Write for 
folder giving free details. 


Richards-Wilcox Mt 9. © 


4B. Go Ee 8 aR CRAY 2 


THIRD STREET, AURORA, ILLINOIS 


(To obtain more data on advertised products see page 105) 
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Check these two R-W con- 


trols, engineered for depend- 
ability and efficiency: 
ae No. 1251 Standard Control 


— operates from driveway key 
switch. 


No. 1504 Radio Control 


—operates from dash con- 

trol button, opens and closes 
doors within 75 feet. Also 
operates doors from inside 
gorage. 


, For complete information 
on R-W AuT-o-DoR line 
write for catalog num- 


ber A-87. 


Reg. U. 3, Pat. Od. 
SUDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES @ GARAGE DOORS & EQUIP- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS e@ 
ELEVATOR DOOR OPERATING EQUIPMENT 
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Largest Selling Wood Glue 


WELDWOOD 
RESIN GLUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood -to- wood 

mie bonds and many 
other uses. Makes joints stronger than 
the woed itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 Ibs., 25 Ibs. 





* 
Blond or pickled effects call for 


wie FIRZITE 


For magical woodsy 
effects on hardwood 
or soft, plywood or 
solid lumber. For 
light pastel tones, 
tint with Colors-in- 
Oil. For soft wood 
and fir plywood 
paint jobs, WHITE 
Firzite as an undercoat, helps prevent 
grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
mend CLEAR Firzite, to tame wild, 
unsightly grain.) 





* 
Big demand for natural wood finishes, sells 


SATINLAC’ 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC, It brings 
out and preserves the natural grain 
and color-beauty of any plyword or 
solid wood. Water-clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 

In pints, quarts, gallons. drums. 
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THESE WIZARDS WITH WOOD 
Are Practical Gents 
They Conjure up Dollars 
For Dealers with sense 
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UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U. S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 


Branches in Principal Cities — Distributing Units in Chief Trading Areas 








































































































































Today...with so many amateurs and semi-pros making things and 
/ mending things...they’ll thank you to suggest Firzite, Satinlac and 
Weldwood Glue. Easy to use...widely advertised in the Saturday 
Evening Post and 29 other publications, these 3 Wizards with Wood 
are showing very nice profits, indeed, for dealers who feature and 
recommend them. 
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BOOST YOUR VOLUME WITH THESE 


ES, both lath and plaster sales volume can 
be increased by recommending Keystone’s 
“3 Keys to Stronger Plaster.” 


Here’s why. With the Keystone System, lathers 
add Keymesh reinforcing over gypsum or insu- 
Jating lath on ceilings . . . sometimes on entire 
Walls. That adds 20 to 30% to your lath sales. 
They use Keycorner wherever strip lath is re- 
quired, and Keybead for outside corners. These 
materials are especially good for modernization. 


In addition, with Keymesh on ceilings, a uni- 


form thickness of plaster is used; adds tonnage. 


Both lathers and plasterers who have tried the 
Keystone System like it. With it, they have a 
quality story to tell. 


Architects and builders like it because they know 
there is no substitute for quality plastering. And, 
they realize at once how the ‘3 Keys to Stronger 
Plaster” add quality where it is most important. 


It will pay you to get the facts about the ‘3 
Keys to Stronger Plaster’ and to get them work- 
ing for you. Write for complete details. 


KEYSTONE STEEL & WIRE COMPANY 


KEYCORNER 


Seay ,KEYMESH + KEYBEAD 
f “tng, KEYSTONE WELDED WIRE FABRIC 


a, 
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Notice how easily Keymesh is lathed to 
the ceiling. Joints are lapped two inches. 


KEYSTONE NAILS 
KEYSTONE NON-CLIMBABLE AND ORNAMENTAL FENCE 


Engineered for true, solid corners, Key- 
bead, goes up easily—is easy to plaster. 


PEORIA 7, ILLINOIS 


see our 
KEYSTONE TIE WIRE CATALOG 


SWEET $ FILE 


Lathers easily strip joints and cor- 
ners with preformed Keycorner. 


ee ss 











3 KEYS TO STRONGER PLASTER 


Keystone’s woven wire galvanized reinforcing lath—-applied 
directly over the gypsum or insulating lath on.the entire ceiling. 
This network of multidirectional reinforcing increases the 
strength of ceilings. It assures a uniform thickness of plaster 
and guards against cracks. Where ceiling radiant heat is 
installed, Keymesh accelerates uniform heat distribution 

as well as reinforcing the plaster. 


Keystone’s woven wire galvanized reinforcing lath with the 
precision-formed bead—applied at all outside corners. The 

open mesh of Keybead wings permits plaster to completely | 
embed the steel wires, adding strength. Full, solid corners result. 
Keybead is available in standard lengths; is easy to opie 
when required. 


Keystone’ s preformed- -for-cornerg, convenient, width, woven wire 
/ 


gulieliaail reinforcing lath—applied at torners, jgints and 
ceiling-wall junctures. It fits snugly in corners-when you flex it. 

It lies flat, too, for stripping wherever required. It has the some 
multidirectional reinforcing as Keymesh for maximum crack 
resistance. It doesn't rust . . . and eliminates waste. 
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YOUR R-O-W MANUFACTURER IS... 


ALABAMA 
ReOoW DISTRIBUTORS 
Rocky Mount, Virginia 


ARKANSAS 
CENTRAL ReOeW DISTRIBUTORS OF ARKANSAS 


North Little Rock, Arkansas 
CALIFORNIA 

CALIFORNIA BUILDERS SUPPLY, INC. 

Richmond, Fresno, Sacramento 

T. M. COBB CO. 

Los Angeles, San Diego 
COLORADO 

LUMBER DEALERS, INC. 

Denver, Colorado 
CONNECTICUT 

GENERAL WOODCRAFT CO., INC. 


North Bergen, New Jersey 

DELAWARE & DISTRICT OF COLUMBIA 
DEALERS WAREHOUSE SUPPLY CO., INC, 
cn Maryland 


nea 





E_ ANDERSON MFG. CO. INC, 
pT. , Fla 


Phonmnonny 
ReOoW DISTRIBUTORS 
Rocky Mount, Virginia 


IDAHO 
BOISE a & DOOR, INC. 


Boise 
JOHNSON "BROS. PLANING MILL CO. 
Idaho Falts, Idah: 
ILLINOIS 
gi0e4tddd ft V. E. ANDERSON MFG. CO., INC. 
Owensboro, Kentucky 
IMSE-SCHILLING SASH & DOOR CO. 
St. Louis, Missouri 
ReOeW WINDOW CO. 
Joliet, Ilinois 


INDIANA 
V. E. ANDERSON MFG. CO., INC. 
Owensboro arg 
a WHOLESAL DISTRIBUTORS, INC. 


lorwood, 
ReOoW WINDOW CO. 
Joliet, iinois 





1OWA 
ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 
WISCONSIN WINDOW UNIT CO. 
Merrill, Wisconsin 


KANSAS 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


TUCKY 
V. E. ANDERSON MFG. CO., INC. 
reg Ken y 
ReOeW WHOLESALE DISTRIBUTOR, INC, 
Norwood, Ohio 


MAINE 
GENERAL WOODCRAFT CO., IN 
North Bergen, New Jersey 


MARYLAND 
DEALERS WAREHOUSE SUPPLY CO., INC. 
Baltimore, Maryland 


MASSACHUSETTS 
GENERAL WOODCRAFT CO., IN 
North Bergen, New Jersey 


MICHIGAN 
FLINT SASH & DOOR CO. INC. 
Flint, naw, Michigan 
PORTER- EY CO. 
Grand Rapids, Michi 
ROYAL OAK WHOL SALE co. 
Royal Oak, Michigan 


MINNESOTA 
ANDREW A. KINDEM & SONS, INC. 
Minneapolis, Minnesota 


MISSOURI 
IMSE-SCHILLING SASH & DOOR CO. 


St. Louis, Missouri 
MARTIN MATERIAL CO. 
Kansas City, Missouri 


MONTANA 
FALLS WINDOW & CABINET SHOP 
Great Falls, Montana 
ahs : INTERSTATE LUMBER CO. 
Nothing is more precious to a quality builder than eee. ane as 
his reputation. Cornmunity respect is earned by good Bifiings, Montana 
workmanship and quality materials— products like NEBRASKA 
R-O-Ws Removable Wood Windows. R-O-Ws have Ged ad ert 
the charm of carefully milled wood, plus the lift- HAMPSH 


NEW H. 
> -fi i GENERAL WOODCRAFT CO., INC, 
out feature and pressure-fit construction. cy ey wy th 


NEW JERSEY 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 
JOHNSON & WIMSATT, INC. 
Westville, New Jersey 


R*O-°W SALES COMPANY 1342-.68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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YOUR R-O-W MANUFACTURER IS... 


NEW YORK 
GENERAL WOODCRAFT CO., INC. 
North corms, New Jersey 
A. ROBERSON & SON, INC. 
Binghamton, New York 


THE WHITMER-JACKSON CO., INC. 
Buffalo, Rochester, New York 






























ORTH CAROLINA 
pane age me LUMBER CO., INC. 
Norfolk, V 
Cocate Mi iftworK co CORP. 
ReOeW GISTRIBUTORS, 
Rocky Mount, Virginia 
NORTH DAKOT. 


A 
JACK R. KINNARD & CO. 
Minot, North Dakota 


FIRST 


WITH 
ks 

























































OHIO 
FABROW MFG., INC. 


Toledo, Ohio 

THE MAHONEY SASH & DOOR CO. 
Canton, Youngstown, Ohio 

ReOeW WHOLESALE DISTRIBUTORS, INC, 
Norwood, Ohio 








KLAHOMA 
LUMBERMEN’S SUPPLY CO. 
Oklahoma City, Oklahoma 


OREGON 
ACME MILLWORK, INC. 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


PENNSYLVANIA 
ADELMAN LUMBER CO. 
Pittsburgh, Pennsylvania 
JOHNSON & Wi — INC, 
Westville, New Jer 
A. ROBERSON & ky N, INC. 
Binghamton, New York 


RHODE ISLAND 
GENERAL WOODCRAFT CO., INC. 
North Bergen, New Jersey 


SOUTH CAROLINA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 


SOUTH DAKOTA 
WATERTOWN SASH & DOOR CO. 
Watertown, South Dakota 


TENNESSEE 
Vv. E. a MFG. CO., INC, 
Owensboro, Kentuck 
ReOeW DISTRIBUT RS 
Rocky Mount, Virginia 


TEXAS 

CHUPIK WOOD MFG. CO., INC. 
Temple, Texas 

KRITZER a CO, 

Amarillo, Tex 

LUMBERMEN S SASH & DOOR CO, 
Dallas, Texas 

SOUTHWEST SASH & DOOR CO. 
Houston, Texas 

H. E. WOODRUFF CO. 

Corpus Christi, Texas 












UTAH 
R. W. FRANK & CO. 
Salt Lake City, Utah 


VERMONT 
GENERAL WOODCRAFT CO., | 
North Bergen, New Jersey 


VIRGINIA 
DALTON- ome LUMBER CO., INC, 
Norfolk, Mel, ra 
ReQeW DISTRIBUTORS 
Rocky Mount, oo 


WASHINGTO! 
7 ACME MILLWORK, INC. 
Kirkland, Washington 
SPOKANE SASH & DOOR CO. 
Spokane, Washington 


WEST VIRGINIA 
ReOeW DISTRIBUTORS 
Rocky Mount, Virginia 

















NC, 





WISCONSIN 
WISCONSIN WINDOW UNIT CO, 
Merrill, Wisconsin 











\ Weerh se PETH Good contemporary homes must be both beautiful 
Cheyenne, Wyoming and functional. The primary functions of windows 
CANADA in li i > 
CALGARY SASH & D00R co. are to let in light and to permit a free choice between 
Calgary, Alberta, Cana ventilation or weather protection. No windows are 
CRANGR ROOK ohm 6 ry ‘DOOR CO. more beautiful or more functional than R-O-Ws. 
| WAYWARD ay SUPPLIES, LTD. Only R-O-Ws have the patented R-O-W feature. 


a Bon. ae ya & DOOR CO. 







Siaterton, 
CUSHING MILLS, LTD. 
Calgary, Alberta, Canada 





ReOeW SALES COMPANY 1342:-68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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GET THESE BOOKLETS 


| we \ 


\ ’ - 4 
=: ; ic A 


THESE FULL COLOR CATALOGS ILLUS 
TRATE ALL TILE IN THEIR NATURAL 
COLOR BEAUTY 


HACKMEISTER INC 
Pittsburgh 30, Pa 
Dept AL 6 


Send me full color itfustrated HAKO Floor Tile catalogs. 


Name ap Tarp 


Address 


City 
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Tt POLY -KROME 


PARQUETRY 





\« 


/ACHMEISTER'S 
YEAR Im INDUSTRY 


all Three are here 


.-» TAKE YOUR CHOICE 


<LD Lokal hile FLOORING 
<{fp> Poly-krome 
<> frau 


Here’s the greatest three-way combi- 
nation of Ashpalt Tile floor covering 

in America! Each has its own individual 
design application, but all have these 
plus advantages---beauty, simplicity of 
installation, ease of cleaning and de- 
pendability. All are high in luxury and 
low in cost. Enhance the sales appear- 
ance of your houses with the dignity 
of PARQUETRY, the brilliance of 
POLY-KROME and the downright dur- 
ability of HAKO ASPHALT TILE 
FLOORING. 


Yes, all three are here, the answer to 
the builder’s request for a low cost 
floor covering and individuality for 
every room in the house... why not 
specify all three. 


by Ting wy. 
> | a ee 


7 Pea. 
*>| a 


SINCE 1903 


ACHMETSTER-/NC. 


PITTSBURGH 30, Pa. 
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Better 
Siding Sales 
with 


"Conttivuy’ Nu-6RAIN 
Cabestos-Comant siding 


Siding sales come easy when you're offering ““Century’’ NU-GRAIN shingles, 
because this quality siding has everything a home builder 

or remodeler is looking for—beauty, durability, and economy! 

Just look at these sales features: 




















a 
—-_ 














—_— 























“Century” NU-GRAIN shingles are made from asbestos fiber 
and portland cement—which makes them as permanent as stone itself, 
They won't burn, rot, or corrode; they can’t be damaged by insects 








or vermin; they are completely weather resistant. 

To make the attractive NU-GRAIN shades long-lasting, K&M embeds 
colored slate granules into the shingles under hydraulic pressure. 
There's no paint or protective coating to peel or wash off—and no 

such finish need ever be applied. Both the color and the distinctive 
wood-grain pattern are designed for a lifetime. 





























What's more, because they are low in cost and easy to install 

on a new home or on an older one, NU-GRAIN shingles appeal 

to the greatest number of potential buyers. To maintain this wide 
acceptance, these shingles are regularly advertised (in color) in 
Better Homes & Gardens—the nation’s leading home magazine. 

Ask your K&M distributor to tell you more about these sales-making 
shingles. or write directly to us for complete information. 


These attractive shingles are made in four distinctive colors: 
NU-GRAIN gray, green, whitetone, and brown (illustrated). 


KEASBEY & MATTISON 


COMPANY © AMBLER + PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 
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Letters 





To the Editor: I have the several editorials and 
write ups you have about incentive pay for 
salesmen but the $64 question doesn’t seem 
to be answered. How much of a commission 
and exactly what are the mechanics you are go- 
ing to use in a lumber yard to figure it? I won- 
dered if you had given any further thought to 
this as just exactly how to work it out. I would 
appreciate hearing from you. 


Fredrick G. Smith & Co. 
Fredrick G. Smith 
Freeport, Il. 


EDITOR’S NOTE: If I were in your position, I 
would ask my salesmen to go through the ticket 
books for a month and claim credit for every 
sale for which they considered themselves respon- 
sible, running an adding machine tape. 

Then if more than one salesman claimed the same 
sale, I would segregate those and have a personal 
discussion with the salesmen involved, and try to 
get the matter settled so that you could arrive at 
exactly what each man produced in dollars and cents 
for a month. 

Now you know what you paid each man in 
salary and what his expenses were for the given 
month, so you can find out what the percentage of 
salary and expense is against the sales produced. 
Because additional business is more valuable to you, 
even in the business they are getting, I would in- 
crease this percentage point by 1 or 2 points and 
on all business sold by each salesman over and above 
his previous production, I would pay him the new 
percentage as a bonus. 

This would make a pretty good deal for the sales- 
man, especially if you absorbed the loss in his sal- 


ary and expense when his production was below 
the norm established. 


To the Editor: On behalf of every member of 
our organization, I want to congratulate you 
on the excellent manner in which you wrote up 
our delivery system in your issue of August 10. 
This was a bang-up job of reporting and edit- 

ing—such as the American Lumberman is ca- 
pable of doing with amazing regularity. 

R. L. Sweet Lumber Company 

R. L. Sweet 

Kansas City, Mo. 


To the Editor: Recently we saw a chart “How to 
Figure Net Profits on Sales” which was part of 
the section which you had published, captioned 
“Your Profit is in Your Pricing.” 

We thought this very valuable, and, if pos- 
sible, would like some of these to distribute to 
our dealers for their consideration and benefit. 
Many dealers should study this chart. 


Carroll E. Pooler 


Pooler Building Materials 
Lafayette, La. 





To the Editor: We have read with interest the 
article by Mr. Ray E. Latshaw, on “Insurance 
Coverage” in a recent issue. This appeals to us 
as one of the most constructive articles we have 
seen in a trede paper in a long time. 

Are reprints of this article available? Our 
yard has several associates whom I have written 
to review this article as I think they are all sub- 
scribers. There are some stockholders I would 
like to see have a reprint so they would get a lit- 
tle idea of the items a retailer must think about. 

A. M. Fisher, President 


Home Lumber & Supply Co. 
Rockford, Il. 
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INSULATED DAYLIGHT 
THAT HELPS YOU 
**SEE’’ MORE SALES 


Sell Insulux Glass Block’ and profit from the increasing 
interest in this versatile, practical building material 


What homeowner wouldn't like a “‘see- 
through”’ wall as attractive as this one? 
You can profit from such a desire by 
featuring, suggesting, pushing greater 
use of Insulux Glass Block panels. 

Insulux panels are as practical as they 
are beautiful. You can recommend them 
with confidence. They have the insulating 
efficiency of an 8-inch brick wall . . 
won't frost or sweat in winter. Patterns 
are available in a wide variety—from the 
clear block shown above to those that 
restrict sight completely. 


a 


Applications are practically limitless. 
Stairwell, kitchen, utility room and base- 
ment—to name just a few places— can use 
glass block panels to advantage. Plan now 
to push—and profit from—this versatile, 
practical building material. 
4 4 4 

For information about how you can 
profit from the increasing use ot Insulux 

in home, school, factory, or commer- 
cial building—just write Insulux Glass 
Block Division. Kimble Glass Company, 
Dept. AL-1 :. Box 1935, Toledo :. Ohio. 


os 


I ) 


| 


Because she does much of her work at 
her kitchen counters, suggest counter 
lighting to brighten these working 
surfaces. Her wall of daylight won't 
rust, rot or lose brightness no matter 
how often washed or splashed. An 
occasional wipe renews the sparkle. 














\} 
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Counter lighting with Insulux 
Glass Block adds glamour to nor 
mally dark spaces. Used in the laun- 
dry a panel brings plenty of soft 
light right down on active working 
surfaces 


A “see-out” dining nook. A panel 
of Insulux super-clear Glass Block lets 
you see out but ends problems of 
condensation, and because of its high 
insulation value, stops icy drafts. . . 
keeps rooms more comforteble. 


Literature for any Insulux Glass 
Block application is available free 
of charge just by writing to the 
address at the left 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


D. D. Brown Elkins, W. Va. 


Established 1880 


Mfrs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 


*Christian Lumber Co Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
“Century” Oak and Maple Flooring 


*M. E. Crisp Lbr. Co Welch, W. Va. 
West Virginia and Kentucky Appalachian Hardwoods, Oak. 


Poplar, Beech, Maple, Ash, ckory, Chestnut and other 
hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co.. . .Robbinsville, N. C. 


Hemlock. Hardwoods, Flooring, Dimension 


*J. P. Hamer Lbr. Co Kenova, W. Va. 
Manufacturers 


Appalachian Hardwood Lumber 


*The Mower Lbr. Co Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued- Dimension. 
Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord and Pettus, W. Va. 


*Wood-Mosaic Co., Inc 


Louisville, Ky. 
“Parkay” 


Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mil! at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple 
and Oak Flooring 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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SPECIFICATION 25/32 7 2-1/4" 
No ___ VENDORS __ 
_1{E Bruce Co 


3 | Atlanta Oak Co. Atlanta 


ORDERED SHIPPED 


MONTHLY CONSUMPTION 
Ven, | Order No. | Quantity List Disc 4 Date | Quant.| Weight Date | Quant. Weight 19 19 


/ 3 000 | /6f- 00 4 


ps ieccatiiaalineoe Se reese 
VENOORS ee 





Kardex Visible records, like the 

. . . actual example shown here, are help- 
Finger-tip Facts Like These ing get orders and build profits for 
Savannah Planing Mill every day. 


j This Kardex Visible equipment pro- 
Boost Profits at vides inventory “facts at a glance” 
... turns phone inquiries into sales. 
Besides supplying prompt, accu- 
Savannah Planing Mill rate information for customers, this 
system prevents costly overstocks 
and provides “automatic” reorder 
points that prevent shortages. The 
system is complete with vendor 
REFERENCE QUANTITY amount information and provides full pur- 
NUMBER PENEnOmeo |  @ALANCE oy chasing data... yet so simple that 
any office employee can operate it 

135 and give information by phone. 
72 Effective inventory control, which 
/ has brought greater profits, more 
productive employee time and 
smoother overall operation to The 
Savannah Planing Mill Company is 
described fully in FREE folder, Cer- 
tified Report #875, “EXTRA 
PROFITS THROUGH INVEN- 
TORY CONTROL IN THE 
BUILDING MATERIALS BUSI- 
NESS”. Your copy will show you 
how to better the competitive posi- 
tion of your company quickly, surely. 
Simply write to Remington Rand, 
Room 1386, 315 Fourth Avenue, 

New York 10, N. Y. 


Hemingtor. Flan. 


mmimUe OR PROFIT-BUILDING IDEAS FOR BUSINESS 


MakiMUM OR 
OPODER Quant 


} ATE 


9 12 18 


9 12 18 24 
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Where on this map 4) 
can you get more sales & 





That isn’t all! In nearly 2 out of 3 U. S. counties, 
Country Gentleman circulation surpasses that of 
any weekly, women’s or home service magazine! 


In every county—wherever there is good farm- 
ing for good living—your best rural customers get 
useful buying ideas from the advertisements in 
Country Gentleman. 


he the 2,362 shaded counties (out of the 3,071 A manufacturer is giving you the kind of selling help 
U. S. total) more families read Country Gentleman you want—right in your local trading area—when he 
than are reached by Better Homes & Gardens. tells you "It’s advertised in Country Gentleman" ! 


em ag NS 


——— CIRCULATION NOW NEARLY 2,600,000 


A CURTIS PUBLICATION 
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| ' Pittsbu rgh Brushes 
“4 offer the best hogs’ 
There's a Pittsburgh brush for bristle available today! 


every home and industrial use 


The phrase ‘Pure Bristle’’ stamped on a paint brush doesn’t mean a whole 
lot nowadays. It doesn’t tell a thing, for example, about the source of the 
bristle—and we don’t have to tell you how the source affects quality! 


What can you go on? The Pittsburgh name... the Red Stripe label! You 
Enemel and : ‘ 
Varnish Brushes can be sure that when you sell Pittsburgh's pure bristle brushes, you're 


selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 
and our buyers are constantly searching for the best bristle possible. Al- 
though bristle on today’s market is not always good enough for our Gold 
: Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
Wall ond 


buys the best of it and makes it into Red Stripe brushes 
Floor Brushes 


Sesh 
Brushes 


Make sure your customers understand this—post this ad near your brush 
iiiedientin department. And watch sales respond to the magic of the Pittsburgh name! 
Brushes For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 

PLaTE Gass Company, Brush Division, Dept. C-11, 3221 Frederick Ave., 


Baltimore 29, Maryland. 
PITTSBURGH 


a 


BRUSHES PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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here’s the act profit news in kitchens! 
































Leading home economists—and thousands of 
women homemakers—helped Curtis design these 
new wall and floor cabinets that fit any size or shape 
of kitchen. That's why Curtis kitchens embody the 
53 features which women want most—features that 
build profits for Curtis Woodwork dealers by 
making kitchen work easier and more pleasant. 


No other cabinet line offers lumber dealers so 
great an opportunity to increase their kitchen sales 
in today’s quality-minded market. Would you like 
more information? 


To give you all the facts about these new ultra- 
modern Curtis kitchens, we have prepared a full- 
color 24-page booklet—and it is yours for the 
asking. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa e6e 
A Department of Curtis Companies Incorporated C 5 


Clinton, lowa © Wausau, Wis. @ Chicago, Ill. U RTl 


Sioux City, lowa © Lincoln, Nebr. © Topeka, Kan. 
Minneapolis, Minn © New London, Wis. woodwork 
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IT PAYS 10 STOCK 
THE LOWER GRADES 
OF WEST COAST LUMBER 


In these competitive times any savings you can pass along to your 






Pe 
A o 
« 
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customers will bring you extra sales and customer satisfaction. 





By selling the right grade for the right use... by selling the lower 
grades of lumber when they will meet the job requirements, you can 
save your customers up to 25%. And as you point out the savings, 
remind your customers that FHA span tables list the appropriate use 
for No. 2 and No. 3 grades of West Coast lumber—as well as for 


No. 1 and Select Structural. 


Complete your stock of lumber now! Carry all grades of West Coast 
lumber ... Douglas Fir, West Coast Hemlock, Western Red Cedar, 


and Sitka Spruce. 


rd 


“ den 





ee AF he 


i tHemPocle. WEST COAST LUMBER 








o2 Ln y = i Ce 4 For facts on West Coast Lumber grades and uses, and information 
W ct " ok on free promotion material, write West Coast Lumbermen’s Associa 
Sthka = >} ws tion, Room 540, 1410 S. W. Morrison Street, Portland 5, Oregon. 
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You can increase your profits-per-sale with 


You make more money on every panel sold... 
yet it’s priced right for volume sales! 


ou take in more when you sell Craftwall . . . 

and you'll sell it fast once you put it on dis- 
play. That’s because Craftwall is beautiful solid 
California Redwood brushed to give a textured 
effect. It's already a success with home builders, 
home buyers and home remodelers! 


Craftwall requires no matching! It’s quickly 
installed . . . the easy-to-handle 10%,” x 8’ x 3¢” 


tongue and grooved panels slide into place and fit 


smoothly, Random-widths and lengths are already 
assembled into panels with a pegged effect. 

Sell it to “do-it-yourself” customers, builders, 
carpenters. Get full details and prices on Roddis 
Craftwall today begin getting profits right 
away. Your nearest Roddiscraft warehouse will 
furnish samples of Craftwall and other Roddis- 
craft decorative paneling: Panawall, Parquetwall, 
Cedrela and Plyweave. 


ee 


\ 
: 
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NATIONWIDE Roddiscraft WAREHOUSE SERVICE 


Cambridge 39, Mass. 229 Vassar St. Marshfield, Wis. 115 S. Palmetto St 
Charlotte 6, N. C. 123 E. 27th St. Miami 38, Fla. 255-315 N.E. 73rd St. 
Chicago 372,11). 3865 W. 4ist St. Milwaukee 8, Wis. 4601 W. State St 
Cincinnati 4, Ohio St. New Hyde Park, L. I., N. Y. 

Cleveland 4, Ohio St. 1756 Plaza Ave. 
Dallas 10, Texas 2800 Medill St. New York 55, N. Y. 920 E. 149th St. 
Detroit 14, Mich. 11855 E. Jefferson St. Port Newark 5, N. J. 103 Marsh St. 
Houston 10, Texas 2403 Sabine St. Philadelphia34,Pa., Richmond &Tiogo St 
Kansos City 3, Kan. 35 Southwest Blvd. St. Louis 16, Mo... 3344 Morganford Road 
Los Angeles 58,Calif., 2620E.VernonAve. San Antonio 6, Texas 727 N. Cherry St. 
Lovisville 10, Ky. 1201-5 S. 15th St. San Francisco 24, Cal., 345 Williams Ave. 

San Leandro, Cal. 720 Williams St. 


Roddiscraft 


RODDIS PLYWOOD CORPORATION 
, Marshfield, Wisconsin 
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for Volume and Profits! 


eeeeeeeeeeeooeooeeoeosoeeeeeeeeeeeeceeee” re] eeeseeeoeoe 















































ERE ESE 





The Thor Built-in range can be your hottest 
profit opportunity. Cash in quick by offering 
the new Thor Built-in Electric Range to both 
important classes of customers—contractors and 
do-it-yourself home owners. 


LEESON STEEL PRODUCTS, INC., DEPT. AL 
Subsidiary of Thor Corporation 

2115 S. 54th Avenue 

Chicago 50, Illinois 


it sells fastest because it’s got the fastest-selling 
features! Built-in oven is easily installed at any 
eye-level height desired. Top-surface cooking 
units are also easily installed in any standard 
counter-tops — with a flexibility that fits into 
any kitchen floor plan. For full information mail 
coupon now! 


Without obligation, send me sales opportunity facts about the new Thor Built-in 
Electric Range. 


_ sina Name 


C) 
_ — —_— =< — 


> 


Address 


Automatic Dryer Spinner Wringer Washer Refrigerator Freezer Gladiron 


Firm 





THOR CORPORATION, Chicago 50, Ill. 


City Zone State 


ie | 
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OFP~ elective range 


Fits most standard kitchen cabinets 


















Largest Built-in Electric Oven on the market 
Fastest Oven Pre-Heat of any electric range 


Timer that automatically times oven cooking opera- 
tions 


Broil-R-Roaster Rack that eliminates need for turning 
and basting 





Compact packaging makes unit easy to warehouse 


Ideal for either new homes or for kitchen remodeling 
work 


OVEN AVAILABLE IN 

FOUR ATTRACTIVE COLOR OPTIONS: 
1. White porcelain enamel 

2. Satin silver 


3. Anodized copper 
4. Thor gold 





Pp No 
ostage Postage Stamp 
Will be Paid Necessary 
by if Mailed in the 
Addressee United States 


BUSINESS REPLY CARD 


First Class Permit No. 2502, Sec. 34.9 P. L. & R., Chicago, Ill. 














Thanksgiving -- 1953 


The American business man has many causes for celebrating 
the annual Thanksgiving so wisely decreed by our forefathers. 


THE ARMISTICE, While a cease-fire is not a peace—the stop- 


page of this slaughter of our youth lifts a heavy burden from our 
hearts. 


For this we give thanks. 
THE POLITICAL CHANGE. While winning one national elec- 


tion does not assure that economic sanity is restored to our people— 
a temporary victory gives business another chance—and a little more 
time—to prove that “free” competitive enterprise is more realis- 
tically productive for the rank and file of our people than govern- 
ment-in-business, inflation, deficit financing and bureaucratic con- 
trols. 


For this we are humbly grateful. 


FULL EMPLOYMENT. While the unemployment figure is slight- 
ly over a million—it is true that almost any willing worker of whatever 
skill can find a job if he seeks one, and employment today in a 
political atmosphere favorable to business is at the highest point 
in our history. 

For this we thank Divine Providence. 


THE RETURN OF MORAL CONSCIENCE. While the life of 
comparative ease under a seller’s market, together with political 
handouts, almost confiscatory income taxes, and a philosophy that 
the government owes every one a living, has weakened the moral 
fiber of our citizens of all classes, there is a growing realization that 
moral and intellectual honesty are inseparable from economic hon- 
esty. 

For this we give thanks. 


THE HIGHEST LIVING STANDARD IN THE WORLD. While 
we still have slums, the poor and the underprivileged, the standard 
ef living of the average family at all income levels is higher than in 
any other country or nation in the world. The thinking workers and 


working thinkers who have produced this abundance thank the Giver 
of All Gifts. 


THE MOST IMPORTANT INDUSTRY IN THE ECONOMY. 
While agriculture ranks high in importance and production—the 
construction industry which we serve is the No. 1 industry in dollar 
volume ($35 billion this year) and with an unlimited potential in 
a free economy. 

For this our sincere gratitude. 


THE MOST IMPORTANT SEGMENT OF THE INDUSTRY. 
While production and wholesale distribution are vital — sales into 
consumption is what sustains productive employment and keeps the 
industry’s production wheels turning. Retail inventory accumulations 
can stop production and cause progressive disemployment. reces- 
sion and depression. Our creative selling holds the dike! This Thanks. 
giving has a special significance for retailers, 


We give thanks for our stature in industry. 


Mos? of all, for the continuity of these challenges, for all thia 
unfinished business, for the probiems of our vocation as retailers 
and of our avocation as citizens, for our opportunities in solving 
these problems and for the promise of reward — “He profits most 
who serves best” — we thank the God in Whom We Trust. 
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Calendar Helps Dealer Coordinate His Promotional Campaign 


ADVERTISING AND DISPLAY GUIDE for the year is 
studied by Harold Henderlong, president, Henderlong 


Lumber Co., Crown Point, Ind., and Arnold Henderlong, 
vice-president 


ADVERTISING COPY AND LAYOUT is handled by Mrs. 
William Walker. She uses American Lumberman’s AD- 
service mats to illustrate her copy 


DEMONSTRATING COMBINATION WINDOW, Harold 
Henderlong shows customer how easy the unit works. 
He ties in this store display with his newspaper adver- 
tising. 
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How to Plan Your 
Advertising-Merchandising 
Program for 1954 


An introduction to NRLDA’s Mer- 
chandising Calendar which is planned to 
help you “spend your advertising money 
wisely and use your display space effective- 
ly.” 


Do you carefully plan your store and window dis- 
plays well in advance? And do you tie in these dis- 
plays with an equally well-planned advertising pro- 
gram? 

If you do, you can go to the head of the class. 
Most dealers find themselves too rushed to give proper 
attention to a carefully coordinated advertising-mer- 
chandising program. 

This past year the merchandising committee of the 
National Retail Lumber Dealers Association has con- 
centrated its efforts in the development of just such 
a program which, if used as a guide, should bring in 
new customers and lead to increased sales. 

Part I of the Calendar, reproduced on the following 
pages, lays out an entire year’s merchandising pro- 
gram—first by seasons, then by months and finally 
by weeks. This Merchandising Calendar, the commit- 
tee emphasizes, is intended as a helpful guide. It 
should not be considered an inflexible schedule. Most 
dealers will want to make up their own schedule 
based on their geographical location and the particu- 
lar products they carry. 

The Calendar is based on central themes or pack- 
ages like “Build a Garage,” ‘“‘Add-a-Room,” “Enclose 
Your Porch” and the like. 

“Featuring themes or packages,” the Committee 
points out, “serves to take the customer’s mind away 
from price by centering it on the comfort, conveni- 
ence or satisfaction he will derive from the end re- 
sult.” 

A product chart (Part II) to guide dealers in select- 
ing items to be featured in your newspaper advertise- 
ments is also shown on the following pages. The 
chart shows numerous products which might be select- 
ed for any of the themes listed in Part I of the Cal- 
endar. 

In addition, the 12 types of customer services com- 
monly offered by dealers are listed and explained in 
Part III of the Calendar. These services, like do-it- 
yourself information, rental equipment, home plan- 
ning and free delivery, should also be featured in 
newspaper ads, the committee believes, as persuasive 
factors in leading to a sale. 

Members of NRLDA’s merchandising committee, 
which developed the Guide, are: Russell W. Nowels, 
Rochester, Mich., chairman; Fred S. Stephenson, 
Chickasha, Okla.; Deyo W. Johnson, Ellenville, N. Y.: 
Harvy L. Richards, New Braunfels, Tex.; Maurice R. 
Large, Farmville, Va.; Thomas J. Fox, Santa Mon- 
ica, Calif.; Phil Creden, Chicago; Elias W. Nuttle, 
Denton, Md. 

(continued on page 40) 
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Redwood is recognized as a premium quality lumber. Yet there's 
no extra premium charged for Palco Redwood's extra high uni- 
formity of quality and grade. This is possible only through mul- 
tiple economies and savings effected from the most up-to-date 
methods and equipment in Pacific's modernly equipped mills. 
Greatest care is taken throughout each step of manufacturing and 
shipping to avoid blemishes and imperfections in the finished 
product. Palco Architectural Quality is that extra premium quality 
and uniformity in Redwood that assures extra value at no extra 
cost. Specify Palco Certified Dry—it’s a real buy 


Palco Redwood is “tops” 
in these outstanding qualities 


W High Dimensional Stability 
"A Low Swelling and Shrinkage 
"A Finest Paint Retention 

Y Greatest Durability 

/ Good Workability 


YW Glve-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 


PALCO REDWOOD 








MEMBER OF CALIFORNIA REODOWOOD ASSOCIATION 
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Disappearing Stairway 


Combination Doors 
Storm Sash 


Screen Doors 


Window Screens 
Picture Windows 


Interior Trim 
Kitchen Cabinets 


Other Cabinets 


Doors 





Millwork—W indows 
Living Room 


Exterior 
Interior Walls 


Bedroom 
Sheathing 
Roof Deck 


Finish Hardware (builders) 
Bath 


Garage Doors (overhead) 
Roof Paints and Cements 
Mason Supplies 
Insulating Ceiling tile 
Paint for Kitchen 
Plywood for Sub-Floor 


Weather Stripping 
Caulking and Gun 
Cedar Closet Lining 
Floor Jacks 

Gutter and Down Spouts 
Laminated Rafters 
Entrance Frames 
Cabinet Hardware 
Framing Lumber 


Fence Materials 
Barn Paint 











PRODUCTS 
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PART Ili—CUSTOMER SERVICES 








Let Us Help You With 
Your Advertising 


American Lumberman’s AD- 
service mats are designed spe- 
cifically for your needs. They 
fill every requirement of good 
advertising set by NRLDA's 
merchandising committee. See 
how ADservice mats in this 
issue feature Christmas mer- 
chandise. You'll find suggested 
layout and copy ideas, too. 
Pages 80-81. 








Plans and Plan Books 

Having an assortment of model plans and plan 
books for customers d in building new 
homes, farm buildings, garages, or other structures. 
Planning Service 

Offering to assist customers who desire their own 
plans by referring them to a competent designer or 
architect. 
Financing Arrangements 

Offering to help customers arrange for easy 
monthly payments through a bank, savings and loan 
association, or other lending institution 
Contractor Services 

Offering to help customers by handling the entire 
job, including labor, or by referring them to an ex- 
perienced contractor or handyman. 
Complete Stock 

Advising customers that the dealer carries “every- 
thing needed to build a home” or “everything needed 
to build anything.” 
Delivery Service 

Offering to deliver materials—free or at a mod- 

erate charge—to the customer's home or other loca- 
ton. 
How-to-Do-lt_ Information 

Offering to tell customers how to do any job they 
have in mind. 
Site Selection 

Offering to help customers select a suitable site 
for a new home. 
Equipment Rental 

Offering to rent sanding, waxing, or other equip- 
ment which customers need in using products they 
purchase. 
Free inspection 

Offering to have a competent company representa- 
tive inspect a customer's home, farm buildings, or 





place of business in order to determine where re 
pairs or improvements are needed. 
Help in Selecting Materials 
Explaining that the dealer has a trained and ex- 
perienced organization competent to help customers 
select the right types and grades of materials for any 
job. 
Free Estimates 
Offering to give a free estimate on any work cus- 
tomers wish to have done, specifying whether the 
estimate includes materials only or the entire cost, 
including labor. 


EXPLANATION OF HEADINGS ON PART I 
Hot Spot Display 

A list of products to be displayed in the best dis- 
play spot—on the counter near the cash register of 
on a table near the counter—where the most cus- 
tomers will see them. 
Statement Enclosures 

Small folders obtained from manufacturers or 


printed specially by the dealer to be enclosed with 
monthly statements. 


Envelope Stamp 

A slogan or other terse statement to be applied by 
a rubber stamp to the front side of each envelope 
mailed to customers. 


Truck Signs 


Painted or printed signs to be displayed at conven- 
ient places on the bodies of a dealer's trucks. 


MATS FOR ADVERTISEMENTS 

Dealers who want advertising mats can obtain 
them from several sources: 

1. Manufacturers. Many manufacturers offer mats 
to dealers. 

2. Newspapers. Your local newspapers may have 
mats suitable for use in your advertisements. 

3. Other. There are several organizations which 
offer mat services specifically designed for retail 
lumber dealers. You can obtain their names from 
your State or Regional Association. 





Sugar Pine and Ponderosa Pine 


from our own Large Timber Resources 
Mixed Cars to the Trade -- Our Specialty 


Mouldings — Kiln Dried Top Quality 
Interior Trim — Jambs — Frames 

Incense Cedar Venetian Blind Slats 

Cut Stock — Glued-up Panels — Box Shook 


The Ralph L. 


SMITH 


ANDERSON, 
Lumber Company 


CALIF. 


A Dependable Source of Supply 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Sugar Pine Ponderosa Pine Douglas Fir — White Fir — Incense Cedar 
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TIE IN... CASH IN WITH 


AMERICA 


PPT LANL REM OPS PRISE UTES INL PA BLP OE Vir ARAN 


RRS AGL Cit hate ae 


More and more . . . “Do-it-yourself”’ customers are 
renting sanders, and buying seals, finishes and paint 
in growing volume wherever easy-to-use American 
Machines are displayed! 
RENTAL BAR INCREASES PROFITS 
Dealers from coast to coast report paint sales zoom 


ne ioe wh ; id seo ge Here’s how an Ohio hardware store builds business—by 
15% to 40% ee ena — er rental ¢ marten 7" up setting up a “Rental Bar” which features AMERICAN 
with American Machines, Abrasives and Finishes. 


Sanders, Edgers, Deluxe Polishers and Belt Sanders, 
You can do it, too! Rent ’em and reap plus profits! This is one of many successful ways used by hardware, 


paint and lumber dealers from coast to coast...to make 


LOW-MAINTENANCE means MORE PROFIT! sander rentals with American a BIG PAY proposition. 


Experience has proved that American Sanders are 

top-profit producers in the rental field—due to rugged 

dependability and extremely low maintenance. The - M E R ’ ra A fy 
popular Little American 8” Sander is practically 

tamper-proof . . . nothing to worry about! No FLOOR MACHINES PORTABLE TOOLS 
brushes, no fan belt, no fan bearings, no wind- The American Floor Surfacing Machine Co. 

ings in the armature. With its compact sturdy con- 521 So. St. Clair St., Toledo 3, Ohio. 

struction and fully guaranteed motor, this machine C) Send 12-page free booklet showing how to make money 


i in the floor sander rental business. 
is designed to produce professional results! (] Send latest catalog on the following, without obligation. 


Floor Sanders (J Floor Edgers () Floor Finishes 
Floor Maintenance Machines (J Abrasive Papers 


Name 





J 


Complete Profit-Plan. A 12-page booklet tells all about 
this highly successful American Sander Rental Plan 
and shows you how it can make money for you. Send 
for it, without obligation . .. use coupon. 
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TOOL DEMONSTRATION was one of several which attracted 
crowd saw upon entering the exposition hall 


FLOOR-NAILING MACHINE of the 
screw type is demonstrated by Jack 
Graham, president, Graham Lumber 
Co., Hobart, Ind., a wholesaler 


Do-It-Yourself 
Show 
Sparks Quick 
Sales 












widespread attention. This was the first exhibit the 


The huge crowds at times made it necessary to close entrance doors 


EASY-TO-APPLY WALLPAPER drew men POSTER SHOWN HERE is 
as well as women to this booth. from 


American Lumber- 
man’s Do-It-Yourself kit 


Homeowners and hobbyists crowd 
three lumbermen’s booths during 10-day 
Chicago show. One dealer sells over $6,000 
worth of tools. 


Chicago lumber dealers took a major part in the 
big do-it-yourself show held in the Windy City Oc- 
tober 23 to November 1. Every participating dealer 
was enthusiastic over the results. 

Douglas Lumber Co. and Siegel Lumber Co. fea- 
tured build-it-yourself houses in their booths. They 
showed pictures of houses built by their customers 
and emphasized the services which they offer. 
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Gee Lumber & Coal Co. took the largest single 
space at the Navy Pier, scene of the 10-day-long 
show. Gee had 1,200 square feet of display area di- 
vided into 10 individual booths promoting plastic wall 
tile, insulation, waterproof paint, tools and other 
products. 


“I'd say the show exceeded our expectations by 
about 200%,” commented Jerry Hamrick, advertising 
manager, Gee Lumber & Coal Co. “We sold 20 Shop- 
smiths and each of these sales averaged $250 to $350. 
In addition, we sold between $800 and $900 worth of 
bagged concrete and mortar. We gave out 15,000 
leaflets in one booth alone and around 10,000 in each 
of the other nine spaces we took. We'll certainly go 
back into another do-it-yourself show.” 


Walter G. Siegel, assistant secretary, Siegel Lumber 
Co., was equally enthusiastic. 


“We had brand-new customers coming into the store 
all week long. Many of them said they had seen our 
booth at the show. We know of two big sales we made 
as the result of our booth. One Wisconsin man, who 
was ready to build, purchased a bill of materials total- 
ing around $4,300 after visiting our booth and then 
our store. Another booth visitor bought materials 
for an extensive remodeling job. We definitely would 
want to go back into another show.” 




























Jules Samuels, vice-president, Douglas Lumber Co., 
said the public’s response to their booth far exceeded 
expectations. 


“We've had at least two dozen coupons clipped from 
our literature on the build-it-yourself house. Most of 
these indicated that the prospect already had a lot. 
We never had less than three people staffing our 
booth and we actually needed more during the rush 
periods. Next time we’ll have a booth in the shape of 
a small model home. People can walk inside and see 
just what materials will look like when applied.” 


Many retail lumber dealers came from other states 
to visit the exhibits sponsored by 128 different com- 
panies. Total attendance was 107,256, more than 
double the attendance for the seven-day show held 
earlier this year in New York City. 

Orkin Expositions Management, sponsor of the New 
York and Chicago shows, announced dates for two 
more do-it-yourself shows, one in Boston starting 
March 1, and another in New York City starting 
March 20, 1954. 















Detroit Dealers Surprised 


“A couple of well-known local lumbermen 
went to Chicago last Saturday night to take in 
the Do-It-Yourself show at Navy Pier. They 
went over at 1 p.m., Sunday, and expected to get 
right in. They found a huge crowd waiting to do 
the same. 

“After standing in line for abovt an hour and 
a half, they finally gov their tickets. They were 
amazed to see the crowd inside and the many 
different ideas for do-it-yourself. 

“When these two lumbermen left around 5:30 
p.m., the crowds were lined up for several blocks 
waiting to get in. 

“It might not be a bad idea if we had one of 
these shows in Detroit. It would certainly help 
all lumber dealers.” 











from Detroit Lumber News 
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“YOU FURNISH THE LABOR, we furnish the mate- 
rials,’ Douglas Lumber Co. advised 









THIS DEALER’S BOOTH sold customers on building 
their own homes 













ASSEMBLE YOUR OWN CABINETS, the salesman ad 
vises this housewife. Complete kit package is shown on 
the wall. 
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Tough, long-lasting 
screen wire of 
Alcoa” Alclad Aluminum 
meets Federal specifi- 
cations. It is woven 
to the most rigid 
standards of quality by 
these leading screen 
weavers. 


Alabama Wire Co., Inc. 
American Wire Fabrics Corp. 
Chase Brass & Copper Co. 
Clinton Wire Cloth Co. 
Cyclone Fence Division 
(American Steel & Wire Co.) 
Dixie Screen & Wire Products Co. 
Gilbert & Bennett Mfg. Co. 
Hanover Wire Cloth Div. 
(Continental Copper Steel 
Industries, Inc.) 


Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. Company 

Keystone Wire Cloth Co. 

New York Wire Cloth Co. 

Pacific Wire Products Co., Inc. 

Pennwoven, Inc. 

Phifer Aluminum Screen Company 

Reynolds Wire Division 
(National-Standard Co.) 


Southern Aluminum Cloth Company, 
Incorporated 


Spargo Wire Company, Inc. 
Standard Wire Cloth & Screen Co. 


Wickwire Brothers, Inc. 


ALUMINUM COMPANY OF AMERICA 
1920-L Alcoa Building, Pittsburgh 19, Penna. 





Aicoa ©. 
Aluminum 


ALUMINUM COMPANY GF AMERICA 


lcoa brings the world to your armchair with 


3EE IT NOW” featuring Edward R. Murrow 
sesday evenings on most CBS-TV stations 
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What a difference 
it makes when you use 




















CONCRETE, 
FOR INSTANCE: 


Permalite perlite aggregate con- 
crete is the ideal lightweight insulating fireproof 
concrete for roof decks, roof fill and floor fill. While 
ordinary sand-gfavel concrete weighs 120 to 150 
Ibs. per cu. ft., Permalite concrete can be made 
from 20 to 50 lbs. per cu. ft., making possible im- 
mense savings in dead-weight and permitting great 
economies in the use of structural steel and other 
building materials. 

Permalite concrete offers 10 times greater insu- 
lating value than ordinary concrete; 15 times greater 
fire-resistance; 10 times greater elasticity; plus bet- 
ter workability, ease of handling, flexibility in 
mixes, and high strength-to-weight ratio. 
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AND IN PLASTER — 










To get the full story on Permalite’s 
many advantages, send today for your 
free bulletin on Permalite, the largest- 
selling perlite aggregate in the world 
W rite Great Lakes Carbon Corpora- 
tion, Dept. J-4411—612 So. Flower 
St., Los Angeles 17 


a 


Lipendabl GREAT LAKES — ? 


rmalite 








ae, Permalite perlite aggregate plaster 

Ral offers the lightest, thinnest, most 
economical means available for achieving 2-, 3- 
and 4-hour fire-protection for steel columns, beams 
and girders. Permalite plaster is only /3 the weight 
of ordinary sanded plaster, thus affording tremen- 
dous reductions in dead-weight with corresponding 
savings in structural steel. The use of Permalite 
plaster to fireproof an 18-inch beam with a 25-foot 
span, for instance, reduces the dead-weight by 200 
Ibs. per lineal ft. 




































THE LARGEST-SELLING PERLITE AGGREGATE IN THE WORLD 








7 ey PROCESSED FROM PeRMALI 

incinna 

hv Ds bs TE AND ALEKITE ORES ONLY BY THESE EXCLUSIVE PERMALITE FRANCHISEES OF GREAT LAKES CARBON CORPORATION  ‘## Zurich Concrete Products Co 

Delos em p. illiam ere , Ine. Auite Processing Comp. of Fils Machsthur ‘ Lake Zurich (Chicago), iMinois 
“New Yor ema R 

Rushmore Perlite Products Pennsylvania Perlite Corp Vero Beach, Fla. St. Paul 4. Minn ene a The waltonan Conyay 

Mall Cy, Seth Dette Allentown, Pennsyhania rhein tardeng McClure & Erickson Corp. West indies Perlite Mi nan 
siehiaee Newark, New Jersey Los Angeles, Calforna a Virginia Perlite Corp 
ae a “tae ; a Perselite Products, nc Precast Slab & Tile Co _ 

— Demer, Colarada St. Louis 18, Misseuri 
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SITE OF STYLE HOME SHOW which drew 3,500 pros- STORE IS CROWDED with homeowners, who gather 
pective customers to the newly-remodeled W. R. Shaw literature and sample products to take home with them. 
Lumber Co. in St. Paul, Minn. Many came back a few days later for an unhurried look 


Home Style Show Touches Off Buying Spree 


Newspapers, television, radio and 
direct mail campaigns were part of big pro- 
motion push for three-day ‘“‘building prod- 
ucts parade”’ staged by W. R. Shaw Lumber 
Co., St. Paul, Minn. 


An intensive preliminary advertising campaign cou- 
pled with thoughtful exhibit planning brought 3,500 
prospective customers and a fashion editor to the 
W. R. Shaw Lumber Company’s home style show and 
store opening in St. Paul, Minn. 
“Sales to individual homeowners have boomed and 
we are working on a backlog of leads developed dur- CROWDS THRONG DISPLAYS of millwork, roofing and 
ing the show,’” says George S. Withy, secretary- flooring. Three warehouses were converted into exhibit 
treasurer. ‘Many new accounts have been opened and booths for the home style show. 
store traffic is keeping us all hopping at the yard.” 
This response was a result of a preliminary pro- 
motional program which can be adapted to suit the 
purposes of other dealers. The Shaw Company’s ad- 
vertising campaign included: 


1. A total of 20 114”, 1 column teaser ads scattered 
through editions of the St. Paul Dispatch-Pioneer 
for four days preceding the show. 


2. A larger teaser ad on Thursday. On Friday, the 
day the show opened, a 12” four-column ad de- 
scribed all details including door prizes: ($150 
gift certificate; breakfast nook; dinette table; 
redwood lounge chair and stool; drill set; full- 
length door mirror; three coffee tables; plastic 
wall tile for one room; set of three TV tables). 
There were no free souvenirs or refreshments. 

_ Saturday, second day of the show, a smaller re- SHAW’S IDEA CENTER utilizes perforated hardboard to 

J \ ’ display products. Homemakers are interested in ply- 

minder ad was run. r 


wood sample. Note neat arrangement of sample products 
(continued on page 52) and literature, 
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NORTH IDAHO ENGELMANN SPRUCE 











AS 


EXTRA DURABLE 
FOR EXTERIORS 
Light in weight, yet it is 10 to 
20% stronger than Ponderosa. 
Kiln-dried for uniform quality. 














EXTRA HANDSOME 


FOR INTERIORS 


Pale, off-white in color, it is fine- 
grained and has a uniform tex- 
ture. Free from pitch and resin. 


N 
EASY-TO-WORK FO 
CABINETS, FURNITURE 


This new wood handles well and 
does not split in nailing. Ideal 
for cabinet work, or millwork. 
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e, Three \ big reasons make North 
Idaho ‘Engelmann Spruce your 
| © best buy in wood today. It’s the 

new and different wood that is 
stronger and more durable . . . it’s\as handsome as a wood 
can be .. . and it’s exceptionally easy to handle and work 
for cabinet and furniture making. ‘It’s a versatile wood, 
adaptable for exteriors or interiors, ‘excellent for flooring, 
ceilings, siding, interior finishing, thillwork—even tanks 


and water troughs. \ 


\ 

Nature and man combined their talents to bring 
you this new wood. Nature contributed, in North Idaho, 
the most favorable location for growing a superior species 
of spruce and the men in our mills have perfected the 
means of milling, scientific kiln-drying and planing to pro- 
duce a truly great wood. \ 


4 


Controlled methods of pre-steaming used in 
our kiln-drying process insures absolute uniformity in every 
shipment and a continuing supply is available the year 
round. Be sure to insist on North Idaho Engelmann Spruce 
—specify it by name to insure your customers’ complete 
satisfaction. Ask your wholesaler about it today, or . 


Unite for Additional 
D Tuformation to: 





ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 e TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 


(To obtain more data on advertised products see page 105) 





HOME STYLE SHOW 


(begins on page 50) 


4. A full page ad in the roto 
section of the Sunday paper. 
(The paper has a special rate 
for grand openings.) “This 
ad, on the last day of the 
show, was a most important 
one. It really packed them in,”’ 
said Withy. 

. Twenty-seven radio spots on 
two stations, were used dur- 
ing the hours when people 
were coming home from work 
in their cars. The spot an- 
nouncements started the day 
before the show and ran dur- 
ing the event. 

3. One regular spot was used on 
television. Also, about five 
minutes of free time was se- 
cured on Sunday during a 
news-about-business program. 

. A direct-mail, invitation bro- 
chure was sent to 5,500 ad- 
dresses. Mailing lists used 
were: Athletic Club; Junior 
Association; two women’s 
clubs; Home Builders Associ- 
iation; all associated building 
contractors (plumbers, elec- 
tricians, etc.); all associated 


dealers; building and loan 
companies; banks; neighbor- 
ing business houses; and a 
separate letter was sent to 
architects. 

8. The West St. Paul Booster, 
the South St. Paul Reporter 
and the Rose Tribune, all 
neighborhood papers, carried 
Shaw’s ads. Also, nearly all 
gave Shaw a news story and 
a picture of the remodeled 
showroom. 

. Probably for the first time in 
the history of St. Paul dailies, 
a lumber yard made the soci- 
ety page. Fashion editor of 
the Pioneer Press—after a bit 
of coaxing—-visited the show- 
room. A picture and a column 
of type appeared on the fash- 
ion page the Monday after 
the event. “This was prob- 
ably our finest publicity as it 
got to the women—whom we 
like to see come into our 
yards in increasing numbers,” 
said Withy. Two straight news 
stories, also with pictures, 
were used by the dailies. 

. Additional stories were run in 
the Builders Exchange and 
Home Builders papers. 


used on all company trucks 
and buildings. Banners were 
used across the front yard of 
the showroom. 


The crowd overflowed from the 
showroom into the offices and into 
three of the huge storage sheds. 
Twenty-six different building ma- 
terials suppliers showed their 
wares—mostly by means of special 
working-display booths. Approxi- 
mately 50 manufacturers’ repre- 
sentatives—in addition to the Shaw 
staff —- were on deck to answer 
questions. Displays were set up in 
the showroom (six in the office) 
and in two warehouse alleys. The 
third alley was converted into a 
movie house where the Weyer- 
haeuser film, “The New Paul Bun- 
yan,” was shown continuously. The 
inclement weather made it neces- 
sary to rent three portable oil 
burners to heat the sheds. 


Sunday, in Jess than four hours, 
2,000 people stormed the place. 
Many more drove by because of the 
crowd. Four women were busy reg- 
istering visitors. 

Handling the details of the 


show were Louis F. Shaw, presi- 
dent, Donald H. Boehmer, manager 


supply houses; real estate 11. Announcement signs were of the St. Paul yard, and Withy. 


SARGENT 
¢ ALUMINUM LINE 


Priced like iron... 


Lasts like brass 





Here’s a more-for-the-money line that keeps 
sales stepping. Shown are four typical items. 
Non-rusting. Molded, not die cast. Enduring. 


Popular modern design. Yet not too modern 
to team up with traditional. 


Two good-looking finishes: (AL) Natural 
Polished Aluminum —goes well with the popu- 
lar Sargent 4500 Locks; and (B) Polished Brass. 


Order at once from your hardware jobber. Or, 
for details of advertising support, mailing 
material, etc., write Dept. 3L. 


SARGENT & COMPANY 
New York - NEW HAVEN, CONN. - Chicago 


Builders Hardware and Fine Tools since 1864 
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DELTA 
QUALITY 
gE MAKES THE 
DIFFERENCE 


Erie Lumber Dealer Cuts Complete House 
in One Day with DELTA RADIAL SAWS 


‘‘We can cut a complete house per day,” says 
Don Bebell, vice-president of Ajax Lumber Co., 
Erie, Pa. “That includes everything—window 
headers, window studs, door studs, door headers, 
knee braces and the rest; plus all the tipping, 
dadoing, ploughing for stairways, shelves, cup- 
board doors and so on. All cut exactly as ordered, 
absolutely accurate!”’ 

How? This hustling Erie lumber dealer found 
that two Delta radial saws could turn out this kind 
of work 300 per cent faster than a team of men 
with hand-held power saws. 

Result? Here’s what Bebell reports: “It didu’t 
take long for Erie construction firms and ourselves 
to find each other, with the result that we are 
cutting practically all material for them. It saves 
them time, and a lot of handling, too. 

‘““That’s how we parlayed one department into 
a sizeable business that saves money for our 
customers and pays us a nice profit.”’ 


Here’s a success story you can duplicate. Why 
not write your own profitable version of it. The 
world’s most versatile saw—the Delta radial saw 
in 8’, 10’, 12”, 14” and 16” sizes—will do it for 
you. Write for full facts, or see your Delta dealer, 
listed in your Classified Phone Book under ‘“Tools’’. 





DELTA POWER TOOL DIVISION 


ROCKWELL 


MANUFACTURING COMPANY 


678L N. LEXINGTOM AVE., PITTSBUKGH 8, PA 

Please send me complete cutalog data on Delta radial saws. 
Signed 

Company 

Street 


Zone State 





ee 
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THERE'S A “NEW LOOK" to Novoply. It has depth and richness—yet dealers 
make a good profit by selling 4 by 8’ panels, *s” thick, for less than $10.00, 


PERFECT ITEM for the vast do-it-yourself market is 
this striking redwood Novoply wardrobe, made from 


Easi-Bild® pattern #139. 















Production increase of 65% permits 
sharp price reductions. Big National 
and local promotions increase 
demand from builders, carpenters, 
contractors and home owners. 


The big push is on. Demand is growing. 
Sales are going up fast. Weldwood 
Novoply” is destined to be a bigger and 
better profit maker month by month! 


Your market is vast—it includes every 
do-it-yourself home owner, every builder, 
contractor and carpenter in your neigh- 
borhood. Novoply is a versatile product. 
It can be used for low-cost, easy-to- 
install wall paneling—for all types of 
built-ins—for fine furniture. It’s the 
flattest panel made and virtually warp- 
free. It is ideal for sliding doors. 


What a product! Available in either pine 
or California redwood, it has a rich, 
3-dimensional look. Yet Novoply is 
smooth because of the special bonding 


PLANKWELD®, expertly prefinished at the fac- 
tory, is the ideal panel for home modern- 
izing. Goes directly over old walls. It’s easy 
to install. Comes in 6 different woods. A 
great profit maker! 


Louisville, Ky 


Weldwood 


United States Plywood Corporation 
WORLD'S LARGEST PLYWOOD ORGANIZATION 
55 West 44th Street, New York 36, N. Y., and 


U. S.-Mengel Plywoods, Inc. 


BRANCHES IN SIXTY PRINCIPAL CITIES 


profit maker now...and in ° 


process which builds up layers of wood 
flakes to form interesting and varied 
patterns. It is good both sides and is 
free of patches. Sizes: 4’ by 8’, #6” thick; 
many sizes in 34” thicknesses from 30” 
by 60” up to 4’ by 8’. 


Are you a promoter? Cash in on the 
colorful, full-page national Novoply and 
Weldwood advertising that appears 
month after month in leading national 
and builder publications. Back up this 
advertising by bringing your story to 
vour community. Use the free mat 
ads... counter displays... direct mail 
.. window cards and streamers. 


Your profit on Weldwood products is 
excellent. Because of increased demand 
and increased production facilities for 
Novoply you'll sell more . . . make more! 

Stock up on Weldwood Novoply today. 
It’s immediately available at United 
States Plywood Corporation or U:S.- 
Mengel distributing units everywhere. 





——§ 


NEW IDEA tor week-end carpenters 1s 
Surfwood® —a 3-dimensional wood panel, 
Great for playrooms, dens, TV rooms, or 
any room where a warm, informal atmos- 


phere is desired. 


Novoply, NAME 
Weldtex, 
Plankweld and 


——--------------} 


United States Plywood Corporation 
55 West 44th Street, New York 36, N. Y. 


Please have your salesman contact me with full 
details about Novoply. 


Surfweod are COMPANY 

registered 

trademarks ADDRESS 
GE vctcce 



































BECAUSE NOVOPLY is the flattest panel 
ever made, and is virtually warp-free it’s 
the ideal product for sliding doors and for 
all type built-ins, 





HERE'S YOUR NOVOPLY PROMOTION: fF ul!- 
color ads in Living, 2-page ads in the Builder 
publications, free mats, displays, mailers, 
all this plus Weldwood advertising reach- 
ing over 14 million people a month! 












AL-11-53 


Stages Insulation Clinic for Do-It-Yourself Customers 


A do-it-yourself insulation clinic 
was credited with bringing an ex- 
tra 100 customers into the M. H. 
Paulsen Lumber Co., Milwaukee, 
on a recent Saturday morning. 

This special clinic, the first of 
its type in Milwaukee, was planned 
to show customers how vermiculite 
insulation is made, to demonstrate 
its fireproof qualities and to an- 
swer any questions. 

Fifteen separate newspaper ads 
telling about the clinic were run in 
Milwaukee and community newspa- 
pers. 

Although it was difficult to sep- 
arate the regular customers from 
those who came specifically for the 
clinic, Bob Paulsen said that a def- 
inite pickup in store traffic was 
noted. 

However, Bob believes that 

st separate hours should be set aside 

ia for such an event and that there is 

FIREPROOF QUALITY of vermiculite insulation is demonstrated by Quenton ~~ definite advantage in demonstra- 

Q. Carey, manufacturers’ district sales manager, who cooperated with M. H. tions by several manufacturers 
Paulsen Lumber Co. in staging the clinic rather than just one. 

















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED | 


EBURNE SAWMILLS DivIsION 
VANCOUVER, B.C. 
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This ad 1s selling glass for YOU 





% ap 
“Christmas “as 
a sazines~ ce 
11,000,000 react rs 





His is the season when people are begin- wall mirrors made from Pittsburgh Plate Glass. 
peo] g g 


ning to make up Christmas lists . . . begin- Yes, this ad is selling glass for you—sending 


ning to leaf through magazines looking for gift customers into stores to purchase Pittsburgh 


ideas. And millions of them will be attracted Glass Products. Take advantage of this adver- 


to this colortul advertisement which suggests tising by identifying yourself unmistakably as 


“Gifts of Glass’ —beautiful door mirrors and a Pittsburgh Plate Glass outlet. 
i 


PAINTS - GLASS + CHEMICALS + BRUSHES + PLASTICS + FIBER GLASS 


ore eee ew me PLATE @G@LASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


BuiLtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 105) 





COVER: ABBOTSFORD (B.C.) LUMBER CO. 
started two years ago using standard 4’x8’ 
plywood panels; has now standardized the 
easier handling 2’x8’ panel for its rentals. 


when old 


A, 


FORMING TIME WAS CUT DOWN with new 
panel tie developed by manager Trethewey 
button tie proved a_ time-eater, 
requiring three walers; panel tie uses one. 


Plywood Form Rentals Pave Way for Added Sales 


Canadian yard builds forming panels of plywood, 
rents them at moderate rates . . . laying groundwork for sales 


of other building materials. 


Getting in on the ground floor 
with a new idea in concrete form 
plywood panels is helping build 
additional sales of building mate- 
rials for the Abbotsford (B.C.) 
Lumber Co. The yard rents these 
plywood panels to people who do 
their own work. They have found 
it a good sideline which often leads 
to requests for quotations on build- 
ing jobs the yard might have 
missed otherwise. 

W. N. Trethewey, manager of 
the Canadian yard, says the new 
style panels are constructed of 
light plywood in sizes easily han- 
dled by one man; they have proved 
extremely popular not only with 
families doing their own improve- 
ments, but also with contractors in 
larger construction projects. 

Because concrete forming for the 
basement or foundation is one of 
the first construction steps, the 
lumber company’s rentals make it 
possible to see the builder almost 
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as soon as he starts thinking about 
building, manager Trethewey said. 
While the rentals were being built 
up and the panel system of form- 
ing accepted, the company was 
willing to take a small loss on some 
jobs. 

In an area where all houses are 
built on full or partial basements, 
plywood panels could be a must if 
a dealer wants to take advantage 
of the situation. The Abbotsford 
yard pushes these sheathings be- 
cause it not only does the -custo- 
mer a good turn with lower costs, 
but there is also a higher profit 
margin on plasterbvard and ply- 
wood sheathings. 

Had to Increase Rental Rate 

Rental of the forms was started 
on an eight-day basis, amounting 
to $21 per thousand contact feet 
plus cartage, but the yard plans to 
raise it to around $30 per thousand 
where they can clear some profit 
on the forms, which they also 


clean and re-oil. They supply all 
the necessary hardware except 
panel ties, which are charged for 
at $15 per hundred. 

During its first two years of 
renting the forms, the Abbotsford 
Lumber Co. used standard 4’x8’ 
panels and smaller filler panels 
with bolts for joining panels and 
button ties, which cut the forming 
time on the older method with ship- 
lap about one-third. But Trethewey 
saw that a much faster method of 
joining panels could be devised. 
He checked hardware sources and 
found a Chicago manufacturer had 
what was needed for panel ties 
and since early this year they have 
standardized an easier handling 
2’x8’ panel. 

The button tie had been a time- 
eater requiring three walers under 
and around cement. The new panel 
tie does away with all walers ex- 
cept one, which is used for align- 
ment. Plywood concrete form pan- 
els are self-supporting and use of 
walers for strength is unnecessary. 

The yard uses 54” plywood, good 
one side, instead of 3”. The panels 
are engineered for heavier con- 
struction than house basements. 
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YARD KEEPS 10,000 FEET of panels made up, gets a minimum 


of 50 uses on one set of forms; 


then either replaces the 2x4’s 


or turns panels over for another 15-20 uses. 








PLYWOOD CONCRETE FORM PANELS are self-supporting and 
use of walers for strength is unnecessary. Rental panels use 5%” 


plywood, good one side, cut 


With rentals averaging seven days 
from beginning of one job to deliv- 
ery to the next, they get a mini- 
mum of 50 uses on one set of forms 
and then either replace the 2x4’s 
or turn the plywood panels over for 
another 15 to 20 uses. 

Because the yard only has about 
10,000 feet of panels made up, it 
turns down any odd rush job that 
comes in if a larger job is sched- 
uled. Cost of the panels, averaging 
hardware needed, is close to $650 
per thousand contact feet, which 
varies on labor and material costs. 


Cuts Down Man-Hours 
The yard’s figures show an erec- 
tion time, including cement buggy, 
of 30 man-hours and a stripping 
time of 10 man-hours, using ply- 
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down stripping and cleaning time 


wood panels on a house with floor 
area of 1,500 square feet with a 
seven-foot basement. Recent jobs, 
however, have been done consider- 
ably under this estimate, Trethewey 
pointed out. 

He says he was told the same 
job done with shiplap would have 
taken, by conservative estimate, at 
least 80 man-hours for erection and 
close to 60 hours in stripping and 
cleaning; as there are almost no 
shiplap basements being poured in 
the Abbotsford area now, this was 
the most accurate record of time 
comparison. 

Trethewey also pointed out that 
the more corners and jogs there 
are in a basement, the more time 
plywood panels can save over ship- 
lap. 





Pointers 





Ceiling-Stored Covers 
Are Ready for Rain 


Wooden-framed, canvas. truck- 
bed covers are stored on the ceil- 
ing of a warehouse at the Bran- 
num Lumber Co., Racine, Wis. 
When it rains or snows, the covers 
are lowered with ropes and pulley 
and tied over truck beds to pro- 
tect the loads from the elements. 
One man can easily lower or raise 
the cover for his truck in a matter 
of minutes. 


Giant Paint Brush Display 


A giant paint brush—on which 
paint brushes of all sizes are dis- 
played—is proving to be an excel- 
lent merchandiser for Whipple’s 
Lumber Yard, Kingston, Penna. 

The paint brush (overall 5414” 
high and 21” wide) is strategicaily 
located between the paint shelves 
and the literature rack where it 
can be seen easily, according to 
Gus Schultz, manager. The display 
often reminds paint purchasers 
that they’l! need brushes, too. 

The brush was cut out of a large 
sheet of 34” plywood. A 34” piece 
of striated plywood nailed to the 
front of the form was painted 
black to give the appearance of 
bristles. The metal banding above 
the bristles was made of three 
strips of chrome molding. The 
handle above the brush section is 
26” high. 
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You have a dependable source 
of supply for quality flooring 


BRUCE PLANTS fm 














Every leading architect and 
builder has complete data on 
Bruce floors 





You can sell a complete line... 
a floor for almost every purpose 


Your top builders also see Bruce 
floors at the National Association 
of Home Builders’ Show 























All your prospects are"sold on Bruce” 


through consistent advertising 


Booklets 






| Display material 
Ket pea 


cea 


Envelope enclosures 


Advertising mats 


And practically everyone you sell {| Sell the flooring that 
in the building industry receives 


Bruce Magazine Circulation: 46,000 


outsells all others 


hewece 
Mae DwoeEeDb 
FLOORS 


For prices, literature 
and sales helps, write 


E. L. BRUCE CO., MEMPHIS 1, TENN. 








Sales Jump From 
$200 to *1,000 


GIANT HARDWARE DISPLAY along the rear wall of the 
sales area is 60 feet long. The huge fixture encourages 
customer browsing. Note center nail bins. 


FIGURING MATERIALS BILL is manager L. M. (Bud) 
James. Stubby counter emphasizes space in the store 
and minimizes barrier feeling. 


GARDEN SUPPLIES HEADQUARTERS is a sure attrac- 
tion for the handyman landscaper. Note how display sled ACCESSIBLE TOOL BAR occupies an end wall of the 


focuses attention on power mower. merchandising center. 
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MODERN MERCHANDISING STORE of the Calho Lumber & Hardware has resulted in a five-time increase in the 


firm’s sales since the grand opening. 


Exterior is finished in green stucco and insulation wallboard planking. 


Five-fold sales increase for California dealer aided by eye-catching displays 


From $200 to $1,000 per day has been the startling 
sales increase record of the Calho Lumber & Hard- 
ware, Sanger, Calif., since the opening of the firm’s 
modern mechandising layout in August, 1952. 

L. M. (Bud) James, manager, says that sales in 
the old store—which contained a cramped 500 square 
feet—ran to $6,000 per month. In the new building— 
7,000 square feet—sales have increased to $1,000 per 
day—a five-time increase. 

The new structure, 180x42, is strikingly finished 
in green stucco and exterior insulation board planks. 
Half of the interior is devoted to the retail section 
and the remainder houses offices, storage and sales 
area for building materials. 

An outstanding feature of the retail section is a 
60-foot shelving area for builders hardware. This 





Manufacturers and Wholesalers of 


WOODEN FENCES 


We manufacture and sell 
all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners 
everywhere—ithis means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 





Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 

@ POST AND RAIL 
FENCES 


Write for Booklet & Prices 


~Rusticraft FENCE CO 


DAVIO TEMDLER- Est. 1918-12 KING RO, MALVERM, PA. 
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fixture, built by the firm’s staff, occupies two-thirds 
of the backwall. Paint and mixing pigments form an 
attractive section; the paint display is supplemented 
by gondolas containing impulse-item paint accessor- 
ies. The opposite end wall features a 16-foot rack for 
hand tools which is supplemented by gondolas for 
electrical and plumbing supplies. Another display 
contains garden tools to catch the home-landscaper 
trade. 

The firm continuously promotes business with direct 
mail. About 900 of the American Lumberman’s HOME 
Maintenance and Improvement magazines are mailed 
four times a year to rural customers. “Even a week 
after a mailing of a garden booklet,” said Mr. James, 
“we were getting 15 to 20 persons a day in the store 
who wanted to examine or buy the items described.” 





keep your EYE 
on: clean, 


Liety-U0-teiddlly 


Lumber 


: i 


Know the reasons why 
genuine Pressure 
Treated Wolmanized * 
Lumber outsells the 
field two to one. Write 
for this free 

booklet. 


American Lumber 
& Treating Co. 
1673 McCormick Bidg., Chicago 4, Ill. 


Branch Offices in Boston, New York, Baltimore, 
Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
’ Sen Francisco, Seattle and Portland, Ore. 


(Ad >) = Wolmenized is ao registered trademark of 
~7 American Lumber & Treating Co 
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MENGEL Mahooany FLUSH DOORS 





GIVE YOU A SALES “PLUS” 


yet cost less than many domestic woods! 








“ 
CFenuine African Mahogany has long 
been acknowledged the 
Woods . has long been synonymous 
with “Quality” to architect, contractor 
and home-owner alike. 


Aristocrat of 


Now Mengel offers you the unsurpassed 


beauty and sophistication of genuine 
African Mahogany, in all your doors, for 
less money than you'd pay for comparable 


doors, faced with many domestic woods! 


Why? 
operates its own logging concession in 
Africa’s best Mahogany section, imports 
top-quality logs in tremendous volume, 
and passes the savings on to you. 


Because The Mengel Company 


Mengel Mahogany Flush Doors and 
Standardor Mahogany Flush Doors are 
designed, engineered and built to be better 
doors in their respective classes. Compare 


specifications and be convinced. 


Door Department, THE MENGEL COMPANY, Louisville 1, Kentucky 
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THE BIG LINE IS GROWING BIGGER! 


to give you greater window selection!... 
to help you standardize on highest quality products! 


HERE'S WB 
TRUSCON'S ge 
A NEWEST! 





Aluminum Awning Windows 


@ The window advances are coming from Truscon! Last summer 
Truscon announced the Ranch Window that set new standards in steel 
windows for popular one-story homes. This spring Truscon introduced 
its sensational aluminum casement in modular sizes. Now .. . Truscon 
offers you what the trade has been waiting for... its customary 
quality design and sturdy construction in a brilliantly new aluminum 
awning window. 


Truscon Aluminum Windows feature modular sizes to match standard 
masonry dimensions. Approximately 8% more light and ventilation 
per window opening. Heavy extruded aluminum sections with a mini- 
mum frame depth of 17g”. Weathertight construction with vinyl plastic 
weatherstripping. Protected operating mechanism. Many more features 
against weather, sand, dirt, salt spray. you'll want to know about. Write Truscon for latest bulletins. Watch 
eee Ser vousibater the big line for the big news. When Truscon offers a new product you 
titi ats nae can bank on its satisfactory performance. 


Sturdy operating mechanism protected 


TRUSCON STEEL DIVISION 


REPUBLIC STEEL CORPORATION 
MARK OF MERIT 1058 ALBERT STREET «© YOUNGSTOWN 1, OHIO 
PRODUCTS Export Department: Chrysler Building, New York 17, N.Y. 


TRUSCON® a name you can build on 
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TAKING SALES OUT OF COMPETITION was the theme Ww 
of the first forum session. W. T. Spencer, left, Gastonia, 
N.C, dealer, presided. Dwight Davis, center, Charlotte, 
N.C. dealer, spoke on ways to profitable store traffic. 
Harry L. Lawson, right, Miami dealer, talked about con- 


trolling installment sales 


SUCCESS TIPS WERE SHARED by dealers at the forum. 


at the forum. 


T. Spencer, 
Large, Farmville, Va. dealer, center. Everett B. Wilson, 
left, explained NRLDA’s new merchandising calendar. 
Don A. Campbell, right. executive vice-president, Ken- 
tucky Retail Lumber Dealers Association, was moderator 


the mike, introduces Maurice R. 


Management Experts Share Success Tips 


Speakers discuss store traffic, advertising and install- 
ment selling in work sessions attended by 350 dealers at 
southeast management forum in Atlanta. 


“Once you get a customer into 
your lumber yard, make sure you 
have a good store climate to keep 
him coming back. This includes 
adequate product knowledge, a 
plan service, credit and financing 
programs,” Dwight Davis, Char- 
lotte, N.C. dealer, told the South- 
east Dealer Management Forum at 
Atlanta, October 22-24. 

Davis declared dealers must cre- 
ate a desire to buy. He suggested: 

Advertise what you have; give 
serious study to better telephone 
techniques; provide adequate park- 
ing; go after the prospect (“We 
ask our salesmen to bring in con- 
tractors for a friendly tour of the 
store and yard’’); hold contractor 
meetings; cooperate in civic func- 
tions—like business-industry-edu- 
cation days; lend assistance to 
school groups — especially manual 
training classes. 

New Door Location 

“We have found that the Amer- 
ican public has a habit of turning 
to the right,’”’ the Charlotte dealer 
said. “By moving the location of 
our front door, we gained much 
better circulation of traffic through 
our displays. It is also profitable 
to bring paint, hardware, tools and 
other impulse items to the center 
of the store where they can be 
easily seen and purchased.” 

More than 350 building material 
dealers heard Davis and other ex- 
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perts dispense down-to-earth facts 
on how to merchandise their prod- 
ucts and services more effectively 
during the two-day show sponsored 
by the Georgia, Florida and Ten- 
nessee retail lumber dealer asso- 
ciations. 

They heard talks by other build- 
ing material merchants on control- 
ling installment sales and effective 
dealer advertising. Experts in 
other fields spoke on financing, 
marketing, cost accounting, incen- 
tive compensation and sales train- 
ing. 

Henry J. Munnerlyn, president 
of the National Retail Lumber 
Dealers Association and a dealer 
in Bennettsville, S.C., spoke on 
aids to management from NRLDA; 
Everett B. Wilson, public relations 
director, explained the NRLDA’s 
new merchandising calendar. 

The theme of the first forum, 
October 22, was “Taking Sales Out 
of Competition.” W. T. Spencer, 
Gastonia, N.C. dealer, presided and 
Don A. Campbell, Lebanon, Ky., 
dealer and past president of the 
NRLDA, was the moderator. 
Campbell set the stage by saying 
this is the first year dealers have 
operated without government con- 
trols after awakening from a 20- 
year slumber. 

“Trends seem to indicate that 
dealers are in the middle — sus- 
pected by the manufacturers of be- 


ing the weak link in the chain of 
distribution — and not understood 
by the public. In order to survive, 
we must face the realities of our 
awakening, some of which will be 
painful,’’ Campbell declared. 


Effective Dealer Advertising 

The dealers were advised to re- 
member that once advertising cre- 
ates the desire of ownership, price 
assumes a less important role. 
Maurice R. Large, Farmville, Va. 
dealer and past president of the 
VBMA, listed these 10 rules for 
advertising: 

1. At least one-third of a news- 
paper display ad should be white 
space. 

2. Sell “complete packages” in 
your ads. 

3. Sell your yard as the one 
with the best service and materials. 

4. Build ads to appeal to the 
customer's interests. 

5. Have a sound advertising 
program scheduled throughout the 
year. 

6. Place one person in charge 
of advertising. 

7. Be sure the entire staff 
knows what the ad program con- 
tains. 

8. Decide on the media that 
covers your trading area most ef- 
fectively. 

9. Money spent in sound news- 
paper advertising is better than 
expenditures for novelty and 
“joke” advertising. 

10. Set up an advertising budg- 
et—114% of gross is average. 

(continued on page 70) 
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and extra profits 
are yours 
for the asking 


Here’s a golden opportunity . . . an easy way to increase 
your share of builders’ hardware business in your 
community! 

It's the CORBIN PACESETTER PLAN. A plan so sensible, 
so workable, you'll wonder why no one ever thought 
of it before. It's simple. It's unbelievably economical. 

It has no “package deals.” We firmly believe you'll 
be delighted with it. So... 

Write or phone your Corbin Distributor now for your 
free copies of “Sell More Builders’ Hardware” and the 
Pacesetter Catalog on which this plan is based. Ask him, 
too, for details about Corbin's great display contest. 
You'll be glad you did. 


Easiest-to-use catalog 


A es ss @ 
you've ever seen! Sim- i : 
plifies ordering! Makes P & F. CORBIN Division 
oni "ln te The American Hardware Corporation 


salesmen! New Britain, Connocticu?, U. $. A. 
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AME RTO Se 
Georgio-Pacitic sales talks reach the cream of home 

and commercial prospects in fu'l color ads in Better 
Homes & Gardens and in American Home. Nearly 
7,000,000 sales messages a month concentrated on 
the home market with the money to buy... messages Ff 
with the SELL to move these prospects to buying action. 


HOME ™* 
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HEY SEE IT...YOU SELL IT! 


Seldom has a new building material captured the imagination of builder and dealer salesmen 
and the cash-on-the-barrelhead fancy of prospects alike, as has G-P Ripplewood. Its success is 


sweeping .. . and profitable for dealers who display . . 


. advertise . .. and sell it. Everyone who 


sees G-P Ripplewood wants to know where they can get it. Every installation creates new 
installations because people like this wood wall paneling with natural grain, knotty, raised 
texture, full of nature’s character marks. Be sure the prospects in your community come to 
you for their G-P Ripplewood. Order your stock today. 


G-P RIPPLEWOOD IS A HIGHLY 
COMPETITIVE PRODUCT. . 


G-P Ripplewood is packed with the sales 
appeal of important advantages : 
e@ It’s genuine wood wall paneling 
@ It adds elegance and charm to modern or 
traditional settings 
@ It increases the market value of the 
property, whether new or old 
e@ Its magnificent surface modeling makes 
possible brilliant new styling effects 
@ It is easy to install and finish in endless 
combinations of colors 
G-P Ripplewood is priced competitively, too 
..-its low, low cost is priced for buy appeal. 
THE G-P RIPPLEWOOD PROFIT MAKER 


SALES KIT IS UNSURPASSED IN 
THE INDUSTRY... 


In one envelope . . . a complete kit of selling 
tools that will fire the imagination of any 
salesman and spur him to greater sales effec- 


tiveness. Makes every salesman an expert 
on G-P Ripplewood. Includes 16-page illus- 
trated product presentation; full color con- 
sumer book ; fact-packed specification sheet ; 
a sales-getting demonstrator display with a 
built-in visualizer that shows six rooms in 
3D color. 


GEORGIA-PACIFIC'S RIPPLEWOOD 
PROMOTION HAS A TERRIFIC 
SALES WALLOP... 


Included in this profit-making program are: 
two full-color folders for counter giveaway 
or mailing to prospects; free ad mats to 
stimulate prospect action; a full-color wall 
poster prospects can’t miss; radioannounce- 
ments to blanket your community; pub- 
licity releases for your local newspaper; 
sample letters to send to builders and con- 
sumers . . . everything you need to stimulate 
store traffic and inquiries. 


FIELD PROVEN FOR OVER A YEAR 
PROFIY PROVEN BY THOUSANDS OF DEALERS 








Ask your Georgia-Pacific Sales Representative 


about thee PROFIT MAKER Plan 


GEORGIA — PACIFIC vivwoov company 


Dept. AL-11, 270 Park Avenue, New York 17, N. Y. 
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MANAGEMENT EXPERTS 


(begins on page 66) 


Installment Sales 


“Since we are no longer just or- 
der-takers, we must get into the 
installment act very early if we 
are to continue to build profitable 
business,”’ declared Harry L. Law- 
son, Miami dealer and past presi- 
dent of the Florida Lumber & 
Millwork Association. He pointed 
out that installment financing is 
one of the best ways to take sales 
out of competition, which comes 
primarily from other lines compet- 
ing for the consumer’s dollar and 
using installment selling to do it. 

“Dealers who can give custom- 
ers complete service including 
financing — can effectively control 
a job,” Lawson said. His yard 
finances its own sales. He encour- 
ages customers to make their in- 
stallment payments right in the 
store, thereby increasing the like- 
lihood of added sales. 

“We have a private room where 
we discuss financing details,’”’ Law- 
son explained. ‘We make a 5% 
service charge for buying products 
that we do not handle.” 

W. S. Sexton, Knoxville, presi- 





low cost storage space with EZ-Way Folding 
Stairways © increase sales — show your 
customers the advantages of this inexpensive 
storage space 


EZ-WAY Folding Stairways 


Sturdily built, modern in ap 
pearance. EZ-Way features 
touch-control, balanced spring ac 

tion. Close study of EZ-Way Fold 

ing Stairway features will prove to 
you the way to dest please your cus 
tomers on-auxiliary, low cost storage 


space 


MORE THAN 350 DEALERS attend- 
ed the three-day forum and building 
material exhibit. Eager response was 
reported to all topics discussed at 
the management sessions. More than 
80 booths of manufacturers’ displays 
were set up in the Atlanta Biltmore. 


dent of the Tennessee Building Ma- 
terial Association, was chairman 
of the first luncheon session, at 
which Albert M. Cole, HHFA ad- 
ministrator, Washington, spoke on 
the home mortgage outlook. 

The first afternoon and early 
evening were devoted to dealer vis- 
its to the more than 80 booths of 
manufacturer displays in exhibi- 
tion hall of the Atlanta Biltmore. 
A banquet and dancing closed the 
first day. 


NOW! 


ESTABLISHING TRAINING PRO- 
GRAMS is not difficult; most manu- 
facturers will furnish excellent l<c- 
turers at your request, said Dr. 
Frank Goodwin, Florida University. 


B. Frank Edwards, Tampa dealer 
and current president of the Flor- 
ida association, presided at the 
second luncheon, which was ad- 
dressed by Dr. Frank Goodwin, 
professor of marketing at the Uni- 
versity of Florida. 

The theme of the second day’s 

(continued on page 118) 


extra competitive 


E> WEDGE-RITE” 


OVERHEAD GARAGE DOOR SETS 


FEATURE 


OFFSET TRACK! 

GRADUATED HINGES! 
ELECTRO-GALVANIZED FINISH! 

ALL STANDARD SINGLE & 2-CAR SIZES! 
AMAZING LOW PRICE! 


“WEDGE-RITE” offers you superior quality, premium 
ures and 





lly low prices. 


There's a “WEDGE-RITE” set for every need: single car 

sizes from 8'x6'6" to 9x7’; 2-car sizes from 14’x7' to 

16'x7’; and commercial sizes from 9x9 to 20'x12’ 
for dowrs 1%s" or 14" thick 


Write ropay for the illustrated brochure 
providing information and specifications on 
bZ-Way products. EZ-Way products are 
manufactured by EZ-Way Sales, Inc., Box 
500-3, St. Paul Park, Minnesota. 


I Z-WAY ! 
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DOOR SECTIONS! Truck load or carload lots in 
stock sizes. Kiin-dried, Douglas fir, dowel construc- 
tion. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


——— 


DOR-SET CORPORATION 


1641 N. OLDEN AVE, EXT.. TRENTON 6. NEW JERSEY 





November 16, 1953, AMERICAN LUMBERMAN & 










> 3 


> 3 


_ 


|| give ‘em what: : : 
} ‘theyre asking for... 
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that lock on without tools > 
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Child's room 























Kitchens 
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Closets a. 


Workshops 











—and many other places 


A SIZE AND TYPE FOR EVERY NEED! 
Smooth surfaces in 4%" and 4" thicknesses. 
Patterned surfaces in 4%” thickness. Widths 
of 2’ and 4’ with lengths up to 8’. 






*'Peg-Boaord” Reg. T. M. U. S. Pat. Off., B. B. Butler Mfg. Co., Inc, 
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> 
lil Working Walls of oF 
tks Masonite Peg-Board* Panels’ eet a 20 
> > ...with the changeable metal hangers > ” " : >? 
t > 3 aS — > 2 a 


@ A new volume and profit builder from Masonite Corporation! 

© A “natural” for homes, offices, stores and factories. 

© Already pre-sold by nation-wide publicity, advertising and 
word-of-mouth testimony. 

@ Spearheaded by the popular ‘“‘Hook-Rack"’.. 
packaged “over-the-counter” item (see below). 


-a@ completely 


Man, what an opportunity for big sales! Developed for you by 
national advertising in consumer magazines... by advertising 
to architects, contractors and builders in the magazines these 
people read. 

Masonite Peg-Board panels and fixtures offer basic benefits 
that appeal to all your customers. All the advantages of all- 
wood tempered hardboard plus clean-cut perforation 1” apart. 
Plus a variety of metal hangers that lock on or slip off in a jiffy! 

Get the cream of this business now! Get in touch with your 
Masonite representative for the whole story about prices, 
balanced assortments, sales aids, and profit opportunities. 

Remember, your customers are looking for Masonite Peg- 
Board panels and fixtures. 


Everybody needs a “‘Hook-Rack” 
Paves the way for bigger sales of Peg-Board 
panels. Complete with 24 hooks and 4 
handy clips for paper, etc., 20” x 23”. Flat 
white finish, paintable. Mounting hardware 
included. 12 to carton. Attractively pack- 
aged for over-the-counter sales. 





better hardboards for better profits 


as, MASONITE’ 


CORPORATION 
Dept. AL-11-16, Bex 777, Chicege 90, Hil. 


“Masonite” signifies thet Masonite Corporation is the source of the product 
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WOMEN ARE ATTRACTED to a smart-looking paint department like this one 


at Hechinger’s, Washington, D. C. 


American Lumberman’s survey revealed 


that women are the deciding factor in 90% of the consumer paint sales being 
made in retail lumber yards 


Women Are Your Best Paint Customers 


American Lumberman survey shows women buy 


almost half the paint dealers sell consumers 


number is increasing! 


Women are becoming an increas- 
ingly important factor in your 
sales picture, a paint survey just 
completed by American Lumber- 
man discloses. 

Although it is well known that 
women are patronizing the attrac- 
tive dealers’ stores more and more, 
the extent of their trade is nothing 
short of amazing. 

For example, women buy almost 
half (46.79°%) of all paint sold by 
dealers to consumers. And deal- 
ers now sell 80.21% of their paint 
to the ultimate user the con- 
sumer. 

This trend is in line with the 
substantial increase in dealer sales 
to the lady of the house. Retail 
lumber dealers are selling almost 
one billion dollars’ worth of goods 
annually to women; of this total 
some $143,403,120 in sales of 
paints and accessories are made 
directly to women. 

The dramatic side of this picture 
is the tremendous spurt of sales to 
women of this one product. Dealer 
sales of general products to house- 
wives is up 50.93% from five years 
ago and 28.06% from two years 
ago. Five years ago the dealer was 
making only 17.25% of his sales to 
women; today his sales to women 
of all products is 24.77%. 

Dealer comments on this devel- 
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and their 


opment are enlightening: 

“Whether the woman actually 
makes the paint purchase or not, 
she is instrumental in 90% of the 
paint sales. Frequently the wife 
stops in to pick up the color chart 
and then actually sends her hus- 
band in to buy the paint.”’ 

Another dealer made this com- 
ment: 

“A lady can spend half an hour 
buying a quart of paint to match 
a dish or a drape, making us feel 
like throwing out the paint line... 
but we know paint does bring 
women into our store and this lady 
is waited on just as carefully as if 
she were buying a complete home 

-and some day she may do just 
that.” 

“An increasing number of women 
are willing to tackle the painting 
of a room today who wouldn’t have 
dared try five years ago. The paint 
manufacturers deserve a lot of 
credit for developing paints for 
that purpose.” 

Our survey showed that most 
paint sales (46%) are made in 
towns of 2,500 or under; towns 
from 2,500 to 50,000 account for 
almost 30% of the sales while the 
200 cities of 50,000 and over ac- 
count for under 25% of the sales. 

Just about an equal volume of 
paint is sold for new construction 


and for remodeling—51% for new 
construction and 49% for mainte- 
nance and improvement this year; 
next year the maintenance and im- 
provement figure is expected to 
reach 51%. 


Overall dealer paint sales break 
down as follows: 


Sales to homeowners 2.00% 
Sales to farmers 


Sales to contractors, builders 
and mechanics .... 


Commercial, industrial and 
institutional 


Increased paint sales to con- 
sumers are reflected in two annual 
surveys in 1952-1953 made by 
American Lumberman. Nation- 
wide surveys showed that last year 
74% of the dealer’s paint volume 
was going to consumers; this year 
consumer paint sales topped 80%. 


Nearly all retail lumber dealers 
now handle paint. Ten years ago, 
only 73% sold paint; in 1950 paint 
was merchandised by 84% of the 
dealers, but today between 93-94% 
of the dealers sell paint. 

Most dealers, our survey showed, 
handle more than one brand of 
paint. Dealers in larger areas 
seemed more likely to handle mul- 
tiple brands. 

Paint departments have been in- 
stalled by 61% of the dealers. The 
remainder of the dealers feature 
paint, but not as a special depart- 
ment. 
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"De WALT ic unmatched, 
for vorcatility and accuracy: 






“Yes, and for speed and safety, too. In fact, the 
De Walt® is easily the finest all-around power 
saw I’ve ever used. 

“We own five De Walts, and each of these is 
used at all times for one specialized cutting pur- 
pose. Three are used for cross-cutting, one for 
mitering, one for dadoing. 













De Walt Inc. Lancaster, Pa. 


“De Walt performs these cuts as well as a 

\ man could ask. Besides De Walt can be used to POWER SAWS 

rip, bevel, shape, plough, rout—and make many Subsidiory of AMERICAN MACHINE & FOUNDRY COMPANY, New York 
other cuts. So it’s ideal—whether used for one 


cutting purpose or many. Mail this Coupon TODAY! 


th, “Our five De Walts have been run 45 hours ny EOS as. alin oC re te yee 
| a week, continuously, for 4 years. We use them r : a 
for production runs, lumber and mill work. You p Sere Dew. - eR Fe : ' 
just couldn’t ask for better performance than | Please send full details on the De Walt Radial | 
they’ve given—perfect in every way.” | Power Saw line. 
\ De Walt’s unmatched speed, versatility, pre- ! | 
{| cision and safety can bring new efficiency to your a mee r 
: operations, too. Find out how today. See your ADDRESS ae, 
t De Walt dealer or mail coupon at right. i 
; city 1ONE _ STATE 5's 


rte 
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THE WAKEFIELD 


The trend toward rear living rooms is seen in this 
model, which also features the spacious open plan 
and the dual-purpose area. Use of a folding partition 
provides a third bedroom or a television room. When 
the partition is open, the length of the living room 


is increased to 24 feet. In the kitchen, the food prepar- 
ation center is separated from the dining area by a 
service bar. Stairway to the basement is near the side 


door. 


Write for Plan AL-8. 


House Plans Emphasize Privacy 





LIVING RM 
-4"5 17-0" 


BEDROOM 
-2"s0-8 
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OINING RM 
ee ae 

















FIRST FLOOR PLAN 946 aqft. ac-s 





Z| 


CARPORT 


How To Order 


Blueprints and materials lists 
for the houses described on these 
pages may be secured by writing 
American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. One 
set of plans and a materials list 
may be secured for $22.50. Dupli- 
cate sets of plans are $5 each. 
Please make remittance when or- 
dering. 
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THE WILSON 


One of the most popular designs by architect Samuel 
Paul is this split-level plan. There is a full basement 
under the living area. Six risers up from the living 
room is the three-bedroom sleeping area. Other fea- 
tures of this house are a 26-foot den and an over- 


3-BEDROOMS 
2 BATHS 
LIVING RM KITCHEN 
OINING RM 
DEN- GARAGE 


UTILITY: LAUNDRY 
PLAY RM 








a? SECTION 





























worn Teoce 





STORAGE 


GROUND FLOOR PLAN 
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length garage with space for a work table at the 
end. The den and garage are at grade level under the 
living area. The roof design has been carefully stud- 
ied to blend the two sections harmoniously. 

Write for Plan AL-7. 





SITCHEN 
11° -@%a1 1.4" 
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FIRST FLOOR PLAN 1236 sqft 
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These 44S7-MOVING 


will bring more 


AMERICAN FENCE must be good ... there’s more of it in 

use than any other brand! And satisfied users are quick to tell their 

neighbors, friends and fellow-farmers why they use the American 

brand. They talk about its long-life service. They praise the ease 

with which U-S’S American Fence can be erected. They say they 

use American Fence because of its specially-designed features 
j which allow for expansion and contraction during changing weather. 
ane: oe And all agree: ‘‘you can’t biy better fence than American.”’ 

' American Fence is made using medium hard line wires that are 
A\lM ERICA N soft enough to splice, yet hard enough to retain tension or weather 
curves. Hinge joint construction of the stay wires provides flexi- 
bility. Properly galvanized wires are full gauge and correctly spaced 
for greatest protection, 
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* AMERICAN GALVANIZED 
GATES 


are made of heavy gauge fabric, 
with sturdy yet lightweight steel 
tubing frames. There are many 
styles, types and sizes to choose 
from. All gates come complete 
with fittings. 


* AMERICAN STEEL POSTS 


can be driven easily and quickly. 
No post holes needed. Big husky 
posts have slit wing anchors that 
root the posts into the ground. 
Made in “U” and studded ‘’T”’ 
styles for extra strength. 
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* AMERICAN STEEL ANGLE 
END AND CORNER POSTS 


are easy to erect, sturdy and 
strong. Both Dirt-Set and Con- 
crete-Set styles available. Come 
equipped with braces. Coated with 
special protective paint. 
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/ 


business your way... 


“AMERICAN GALVANIZED 
BARBED WIRE 
has sharp and evenly spaced barbs. Avail- 
able in five styles, with 2- and 4-point barbs. 
Comes in convenient 80-rod lengths on non- 
collapsible wire reels. 


*AMERICAN GALVANIZED 
UTILITY WELDED STEEL FABRIC 


is used extensively for turkey raising, fur 
farming, poultry batteries and many other 
farm uses. Made of 14 and 16 gauge wires, 
in a variety of sizes. 


¢ 
My 


"AMERICAN HEX-CEL POULTRY 
NETTING 

is so strong it will stay straight and true 

without use of top or bottom boards. It is 

heavily and evenly galvanized for maximum 

resistance to atmospheric corrosion. Unrolls 

without kinks and bulges. .. 1’ and 2” meshes. 


“AMERICAN TIE WIRE FOR 
AUTOMATIC BALERS 


is a strong, tough steel wire that works 
smoothly and evenly in any baler. Furnished 
in rewound coils to fit each make of baler 
... Specially packaged and protected, ready 
to use, 


"AMERICAN POULTRY FENCE 


is made of heavy gauge wire, smoothly gal- 
vanized for long life. It comes in two weights, 
has closely spaced bottom line wires for the 
protection of tiny chicks, Can be stretched 
like a field fence, 


“AMERICAN NAILS, TACKS 
AND STAPLES 


are made of steel that does not bend easily. 
Points are sharp and well made. Hundreds 
of styles to choose from. These products 
can be furnished in stainless steel for per- 
manent rust resistance, 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 
and WIRE PRODUCTS 
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Every family is a prospect for Stanley 
Closet Bars, tenants as well as home 
owners — and these “solid sellers” meet 
every buyer’s requirements. Sturdily 
constructed of two telescoping tubes, 
they are made in 4 sizes: 18” to 30”, 30” 
to 48”, 48” to 72”, 72” to 96”. Center 
support available for extreme extensions. 
Bars individually packaged with screws. 


SALES-MAKING MERCHANDISER DB 7020 
Size: 934” wide, 1412” high 


This colorful metal display is offered FREE ta 
dealers ordering one dozen of any size or 42 
dozen of any two sizes of Closet Bars. Order 
from your wholesaler. 


The Stanley Works, New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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COMMUNITY GOODWILL for their organizations was achieved by the Baker 


vty 
~ 


Lumber Co., Port Arthur, Texas, when they donated the use of a truck for 


a sorority wastepaper drive. 


NRLDA Public Relations Contest 


Dealer activities that combine 
public relations and good merchan- 
dising may be entered in a new 
type contest just announced by the 
National Retail Lumber Dealers 
Association. Previous contests were 
restricted entirely to public rela- 
tions projects alone. 

The contest is now open and the 
deadline for entries is March 31, 
1954. Entry blanks are available 
from state and regional lumber 
and building material associations. 
A maximum of 168 awards will be 
made in the contest. 

Entry Suggestions 

Awards will not be given to deal- 
ers whose entries merely describe 
successful promotion or merchan- 
dising. To be eligible for an award 
entries based on merchandising 
must describe an activity which 
made the public think favorably of 
the company in addition to bring- 
ing in extra sales. 

For example, merely holding an 
open house which drew a record 
crowd would not win an award. 
But, an open house featuring an 
exhibit of woodworking done by 
school children in a contest spon- 
sored by the dealer with a scholar- 
ship as a prize, would qualify. 
Here, good merchandising is com- 
bined with public relations. 

Or again, an elaborate booklet, 
telling about a dealer’s home plan- 
ing center, is nothing more than 
sales promotion. But, conducting a 
series of lectures in that center in 
which the public is told how to save 
money in building a new home, is 
both public relations and good 


merchandising. 
Rules Are Simple 

To enter the NRLDA contest a 
dealer merely submits a brief let- 
ter, advertisement, or a clipping 
from his local newspaper which de- 
scribes what he has accomplished 
since April 1, 1953. The judges will 
not be influenced by the’ appear- 
ance or length of the entry. Each 
entry, however, should present the 
project clearly and completely for 
sound evaluation by the judges. 
Dealers may submit only a single 
example of their activities in pub- 
lic relations or public relations 
combined with merchandising. 

Benefits for the Dealer 

Winning an award will improve 
the morale of employes and give a 
dealer added prestige in his com- 
munity. Newspaper releases an- 
nouncing winners will be sent out 
by NRLDA, but details of the en- 
try will not be made public. Win- 
ning dealers will receive an attrac- 
tive certificate for display in their 
place of business. 

While the contest now has been 
changed to include merchandising, 
it is still open to straight public 
relations entries. In recent years 
awards in this grouping have been 
made to dealers developing homes 
for low-income families, donating 
materials for emergency wooden 
lungs, conducting safe driver con- 
tests and offering scholarships in 
architecture. Other winners have 
donated wood cut-offs for youth 
organizations, covers for schoo! 
books and participated in ‘“‘get-out- 
the-vote’”’ campaigns. 
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American Lumberman 


. 20 of a Series 


DON’T LET SANTA PASS YOU BY! 


At no time of the year is advertising more thor- 
oughly read than during the Christmas shopping sea- 
son. Anxious-to-spend buyers are looking for gift sug- 
gestions. Most lumber dealers stock many appropriate 
items that will sell readily if shoppers are told about 
them. We can’t expect to get this business if we let 
other merchants do all the advertising. 


In addition to the immediate extra volume, here's 
a long-term value in getting Christmas shopper traf- 
fic. Many of those buyers will be in your store for 
the first time—and that’s the initial step in develop- 
ing steady customers. It’s easier to bring them back 
again in the future for paint, hardware, lumber, etc. 


Be sure the gift-seekers get an impression of the 
wide variety of products you handle. Well-planned 
displays will do it. Place manufacturers’ literature in 
good locations, with “take one” signs. Plan some in- 
teresting demonstrations that might plant the seed 
for spring sales. 


There’s still time to plan a Christmas ad campaign. 
To provide you with timely material for a complete 
series of attractive ads, ADservice Pages No. 18, 19 
and 20 offer 26 illustrations, plus layout and copy 
suggestions. These mats will give your ads more 
“gift appeal,” increase readership, bring in more cus- 
tomers. You can use the mats in dozens of different 
arrangements and combinations, in large or small ads. 


Many of the 219 mats offered in previous ADservice 
pages are also suitable for your Christmas ads. Write 
today for proofs. 


A Git 
FOR ALL 


A RECREAT! 10N ROOM For YEAR ‘ROUND FUN 


=== AS LOW AS 









































YOUR NAME 











AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Please send the following ADservice mats: 
| Page No. 20. | enclose $3.95. 

[] Pages 1 thru 12. | enclose $47.40. 

[] Pages 13 thru 22. | enclose $39.50. 

COMPANY 


ADDRESS 





Small 2-col. layout 


Do it Yourself -maxe 


FINE CHRISTMAS GIFTS From OUR 


If cos: FLUSH 
 ' BIRCH 
DOORS 


(mOLLow (ORE) 


YOUR NAME 


SUGGESTED COPY “A” 


Think of the many yeais of 
pleasure a gift like this means 
for your family! For games, 
parties, hobbies - takes wear 
and tear off the rest of the 
house, too. 

Build it in time for holiday 
festivities! We'll help you plan, 
estimate materials, ai1ange for 
easy monthly payments and put 
you in touch with a reliable 
contractor if you wish. 

Costs surprisingly little! Com- 
plete materials — Knotty Pine 
wall paneling, (brand) insulat- 
ing ceiling tile, and lumber for 
typical 15’x20" room ... as low 
as $0.00 per month 
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CHRISTMAS 
AD LAYOUTS 
using mats from 
ADservice Pages 
Nos. 18, 19 and 20. 


You can easily plan 
dozens of other lay- 
outs, as each mat is 
a separate unit and 
can be used in com- 
bination with any 
others you choose. 


3-col. layout 


2-col. layout 


YOUR NAME HERE 
A ey 


i - 4 14 FOR ALL 
6 THE 

y yy FAMILY 

KNOTTY PINE RECREATION ROOM 


*5 Low as 


00 


— 
‘ 


ne 00 
BUILD YOUR Own 
iy <C® GIFTS FROM OUR 


iiss FLUSH DOORS 


YOUR NAME 


00 
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FOR ALL 
THE 
FAMILY 





ADservice 
MAT PAGE 


No. 20 


THIS ENTIRE 
PAGE OF MATS 
ONLY $3.95 


These mats can be 
used any time of the 
year, since your news- 
paper can remove the 
Christmas decora- 
tions after casting 
the mat. 


Proofs of previous 
219 mats mailed on 
request. 














For 3-col ad. Without gift card, can be used in 2-col. ad. MAT NO. 220 





“A Giff 
FOR ALL 
THE 








Flush Door 
MAT NO. 221 


MAT NO. 224 





Cutting Board MAT NO. 225 








MAT NO. 226 








Week Sensh € Y/ Tipp NEXT ISSUE ADservice offers 
MAT NO. 223 ~Z mats of Ceiling Tile, Jack Post, Dis- 
appearing Stairs and others. 
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TO SERVE... 


For many years, we have been producing Weslock units 
at a constantly increasing rate to meet the demands 

of our thousands of customers throughout the world. 
Our system of rigid quality control plus our high 
precision engineering standards have established the 


reputation of Weslock as America’s greatest lock value. 





* Beautifully designed and finished ~ Millions in 
use + Unconditionally guaranteed for the life of the 
installation + Simple, fast installation + Budget 


priced «+ Expert field sales assistance 


For Economy, Dependability and Beauty, choose 


Weslock, America’s greatest lock value! 


* E S T E x N L 0 C x M F G. C 0. Manufacturers and Sole distributors of Weslock residential locksets 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF. 
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A NEW DESIGN... 


@ Precision Engineered 
@ Quality Controlled 


@ Now—WESLOCK offers... 
a choice of two designs... 


at identical budget prices. 


The 500 Concave series is a new concept in simplicity of 
design to harmonize with any contemporary or period 
architecture. Available in all finishes—for every door 

in the home and unconditionally guaranteed 

for the life of the installation. 


GY ~ 
ACG ag ES, 


Te 


a te 





~ 
a 


Distributed through recognized wholesale channels of trade 


W E S T E R N L 0 C K M F G ° C 0 e Manufacturers and Sole distributors of Weslock residential locksets 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF. 
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With the superior soft texture of 
Arkansas Soft Pine 
ingrown by nature, manufacturing techniques 
and refinements applied by Fordyce 
combine to turn out 
finished lumber products of 


surpassing quality. 


From dimension to 
satin-like interior trim and 
mouldings, this quality is 
shipped to you in bright, 
double end-trimmed stock 
with trade and grade marks given extra eye and sales 


appeal through their protective coating of paraffin. 


To avoid the 


uncertainties of lumber anonymous... 


ee BUY. BRANDS YOU KNOW! , 
FORDYCE iO a: eee a ay a) im f 


FORDYCE, ARKANSAS 





Manufacturers of Branded “Arkansas Soft Pine, Royal Oak Flooring, WOLMANIZED* created lumbe 





84 (To obtain more data on advertised products see page 105) November 16. 1953, AMERICAN LUMBERMAN &% 











HERE 






HERE 






HERE 








Burtpinc Propucts MERCHANDISER 


WHITE EXTRA @ QUALITY 












pays off for 
Harrison Lumber Co. 


Hot Shot City Deliveries by White 3000 
Real time savers through crowded city streets... 
these White 3000's. Easy to drive! Unexcelled 
vision! Harrison Lumber has Model 3014 Whites 
with low-stake delivery bodies for city service. 


White Tractors for Large Job Hauls 

“It's a heavy load, take a White!” That's the word 
at Harrison, where White tractors (Model WC20T) 
are ready and waiting for the big job hauls... 
big timber loads. 


White Trucks with Roll-Off Body 
And where needed, the White Model WC 20 with 
roll-off body for bulky truck load deliveries are 


saving time ... handling the tough jobs well 
for Harrison. 


For more than 50 years the greatest name in trucks 
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FROM six bags of insulation through crowded 
city streets to a full load of 24 x 24 timbers for 
a Mississippi River construction job, everything 
goes by White at Harrison Lumber & Hardware 
Co., St. Louis. 

President John Harrison says: “We cut delivery 
costs substantially by buying Whites tailored to 
our exact needs.” 

You can do the same thing in your business. 
Call your White Representative for facts. 


THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 






4 Ze 
OUTDOOR TRUCK 
With 
Indoor Smoothness 


The New CLARK YARDLIFT-100— Here’s the 
truck for heavy outdoor handling, Clark’s 
new YARDLIFT-100. 5-tons of cargo—in 
lumber, building blocks, concrete and clay 
pipe, brick and tile, heavy metal products— 
handled smoothly over rough, rutted terrain. 
And power to spare for safe, easy high-tiering 
of those 5-ton loads. 


Built to take the punishment of handling 
building materials on-or-off the job-site, the 
YARDLIFT-100 is a natural for all kinds of 
heavy, outdoor storage and handling. And 
Clark precision-engineering assures unbeat- 
able efficiency over the long haul—long pro- 
ductive work-hours under the best or worst 
conditions, with amazingly low down-time. 

Easy on the operator, easy on the load, 
the new YARDLIFT-100 is every bit as easy 
on the pocketbook. It’s as cost-conscious as 
the company comptroller. You owe it to your 
profit-margin to take a look at the YARD- 
LIFT-100. It will put real economy and 
efficiency into your handling picture. 

A phone call to your Clark dealer—he's listed under 
“Trucks—Industrial” in the Yellow Pages of the phone 
book—is the best and fastest way to get the facts and 


figures on this newest addition to Clark's famous YARD- 
LIFT family. 


Can We Help You? 


Our main reason for publishing 
American Lumberman is to help you 
operate your business more efficient, 
ly—in short, to increase your profits 
and reduce your operating expenses. 

We have a number of valuab‘e 
sales aids, some free and some avail- 
able at a nominal charge, to help you 
do just this. Please send your orders 
to American Lumberman, 139 North 
Clark Street, Chicago 2, Il. 


Do-It-Yourself Kit 

More and more dealers are inter- 
ested in promoting consumer busi- 
ness. Now the trend is toward helping 
homeowners who want to do their 
own work by providing the building 
materials and services they require. 

American Lumberman has deve'- 
oped the only all-purpose Do-It-Your- 
self Kit available for dealer use. It 
contains banners for your windows; 
signs for your trucks; consumer fo'd- 
ers; suggested direct mail letters; 
newspaper ad mats; radio and tele- 
vision announcements and other ads. 
Price $7. 


“New Profits in Tool Rentals” 

Many dealers are making extra 
profits with a tool rental department. 
Other dealers are considering too'!s 
for rental. Both groups face the same 
problems: 

How to select tools to rent; how to 
set rental fees; how to keep too! rent- 
al records; how to make money with 
accessories; how to advertise tools; 
when to sell tools. 

You will find the answers to these 
questions in our reprint. “New Prof- 
its in Tool Renta's.” Price 10+. 


Films You Can Use 


Visual aids like colored slides and 
movies are helping dealers clinch 
sales every day. There are scores of 
such industrv films available. 

A description of these films and 
how to get them is explained in the 
reprint from another exclusive Amer- 
ican Lumberman article, “Films for 
the Dealers’ Use.” Price 10¢. 


Check Your Insurance Coverage 

How good is your insurance cover- 
age? Are you covered for lesser as 
well as major catastrophies? One 
way to be sure is to go over Amer- 
ican Lumberman’s article, “Check 
Your Insurance Coverage Against 


This List.” 

The list was prepared especial'y 
for retail lumber dealers with assist- 
ance from insurance advisers to the 
Middle Atlantic Lumbermen’s Asso- 
ciation. No charge for this reprint. 


CLARK Fork TRUCKS 


AND POWERED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 


Free Fence Booklet 


: An attractively-illustrated 16-page 
INDUSTRIAL TRUCK DIVISION © CLARK EQUIPMENT COMPANY © BATTLE CREEK 40, MICHIGAN booklet entitled, “Let’s Build a Weod 
Please send: © Yardiift literature C Material Handling News Fence,” is available for consumer dis 

C) Have Representative Call. tribution. 

“ee = eae This booklet illustrates a wide va- 
riety of wood fences; shows what 
types are best for various locations; 
Street gives customary dimensions and spac- 

= " — ing for picket and stretcher fences. 
eS Write American Lumberman for 
: . : . source of these booklets. 


CLARK 


EQUIPMENT 


Firm Nome 
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NEW OKLAHOMA LUMBERMEN’S ASSOCIATION OFFICERS elected at the 
recent convention, and shown with Dale Carter of Tulsa( left), the retiring 
president, are, left to right, Al Mason, Oklahoma City, vice-president; Virge 
Steger, Durant, president, and Bert Beals, Oklahoma City, treasurer. 


Oklahoma Adds “Show-’Em-How” to “Do-It-Yourself” 


Oklahoma building material dealers added ‘‘Show-’em-How”’ to “Do-It- 
Yourself” as they attended demonstrations in the profitable and expand- 
ing self-installation field during the seventh annual convention of the 
Oklahoma Lumbermen’s Association October 20-21 in Oklahoma City. 

The show-’em-how idea was adopted at the meeting, which followed a 
Merchandising Mart theme this year. There were more exhibitors than 


ever before at an OLA convention 
and a large majority of them ca- 
tered to the do-it-yourself market 
with practical demonstrations for 
dealers to take home to their yards 
and pass on to their customers by 
showing them how to build specific 
items or make repairs themselves. 

Manufacturers’ displays for the 
Merchandising Mart were set up in 
the Zebra room of the municipal 
auditorium and completely filled 
the sprawling room, in which ex- 
hibitors featured many new prod- 
ucts along with regular lines. 

There were also more registra- 
tions than ever before and atten- 
dance at the 1953 annual exceeded 
2,000 for the first time. In his an- 
nual report, secretary-manager W. 
M. Morgan cited OLA’s six-year 
growth. He said there were 100 
members at the time of the first 
convention in 1947, and 452 when 
the seventh opened last month. 

Steger Elected President 

Virge Steger, Steger Lumber 
Co., Durant, was elected president 
to succeed Dale Carter of Tulsa at 
the annual banquet. Al Mason, 
Mason Lumber Co., Oklahoma City, 
is the new vice-president; Bert 
Beals, E. S. Billington Lumber Co., 
Oklahoma City, was elected treas- 
urer. Bill Morgan, of course, was 
reelected to his successful office 
of secretary-manager and an- 
nounced the 1954 meeting for Oc- 
tober 19-20. 

A streamlined conventjon busi- 
ness schedule this year contained 
only two sessions, with one speaker 
at each, so dealers could spend 
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SCALE MODEL of the “Television 
House’ was demonstrated at the 
Oklahoma convention. Complete 
working plans are available at $25 
per set through the association. The 
model is now on tour. 


more time at the Merchandising 
Mart attending the demonstrations 
of yard products and new do-it- 
yourself ideas. John F. Austin, Jr., 
president of one financial institu- 


tion in Houston and another in 
Oklahoma City and Tulsa, spoke 
on finance at one session. 

Austin predicted a relaxing of 
the mortgage market after the 
first of the year, which he said will 
see an increase in home construc- 
tion. He urged lumbermen to help 
customers obtain loans on home 
improvements. 

Donald L. Moore, editor of 
Southern Building Supplies, was 


the other speaker. For his talk, 
“The Five Keys to Merchandising,” 
he listed adequate stocks, inviting 
displays, effective advertising, suc- 
cessful “Sales” men, and competi- 
tive services. 

One of the Merchandising Mart 
‘“Ideas’’ was the latest OLA house 
plan, a Television House designed 
by Howard Tatum, the associa- 
tion’s house designer. Complete 
plans for it were made availabie to 
dealers, including footings, floor 
plan, FHA or VA _ specifications, 
elevations, adequate heating, wir- 
ing, telephone, kitchen floor plan 
and material list, at $25 per set 
through the association. 

The 1,521-square foot house was 
shown in a scale model built of 
plastic to one-half inch scale, en- 
tirely furnished, and demonstrated 
at the Mart. The home was devel- 
oped to make TV viewing conveni- 
ent for large and small groups, and 
visible in the kitchen or patio. The 
scale model, which also features an 
all-gas kitchen and utility laundry 
combined, is being toured through 
Oklahoma by the Natural Gas Co. 


Lumberwomen’s Course 


Secretary Morgan announced 
during the convention that the first 
training course for women in the 
retail material industry will be held 
at the University of Oklahoma at 
Norman, Jan. 21-23. Wives of lum- 
bermen, women employes, and men 

if they wish—-will be invited to 
attend the three-day short course. 

It will be under the direction of 
Irma Dutrieux, color stylist for the 
O’Brien Corporation, South Bend, 
Ind., and Arthur A. Hood, editor, 
American Lumberman, Chicago. 

The 1953 Oklahoma convention 
was directed by L. O. Williams, 
Wheeler Lumber Co., Sallisaw, and 
Norman Ryerson, W. W. Starr 
Lumber Co., Alva. 


Vermont Dealers Elect 

Robert Allen, Barre, was elected 
president of the Vermont Retail 
Lumber Dealers at the associa- 
tion’s 23rd annual meeting held re- 
cently in Fairlee, at which the 
“Whiz Kids” from neighboring 
New Hampshire were a special fea- 
ture. The convention was called to 
order by retiring president John 
F. Wilson, St. Albans. Richard 
Ryder, Brattleboro, was elected 
vice-president, and Ralph B. Scott, 
Rutland, was reelected secretary- 
treasurer. Directers are Newton 
Thomas, Jonesville, and Richard 
Congdon, Rutland. 


Canadian Lumbermen Meet 
L. C. Thomas of B. C. Lumber 
Survey, Ltd., was elected presi- 
dent of the National Retail Lum- 
bermen’s Council of Canada at the 
annual meeting last month in Van- 
couver. Harvey Armstrong, first 
(continued on page 88) 
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OZARK 


OAK FLOORING 


Ask the man who does the work what 
he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 
specification! 


Favorite of carpenters and contractors 
for many years, Ozark Ook Flooring is 
produced from fine quality, Missouri 
altitude-grown oak stock. It’s extremely 
durable, yet takes minimum finished tn- 
stallation time because it requires little 
sanding and finishing for lifetime beauty. 


Properly seasoned in Moore Cross-Cirev- 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
ereded in accordance with NOFMA 
grading rules. You'll find your custom- 
ers will ithe and reorder this fine floor- 
ing. Meke your next car Ozark Brand! 


a~ 
Y “FINE FLOORING 
jj SINCE 1927” 
~~ 








Oxzerk Oak Flooring is carefully bun- 
died fer sate arrival, easy handling. 
Send vs your inqviries. 








The / 


OZARK 


OAK FLOORING COMPANY 


BISMARCK, 
MISSOURI 
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vice-president of the Ontario Re- 
tail Lumber Dealers was named 
the association’s representative on 
the national council. 

The meeting passed a resolution 
that the president issue a monthly 
letter to each of the affiliated as- 
sociations, which will, in turn, for- 
ward copies to all members. The 
purpose is to strive for greater un- 
ification of the retail lumber in- 
dustry of Canada. The Council’s 
legislative committee in Ottawa is 
keeping a close eye on housing and 
mortgage money, opposing advan- 
ces in freight rates, and studying 
standardization of grade and grade 
marking, the five-day demurrage 
week and inequalities in applica- 
tion of the federal tax on millwork 
items. 


Ackors Will Edit 


“Board and Brick” 


George L. 
Ackors, Indian- 
apolis, has been 
named field rep- 
resentative for 
the Indiana 
Lumber and 
Builders’ Sup- 
ply Association, . 

Robert J. Mc- G. ZL. Ackors 
Cutchan, president, has announced. 

Ackors will edit the organiza- 
tion’s publication, the Hoosier 
Board and Brick, coordinate the 
education and insurance program, 
and handle public relations and ad- 
vertising. 

Ackors succeeds former field 
representative Robert L. Craft, 
newly appointed secretary-treas- 
urer of the association. 


Organize Hoo-Hoo Club 


In Durango, Colo. 

A delegation from the Denver 
Hoo-Hoo club, headed by Walt Kel- 
logg, Jr., president, chartered a 
DC-3 recently to fly to Durango, 
Colo., the gateway to Mesa Verde 
National Monument in the San 
Juan mountains, to organize a San 
Juan Basin chapter. 

The Denver humbermen were met 
at Durango airport by the Basin 
dealers and escorted through Weid- 
man’s Lurmber Mill on the out- 
skirts. The party proceeded to the 
Legion Hall for a social hour and 
the Denver degree team held a con- 
catenation. The organizational ban- 
quet was held at the Strater Hotel 
and officers elected. 

Victor N. Nilson, Federal Lum- 
ber Co., Durango, was named pres- 


ident and Arvo Matis, Herb Wil- 
liams Lumber Co., Durango, is sec- 
retary. Kellogg welcomed the new 
Durango Hoo-Hoo in a short ad- 
dress. A dance at the Legion Hall 
and square dancing outside were 
held for the Denver delegation and 
they planed home that night. In 
the Denver party were 18 lumber- 
men. 

The new San Juan chapter of 
Hoo-Hoo embraces six yards in 
Durango, two in Cortez and one 
each in Ignacio, Bayfield, Pagosa 
Springs, Mancos and Dolores, Colo., 
and one each in Farmington and 
Aztec, N. M. 


The 
LUMBERMAN’S 
LOG 


The lumberman pictured in his of- 
fice below is Lee Roberts, manager 
of the Dierks and Sons Lumber Co., 
North Kansas City, Mo. At the mo- 
ment the shutter was snapped, Rob- 
erts was listening to the world series 
over the radio last month. He has 
reason to be proud of his enlarged 
and remodeled new store, which was 
opened this June and which Roberts 
helped design. But a cause of equally 
great pride is the bronze plaque sit- 
ting on his desk next to the cup 
which says “Proud Grandpa.” The 


plaque reads: “In appreciation and 
recognition of civic duty well and 
ably performed, the citizens of North 
Kansas City are proud to present this 
token of esteem to Lee Roberts, 
mayor of North Kansas City, 1943 to 
1951.” 


Gilbert A. Hellick, president of 
Madison (Conn.) Lumber & Supply 
Co., has been elected to the board 
of the Madison Trust Co... . Fred 
G. Gieser is manager of the new 
Salzer Lumber Co. yard at Mandan, 
N. D., transferring from Hankinson. 
His late fatker, Gottlieb Gieser, was 
with Salzer many years... Fred Ben- 
tilla retired as manager of Ahonen 
Lumber Co., Ironwood, Mich., but 
remains for buying and personnel. He 
was succeeded by John Hill. ... Karl 
Christensen, Blair, Neb., yard owner, 
and his wife have returned from a 
trip to Denmark, their first since the 
20’s. .. . The Moore Lumber Co., Sid- 
ney, Neb., has been purchased by 
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Neil D. Hughes and Raymond E. Jos- 
ten, who renamed it the Hughes-Jos- 
ten Lumber Co. . Robert Jeffers is 
the new manager of the Rantoul (II1.) 
Lumber & Supply Co., which is owned 
by R. L. Patterson, who is also oper- 
ating the R. L. Patterson Lumber Co 
Urbana, IIl. 

Gene Ebersole, executive vice-pres- 
ident of the Lumbermen’s Assn. of 
Texas, met with Senator Lyndon 
Johnson when the Texas solon visited 
Houston last month. At the sugges- 
tion of his board of directors, Eber- 
sole discussed mortgage matters with 
the lawmaker. The Texas lumbermen 
asked (1) that Title I FHA improve- 
ment loans be 
broadened, loan 
limit increased to 
$5,000 payable 
over seven years 
instead of the 
present $2,500, 
three years; and 
(2) that restric- 
tions be removed 
that these loans 
be used only for 
remodeling and 
repairs. Texas Ebersole 
dealers believe 
that with a $5,000 limit, many small, 
substantial rural homes could be built 
for Negro and Mexican families... 
Incidentally, the Texas lumbermen 
are working hard to bring the open- 
end mortgage into Texas under the 
state’s present homestead law. It 
will be a vital topic at their 1954 
convention in Fort Worth. 


OBITUARIES 


ARCHIBALD MOORE, 54, died re- 
cently after a long illness. He had 
been a Chicago south side lumber 
yard owner for many years. 

WALTER R. DARROW, a founder 
of the old Blanchard Lumber Co., 
Buffalo, died recently. He had been 
ill four months. 

EDGAR P. WEDUM, 54, owner of 
the Glenwood (Minn.) Lumber Co., 
died recently. 

ERNEST SCHORI, 78, a partner in 
the Schori-Kuster Lumber Co., Elgin, 
Iowa, died there. 

MRS. BERTHA WARD YOUNG, 
94, died recently in Rochester. For 
some years she operated from Fair- 
mont, Minn., a line of yards estab- 
lished by her husband, John D. 
Young, who died in 1905 after enter- 
ing the lumber business in the early 
1880’s. She sold the yards one at a 
time, retaining only the Fairmont op- 
eration. 

CHARLES I. HARRIS, 88, died re- 
cently in St. Louis. He was board 
chairman of the C. J. Harris Lumber 
Co. at his death. He started in busi- 
ness in 1888 at Pilot Grove, Mo., and 
at one time operated 15 yards. He 
was an original member of the South- 
western Lumbermen’s Association. 

J. CARTER LYMAN, 56, an asso- 
ciate of Donald R. Livengood and 
Samuel T. Bowers in the Empire 
State Lumber Co., Frewsburg, N.Y., 
died in an automobile accident. 

ROY D. BONNEY. 63, senior mem- 
ber of the retail lumber firm, Bonney 
& Dickson, Watertown, N. Y., died 
recently. He leaves his wife and two 
sons, George E., who was associated 
with his father, and Warren R., who 
is in the wholesale lumber business 
in Liverpool, N. Y. 
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HOW to sell insulation 


by the an 

















FREE GUESSING CONTEST! 
HOW MUCH KIMSUL INSULATION 
IN THIS CAR? 
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Here’s a wonderful insulation sales builder —a promotion program that 
will give a terrific boost to your store traffic and get your Fall sales 
campaign off to a roaring start! The KimsuL* Auto-Load Guessing Con- 
test will create a lot of interest, not only in insulation, but in your 
“Do-It-Yourself” Selling Center. It promotes the sale of KImMsUL in 
auto-load lots to your “ Do-It-Yourself” customers. And this is only 
part of the big promotion program Kimberly-Clark has ready for you. 
For details, send in the coupon below. We'll rush complete informa- 
tion te you immediately. You'll see the new profit power in KimsuL! 


Look at all these other merchandising helps! 











Instructions for Building Swing-And-Sway Home Planning Kits Jumbo Kimsut Roll for 


a “Do-It-Yourself” Center Mobile Display for New Home Builders Guessing Contest 


Plus dozens of new sales-building promotion ideas and display material 


A Product of 


Kimberly- 
Clark © 


Rush details on the 
KIMSUL Auto-Lload : 
Guessing Contest, as Store Name — 
well as the KIMSUL 
Fall Promotion Pro- Individual’s Name 
gram. Also send in- 
formation on a KIM- Address 
SUL “Do-it-Yourself” 
Selling Center. Mail Yon, y ; 

today to Kimberly- am ; — 
Clark, Kimsul Division, eS : : 
Nesnah, Wisconsin. My Kimsul jobber is ina — not known 
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THE ARCHITECTURAL WOODWORK INSTITUTE of America was formed 


at an organizational convention in Chicago October 14-17. 


Charles Rinehimer 


was elected president of the special millwork manufacturers and the Byrne 
Marcellus Company, Chicago, named secretary-manager by the new board. 


Marcellus, left, and Rinehimer, 


right, 
from the floor during organization proceedings. 


facing camera, answer a question 


Architectural Woodwork Institute Formed 


“You couldn't pick a better time 
to organize. The United States is 
growing phenomenally and you are 
in the building—-the growing—in- 
dustry,” Thomas Holden, vice- 
chairman of the F. W. Dodge Corp., 
told millworkers gathered at the 
Congress hotel, Chicago, Oct. 14-17, 
to organize a “long overdue trade 
association.” 

The 130 special millwork manu- 
facturers organized at the final 
business session on October 16 un- 
der the name, Architectural Wood- 
work Institute of America. They 
elected Charles A. Rinehimer, E]- 
gin, Ill., president; Claude Twiel- 
lenmeier, St. Louis; C. W. Fischer, 
Denver, and William L. Otis, Co- 
lumbia, S.C., first, second and third 
vice-presidents, and Elmer Root, 
Appleton, Wis., treasurer. The 
board employed the Byrne Marcel- 
lus Company, Chicago, to act as 
secretary-manager of the institute. 

Board members are Albert Carl- 
son, Minneapolis; Mike Davidson, 
Lake Charles, La.; F. P. Delaney, 
Dubuque; W. S. Downes, Pontiac; 
M. D. Ebert, Fort Lauderdale; Sam 
S. Edwards, Kansas City; Don Ful- 
ler, Seattle; H. Hilsden, Regina, 
Sask.; Robert Hoe, Poughkeepsie; 
Ernest J. Jagar, Omaha, and G. B. 
Ricketson, Hartford. Founding 
members will conduct a sustained 
drive to increase the membership. 


Launch Information Program 

Board members voted to launch 
an architect relations program to 
provide service information, prob- 
ably through a regular magazine; 
to retain the Millwork Cost Bu- 
reau; to seek supplier cooperation 


90 


through financial support, research 
and promotional work, and to es- 
tablish additional regional associa- 
tions for eventual federation in the 
AWIA. 

Several top architects addressed 
the organizational convention in its 
opening day and spoke enthusias- 
tically for the proposed institute. 
All stressed the need for more in- 
formation from the manufacturers. 

O. R. Lance, executive secretary 
of the National Woodwork Associ- 
ation, told the millworkers the pur- 
pose of organizing should be “to 
stress the quality of the goods we 
make and sell. We are dealing 
with the only building material 
that replaces itself—all others de- 
plete nature in some day.” He 
also talked of the value to mill- 
workers of preservative wood 
treatment, which many are already 
using. 

William L. Otis of the Columbia 
(S.C.) Lumber & Manufacturing 
Co., said, “Architects are our 
friends—that’s where our business 
is coming from and we've got to 
work with them.” He cited a re- 
cent survey that showed 1,500 of 
the architects in the U.S. do 80% 
of the work. 

John Rose, Knoxville, _ said, 
“Architects look on wood with re- 
spect but they have felt special 
millwork was a senile, diminish- 
ing industry.”’ He praised the good 
work of TECO and pleaded for 
some place where architects could 
go to get information on the prod- 
ucts millworkers make. 

C. W. Fischer of the Hallack & 
Howard Lumber Co., Denver, de- 
fined special millwork as ‘“wood- 
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work individually designed for a 
special project” and said standards 
should be developed so architects 
could use them. 


“The Battle for Woods” 

Speaking on supplier coopera- 
tion, Thomas McHugh, Atlantic 
Lumber Co., Boston, said, “You 
are tied in with us in fighting the 
battle for woods. The NLMA is 
spending $100,000 not to sell a 
species of lumber but to sell 
WOOD!” He said 2,000,000 people 
will see the ‘‘World of Hardwoods” 
exhibit yearly and among these will 
be the youth of the country who 
“may think wood was something 
used 100 years ago that has no 
place in their lives today.” 

Joseph W. Sherar of the West- 
ern Pine Association, Portland, 
also spoke on the values of woods. 

Among other highlights of 
Thomas Holden’s talk were these 
points: 

“There are 20,000,000 new cus- 
tomers in the world for American 
business since 1945” ... “There 
are 51,000 new customers a week 
for American industry” .. . “39% 
of the people in this country are 
working and producing today”... 
“1953 has been a curious year; we 
have repressed the biggest boom of 
all time while the professional sob 
sisters looked around for some- 
thing to worry about and fear a 
recession”... “All I can see in the 
fine print is a slowdown (from 300 
to 270 miles an hour) brought 
about by the elimination of push- 
button profits” ... “As long as 
there is construction, there will be 
prosperity.” 


Reynolds Introduces New 


Do-It-Yourself Aluminum 


Reynolds Metals Co., Louisville, 
held a press party in the Mayfair 
room of the Blackstone hotel, Chi- 
cago, to “preview” the display of 
do-it-yourself aluminum it dis- 
played at the do-it-yourself show 
at Navy Pier, Chicago, Oct. 23 to 
Nov. 1. Several hundred guests 
enjoyed the company’s hospitality 
and saw actual demonstrations in 
which aluminum was_ sawed, cut 
and shaped with the same tools 
ordinarily used in working with 
wood. 

The new material is a novel de- 
velopment in the handcraft and 
home workshop field and includes 
material from which aluminum 
storm windows can be made at 
home, using either glass or plas- 
tic. National distribution of the 
new material began October 15 af- 
ter summer-long test marketing in 
the Louisville area. It is to be 
called “Do-It-Yourself Aluminum” 
and comes in embossed and plain 
sheet, rod, bar, angle and tubing. 

The material was tested through 

(continued on page 92) 
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This new Wallace floor 
and window display unit 
increases square-footage 
sales because it previews 
the advantages of floor-to- 
ceiling Wallace Decora- 
tive Wallboard covering. 
The Salesmaker Display 
Unit gives the customer 
an accurate idea of how 
the finished job will look 
—and, instead of buying 
only enough wallboard 
for the wainscoting, he can now see at a glance 
the added beauty and convenience of full-wall 
and ceiling installation. 


Each display unit holds 20 sliding panels 
(16” x 20”) of Wal-ite, Grani-lite, Satin-lite 


Prefinished Wall Panel 


Council 




















and Leatherboard which allow the clerk or 
customer to build a miniature demonstration 
wall in any color or pattern combination. This 
method of display employs the basic principles 
of selling—it gives customers an opportunity 
to handle merchandise, to get the feel of the 
product and to visualize exactly what they’re 
getting for their money! 


Overall measurements of the Salesmaker Dis- 
play Unit are only 27” wide, 11” deep and 
4514” high. Although the unit occupies little 
floor space, it’s the most effective selling display 
ever developed by the industry! 

Wallace dealers who are using the Salesmaker 
Display Unit report excellent sales results! You, 
too, can profit from this novel merchandising 
display. 

For complete installation information, see your 
jobber or write directly to the factory. 





10th and Fayette North Kansas City, Mo. - 
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wholesalers for final sale at retail 
hardware and building supply 
stores, with more than 100 dealers 
participating. Reynolds believes 
that its many farm and home ap- 
plications make the light but 
strong, rustproof metal a good 
item for do-it-yourselfers. 

The aluminum, which can be 
painted or finished many ways, has 
been tested by manufacturers of 
hand and power tools who are co- 


operating in the marketing. These 
include Atlas, Delta, Disston, Black 
& Decker, DeWalt, Stanley, Syncro 
and Skil. Distribution will be 
backed by national trade and con- 
sumer advertising and the new ma- 
terial is featured on the “Mr. Peep- 
ers” TV show. 

Louisville dealers found the 
product did not compete with any 
other material but that many cus- 
tomers planned to use the alumi- 
num to supplement wood, plastics, 
etc. A self-service display rack is 
available to dealers with first or- 


jail 


“DO-IT-YOURSELF ALUMINUM,” new product of the Reynolds Metals Co., 
was “previewed” at the Blackstone hotel, Chicago, before being taken to the 


Do-It-Yourself Show at Navy Pier. 


Several hundred guests saw aluminum 


cut, sawed and shaped with the same tools ordinarily used in working with 
wood. The household articles shown are a few made with the material 





Hollow Tree Redwood Co. 


Opens Eastern Office 


The Hollow Tree Redwood Co., 
Ukiah, Calif., has opened an office 
in Chicago to 
handle sales of 
its redwood 
products going 
into the east- 
ern area. F. L. 
Brown was 
named eastern 
sales manager 
by Max Barn- 
ette, general 
sales manager, 
Long Beach, Calif. 

Hollow Tree operates a sawmill 
and remanufacturing plant at 
Ukiah and is cutting about 40,000,- 
000 feet a year, about 50% of pro- 
duction in the upper grades, and 
a large quantity of it will be avail- 
able for the eastern market, said 
William M. Moores, president. The 
company also plans to air-season a 
quantity of commons in the sizes 
and g:ades in demand in certain 
areas, 

Hollow Tree's kiln capacity is 
not sufficient at present to handle 
its entire production of uppers and 
it has arranged for outside kiln- 
drying, but its own new kilns and 
added remanufacturing facilities 
will be in production soon and it 
will kiln-dry more upper grades. 

The company subscribes to the 
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F. L. Brown 


CRA department of inspection and 
grading and its head grader is li- 
censed by the association to mark 
for grade and certified dry. Hollow 
Tree expects shortly to offer a 
complete line of redwood items ex- 
cept moldings. The new Chicago 
office at 228 N. LaSalle St., under 
Brown, is expected to expedite the 
company’s orders and shipments. 


Northern Pine Mfars. Elect 
1954 Officers Slate 


J. A. Mathieu, Rainy Lake, Ont., 
was re-elected president of the 
Northern Pine Manufacturers As- 
sociation at its annual meeting in 
Minneapolis recently. Other 1954 
officers elected are W. Parker Ar- 
thur, Redby, Minn., vice-president 
and W. A. Ellinger, Minneapolis, 
secretary-treasurer. Mathieu and 
Arthur continue as directors, while 
new directors elected were Carl 
Dahlberg, Arthur N. Rajala and 
George M. White. 

Discussion of the request from 
the Gypsum association that the 
NPMA standarize on 14”x5,” and 
14”x7,” plastering grounds dis- 
closed that NPMA’s mills are not 
equipped to produce grounds in 
quantity. David J. Winton was 
named to succeed R. C. Winton on 
the board of the NLMA. The next 
pine grading conference was de- 
ferred until next spring. 


Hardware Men Convene 


The American Hardware Manu- 
facturers Association elected R. H. 
Coleman, Bridgeport, Conn., presi- 
dent at the 105th semi-annual con- 
vention in October at the Marl- 
borough-Blenheim hotel, Atlantic 
City. He succeeds Herbert B. Me- 
gran, Harvard, Ill. Vice-presidents 
elected were Franz T. Stone, Ton- 
awanda, N.Y.; Mark L. Lacey, 
Southington, Conn., and B. B. 
Wood, Piqua, Ohio. Arthur L. Fau- 
bell, New York City, was reelected 
secretary-treasurer. 

Lee L. Haines was named presi- 
dent of the National Association of 
Sheet Metal Distributors. About 
2,500 delegates attended sessions 
of the two groups and meetings of 
the National Wholesale Hardware 
Association. 


Tracy Kitchens Contest 


Tracy Kitchens, division of Edge- 
water Steel Co., Pittsburgh, has 
announced the Tracy Gold Rush 
salesmanship award for Kitchen 
Prospectors, to their distributors 
and dealers. A $45 pen and pencil 
set is being awarded to each per- 
son who qualifies by meeting the 
minimum salesmanship _ require- 
ments. 

Tracy Kitchens are manufac- 
turers of stainless steel sinks and 
steel cabinets. Complete contest 
details are available. 


Perlite Grants Seal 


Perlite plaster aggregate manu- 
factured by The Tennessee Prod- 
ucts and Chemical Corporation, 
Nashville, Tenn., with plants at 
Nashville, Tenn., Little Rock, Ark. 
and Jacksonville, Fla., has been li- 
censed to use the certification label 
of the Perlite Institute, it was an- 
nounced by Carl McFarlin, pres- 
ident. 

The Perlite certification program 
was established by the Institute to 
protect architects and contractors 
from unknowingly using sub- 
standard plaster aggregate. 


Manufacturers Announce 


KOPPERS COMPANY, INC., 
has appointed Douglas Grymes, 
Jr., to the new consolidated post 
of sales manager of the Wood Pre- 
serving division, said W. P. Arnold, 
vice-president and general man- 
age of the division. He will be re- 
sponsible for doth railroad and 
commercial sales, latter including 
sales supervision of pressure- 
treated poles, farm and highway 
fence posts wood treated for spe- 
cial applications at the 22 plants of 
the division from New Hampshire 
to Texas, and Delaware to Colo- 
rado. Additionally, J. M. Irvine, 
former commercial sales manager, 

(continued on page 94) 
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Fenestra* 


\4 7 / Is Telling Home Buyers 
ee About This New Window 



















in 
“Better Homes & Gardens” 


and 

“LIVING for Young Homemakers ” 

Have you considered it for your new homes? 
The FENESTRA RESIDENTIAL 
PROJECTED STEEL WINDOW 

. YOUR IDEAS CREATED THIS is available in these sizes: 

fs NEW WINDOW | 














BASE UNITS TYPICAL COMBINATI 
You wanted a protecting /i/t-out vent so that rain would bounce tee sw swe seo fen 8 a 
off, instead of coming in on your walls and furnishings. You roe er Pe rey re 














wanted a silt-in sill vent so that drafts would be deflected 
upward, instead of hitting you. 

You wanted a window with “horizontal-line” design so your 
house would look lower and longer. 

You wanted a window that was made of steel so it would be 
strong and rigid and stay that way. Steel, so it would never 
swell or stick. Super Galvanized (if you felt it necessary) so it 
would never need painting. 

You wanted to be able to wash your windows conveniently 
from inside the house. You wanted screens designed for the 
windows so they'd always fit snugly— made of steel so they'd 
never shrink. You wanted screens that you could slip on from 
: the safe, warm, comfortable inside of the house, and never 
re have to crawl up a shaky ladder. 

You wanted a truly modern window—designed for modern : sn 
living. So Fenestra* designed this new window and called it =e. 
the “Fenestra Projected Steel Window”. 
fe For full information call your nearest Fenestra Repre- And has these advantages: 
| sentative (listed in the yellow pages of principal city phone " me xe ‘ 

aah oit-aialt- the ae phos ote = pie A sane 1. Emphasizes modern architectural horizontal lines, 
WindoWalls, _ Casements, Basement Windows, Swing 2. Permits ventilation in any weathe ee 
' Doors and Sliding Closet Doors ie vents shed rain and defl : a eee 
; i eflect drafts. 
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3. Screened and cleaned from inside. Fenestra Win- 


} 
7 
RESIDENTIAL dows and metal ac ; 
| eCneseia STEEL WINDOWS lows and metal screens are designed for each other 


—always fit, can’t warp or swell or shrink 





WINDOWS + HARDWARE + CASINGS + SCREENS + STORM SASH 










: [oeaen--------------------------- 1. Quickly and easily installed—take same fins re 

Detroit Steel Products Company, j casings, ete., as famous Fenestra Case maby 
$ Dept. Al-11, 2246 East Grand Bivd., Detroit 11, Mich. ; BENE : 1 Fenestra Case ments. Go in 

opening . oe) ees . . 

| Please send me further information on: |_| Residential Projected, [_] Casements, | ie P iE quickly, easily, no fitting, trimming 

| (1) WindoWalls, [1] Basement Windows, |_| Residertial-type Swing Doors and | or finishing. Py 
i | (J Sliding Closet Doors. | = 
| Rie es pe wee gia ee ong | . Available Super Hot-Dip Galvanized so they do 

! . not need painting. 

treet —- - ——- - ——_——_—_-——— -——-— — 
> | | For >t , : 
| ) further information, call your Fenestra Repre- 
| sentative (listed in the yellow pages of principal 





city phone books) or write Detroit Steel Products 
Company, Dept. AL-11,2246 East Grand Blvd 
Detroit 11, Michigan, ~ 
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MANUFACTURERS 
NEW-TYPE 
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was named project manager, a new 
SCREENS ADD TO 


staff position, and Robert H. De- 
vine was named assistant manager 


MODERN of the consolidated sales depart- 


ment after 13 years in Kansas City 


sales. 
HOMES ARTHUR C. SNYDER was pro- 


moted to assistant district sales 
manager of the Chicago division 
of The Upson Company, Lockport, 
N.Y., said Harry R. Shedd, vice- 
president and sales director. Sny- 
der joined the manufacturer of 
laminated wall and ceiling panels 
for dry-built construction in 1947. 
Richard D. Eastridge is sales man- 
ager of the Chicago division. 

AARON MEISS was appointed 
eastern district manager, projects 
division, Mastic Tile Corp. of 
PEASE-FABRICATED HOMES, Hami!- America, and Gary Cresta was 
ton, Ohio, offer one of the most versatile named sales _ representative in 
K'Sstone Tension Screeneareeatsioeed | eastern Pennsylvania, southern 
as optional equipment. The Kirkwood New Jersey, Delaware and eastern 
model is shown here. Maryland. Both appointments were 
made by Carl Resnikoff, vice-pres- 
ident for sales. 

JOHN J. SHAND, southeastern 
regional sales manager of Clark 
Equipment Co., has moved his 
headquarters from Norfolk to At- 
lanta, announced Walter E. Schir- 
mer, vice-president of the indus- 
trial fork-lift truck and other ma- 


f terials handling equipment manu- 
@ no RUSTING facturer. 
BRUNING BROTHERS, INC., 
Baltimore, paint manufacturers, 
We LOW cosT has expanded its facilities with a 
new building of 20,000 square feet 
of additional space. It is expected 
to increase production to 5,000 gal- 


lons of paint per day of Bru-Tone, 
Bru-Lox, Hot R’ Dry and Bruning 


Asbestos Siding and Masonry Paint 
made from Pliolite S-5. 
THE R. D. WERNER CO., INC., 
held a special sales meeting at its 
TENSION general New York City offices to 
ALUMINUM FRAMELESS SCREENS introduce new lines and promotion 
plans for its Chromotrim metal 
Cash in on the new trend in modern screening ... feature the popular new moldings, Ardee sink frames, alu- 
Keystone Aluminum Frameless Tension Screens for all double-hung windows! minum ladders and clothes dryers. 
Ideal for new or old homes ... apartments ... motels... cottages .. . everywhere! Special plans were made to mer- 
Easily installed—no heavy frames to cut or fit. Saves 25 minutes per window in chandise the metal moldings and 
installation time. A neat and attractive full-length, low-cost screen of out- Alumiladders, which are being 
standing Jong life. Seals tight—with exclusive free floating sill bar... assures heavily advertised to tie into the 
snug fit at bottom . . . adjusts screen to uneven or off-level sill. Many more do-it-yourself market. R. D. Wern- 
plus features that mean profits for you! Send today for details. er announced the 1953 Alumilad- 
der volume had already surpassed 
the amount sold in all 1952. Cy 
Dunhorn, sales manager, conducted 
KEYSTONE WIRE CLOTH CO. the meeting and W. F. Aldridge, 
Dept. L14, Hanover, Pa. advertising manager, and Norman 
‘Gilbert, merchandising manager, 
spoke on new plans to stimulate 
tails on Keystone Aluminum Frameless Tension dealer sales. 
Screens. PAUL N. MILLER was appoint- 
ed regional manager in Texas, E. 
T. Butler named zone builder man- 
ager in the southeast, and D. R. 
Boehm, Jr., zone builder manager 
in the south central area, for 
Youngstown Kitchens by M. L. 
Ondo, sales manager. 
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ALL ABOUT WHOLESALERS 


SSDJA Winter Meeting 

The 14th annual winter meeting 
of the Southern Sash & Door Job- 
bers will be held December 7-9 at 
Hollywood Beach hotel, Hollywood, 
Fla. An attendance of 500 is ex- 
pected from the member jobbers 
and their suppliers; a complete 
program has been arranged for the 
ladies. 

“What in 1954?” is the theme 
around which business sessions 
have been built. Outstanding 
speakers will represent various 
segments of the building industry. 
Florida member jobbers will be 


Barney Gallagher 


hosts, with M. D. Ebert, Gate City 
Sash & Door Co., Fort Lauderdale, 
acting as chairman of the arrange- 
ments committee which includes 
Ed Crawford, Florida Plywood 
Service, Miami; Frank Berry, For- 
est Products Corp., Fort Lauder- 
dale, and R. C. Slack, A. H. Ram- 
sey & Sons, Miami. 

Entertainment will include a golf 
tournament, Miami Beach tour, 
bingo party, steak dinner, aquatic 
show and boat trip to the Ever- 
glades. Reservations are through 
the association office, said Barney 
Gallagher, secretary-manager. 


Bill Frese Establishes 


Conifer Lumber Sales 

Conifer Lumber Sales has en- 
tered the wholesale lumber busi- 
ness with offices in Town & Coun- 
try Village, suburban trading cen- 
ter of Sacramento, Calif. William 
L. Frese is general manager and 
active partner in the business. 
Frank V. Amaral, president of 
Oregon Creek Lumber Co., with 
mills in Marysville and Campton- 
ville, Calif., is associated in it. 

Frese is a third generation lum- 
berman on both sides of his family. 
His father, Otto Frese, is a San 
Francisco lumber wholesaler. In 
Peru, the family has a sawmill, re- 
tail yards and a furniture factory. 
Conifer will be national distribu- 
tor of West Coast Coniferous Tree 
Products. 


BuitpiInc Propucts MERCHANDISER 








Texas Heard From 


The Donover Co., of Beverly 
Hills, Calif., recently completed 
a sale to the Berns Lumber Co., 
Dallas, of 2,730,000 feet of Doug- 
las fir plywood on a 4%” rough 
measurement basis, through 
Henry C. Sutton, Dallas whole- 
saler. Order is being shipped 
from Portland, Ore., at the rate 
of two cars a week for a period 
of approximately six months. 
It is one of the largest single 
plywood sales in recent months, 
according to W. E. Calhoun, 
manager of Donover Co. 











Resume Dealer Clinics 


The Genesee Reserve Supply Co., 
Rochester, will continue its policy 
of promoting lumber dealer sales 
and merchandising clines this fall 
and winter, with the first sched- 
uled for the Powers hotel, Roches- 
ter, N.Y., at 8 p.m. on November 
16. The Barclay Manufacturing 
Co. will introduce a new plastic- 
faced panel for interior wall treat- 
ment. 

Genesee general manager Ray 
P. Birmingham said this type of 
dealer - wholesaler - manufacturer 
clinic is the building industry’s an- 
swer to the consumer seeking im- 
provement and remodeling ideas. 
Last year more than 500 dealers 
and their employes attended the 
five clinics sponsored by Genesee 
Reserve and the Wood Conversion 
Co., Olympic Stained Products Co., 
Bird & Sons, the Johns-Manville 
Co. and the National Manufactur- 


Hourly demonstration of a Mira- 
plas wall tile installation attracted 
as many as 125 spectators at a 
time during the Harrisburg Build- 
ers Show. The display was spon- 
sored by C. D. Bender, Harrisburg 
flooring dealer. An estimated 350,- 
000 attended the central Pennsyl- 
vania show, which ran one week. 
Dealer Bender is looking on, at 
right. The show afforded an op- 
portunity to display five new Mira- 
plas colors — forest green, char- 
treuse, carnation pink, dusty rose 
and cloud gray—all of which won 
immediate popularity. The demon- 
stration sparked interest in the 
Miraplas do-it-yourself kit, as well 
as contract work. 


Blick Sponsors Clinic 


The T. C. Blick Plywood Co., 
East Hartford, Conn., sponsored 
a plywood clinic for all Hartford 
county lumber dealers Oct. 22 and 
29, and Nov. 5 and 12. Subjects 
included the do-it-yourself market, 
uses of plywood and advantages of 
the material. Among clinic speak- 
ers were Sam Scoville, DFPA 
northeastern representative; Dan 
McNeil and Richard Johnson, Ma- 
larkey Wood Working Co., Port- 
land, Ore., and Thomas C. Blick. 


WHOLESALERS ANNOUNCE 


Chet Astrup was appointed Pa- 
cific northwest representative out 
of Seattle for the Tavart Company, 
manufacturer of jamb and track 
type hardware for overhead garage 
doors, by S. Glenn Varley, general 
manager of the Paramount, Calif., 
firm. Astrup has been in sales and 
distribution of builders’ hardware 
for 24 years. 

William D. Prevost was named 
assistant traffic manager of Forest 
Lumber Co., Pittsburgh, national 
lumber wholesalers. 


OBITUARIES 


CLYDE H. FISHER, 62, president 
of the Monticello (Ind.) Lumber & 
Coal Co., a retail yard, and a lumber 
salesman for Georgia-Pacific Ply- 
wood Co. died recently in Logansport 
Memorial hospital. Prior to his con- 
nection with G-P, Fisher had worked 
as purchasing agent with another 
wholesale firm and as a lumber yard 
manager. He leaves his wife and two 
sons. 

LEE BRUCE MENEFEE, 88, died 
after a long illness at his Portland, 
Ore. home. He was prominent for al- 
most 50 years as a major operator 
in the northwest, where he went in 
1906 after having formed the L. B. 
Menefee Lumber Co. at Houston in 
the 1890's, a retail business that 
spread all over Texas. He went into 
the manufacturing and wholesaling 
of lumber and shingles in Oregon un- 
til 1928, when he retired, but con- 
tinued timber operations until the 
early 1940's. 

CLARK DICKERSON, 60, died 
from a heart attack Oct. 22 in Man- 
itowoc, Wis., as he was driving to 
the boat which crosses the lake to 
Reed City, Mich., where he had the 
Clark Dickerson Lumber Co. He was 
an active member of the Northern 
Hemlock and Hardwood Manufactur- 
ers and had served on the Inspection 
Rules committee of the NHLA. 


EDWARD E. JOHNSON, 63, died 
at his home in Toronto, Ont. The 
millionaire lumberman made his for- 
tune in the lakehead area but his 
$5,000,000 sawmill at Fort Williams, 
Ont., had been closed and his fleet 
of tugs idle since 1950 because he 
couldn't get cutting rights. He or- 
ganized the Pigeon Timber Co. 

ROBERT STUART LADUE, 69, 
retired member of the New York 
City lumber firm of Stulman-Emrick, 
died at his home in Mandarin, Fla. 
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THE LUMBER MARKET 


Fir Plywood Orders 
Top Production 


Fir plywood orders topped pro- 
duction for the week ended October 
17, according to the Douglas Fir 
Plywood Association. The data is 
based on information from 74 
mills. 

Production totaled 63,996,000 
feet, or 90.3% of capacity, com- 
pared with 61,865,000 the preced- 
ing week. New orders were about 
72 million feet, compared with 
about 76 million. The unfilled order 
file climbed for the second succes- 
sive week, almost reaching 195 
million feet or more than 21% 
weeks’ production at full industry 
capacity, compared with about 185 
million a week before. 

Shipments were 63,979,000 feet, 
or 90.3% of capacity, compared 
with 67,712,000 a week earlier. 

Recent indications pointing to 
price stabilizing at $75 or $76 a 
thousand feet for quarter-inch A-D 
are a result of the large number of 
orders coming into mills at the 
$72 level reached in the week end- 
ed October 17. While there is still 
some business being done at $72, 
manufacturers are not eager to 
sell at that figure. 


Lumber Shipments 4.5% 
Below Production 


Lumber shipments of 518 mills 
reporting to the National Lum- 
ber Trade Barometer were. 4.5% 
below production for the week end- 
ing October 24. In the same week, 
new orders of these mills were 
14.0% below production. Unfilled 
orders of the reporting mills 
amounted to 31% of stocks. For 
the reporting softwood mills, un- 
filled orders were equivalent to 19 
days’ production at the current 
rate, and gross stocks were equi- 
valent to 60 days’ production. 

For the year to date, shipments 
of reporting identical mills were 
2.2% above production; new or- 
ders were 1.2% above production. 

Compared to the average cor- 
responding week in 1935 - 1939, 
production of reporting mills was 
69.6% above; shipments were 
66.5% above and new orders were 
60.2% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
0.6% below; shipments were 8.1% 
below; and new orders were 19.9% 
below. 
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Wood’s Lost Markets 

New homes built in 1953 will 
total over a million but they will 
use less lumber than 396,000 did 
in 1916. Wood has lost 90% of the 
roofing market, 25% of the floor- 
ing market and 30% of the win- 
dow market for new homes, One 
reason given is the wide variance 
in prices. Taking 1926 as an av- 
erage, lumber prices are up 252% 
yet general building materials 
have increased only 127%. 

Competition has not spurred 
the lumber industry to produce a 
better product. Retailers and con- 
sumers are accepting substitutes 
which wear well, save on construc- 
tion costs. They come into our 
yards as ordered, are 100% usable, 
and above all they are improved 
by constant research. It just could 
be that research is the answer to 
the lumber producer's problems. 

Don Campbell, Secretary 





Kentucky Retail Lumber Dealers Assn. 








Valley Timber Exporters 
Organized at Vancouver 


Organization of a new timber 
sales company to provide seven 
mills in the Fraser Valley and at 
Vancouver, B. C., with a United 
Kingdom market has been com- 
pleted. The company will be known 
as Valley Timber Exporters, Ltd. 
and will charter its own shipping 
space. It will work with the Ed- 
ward Chaloner Company of Lon- 
don, England. 

Bert Keeely, of Empire Mills, 
Ltd. said the project will be a 
miniature Seaboard Lumber Sales 
Co. which is a marketing organiza- 
tion at Vancouver which serves a 
number of large mills in the area. 
Associated with Keeley in the proj- 
ect is Peter Bain of the Princeton- 
Trail Sawmills. Other associated 
companies are the Cameron Lum- 
ber Mill, Mission; Thomas Lumber 
Co., Mission; McMahon Lumber 
Co., Mission; P. Hammer & Son 
Sawmill, Harrison Bay; W. Wat- 
kins Sawmill, Hope; Corbett Saw- 
mills, Hope and Keeley Lumber 
Co., Ltd. of Vancouver and Squa- 
mish. 

L. Lucas has been appointed 
manager, assisted by Glen Crosbie. 
Leslie Ward of London is presi- 
dent. The Edward Chaloner Co., 
lumber brokers has been in busi- 
nes in England since 1810. 

At the start, the Vancouver 
company will charter space on 
ships leaving Vancouver but even- 
tually, Keeley says, they hope to 
have enough volume to charter a 
whole ship at a time. Combined 
output of the mills in the group is 
250,000 board feet a day. Keeley 
says 150,000 board feet is going to 
the export market. 


Strikes Close 
40 Canadian Mills 


Pickets have shut down 40 lum- 
ber mills in the northern sector of 
British Columbia’s timber-rich in- 
terior. The International Wood- 
workers of America, CIO, called 
2,000 members off the job follow- 
ing a government-supervised strike 
voted after rejection of a concilia- 
tion board majority award by the 
Interior Lumber Manufacturers’ 
Association. The award was for a 
six cent hourly pay increase. 


Dealer Sales Off 
At Baltimore 


The building construction indus- 
try is rolling to a surprising climax 
for the year, but the lumber yards 
of the city are not sharing corre- 
sponding prosperity. 

As the tenth month was rounded 
out, some local lumbermen say bus- 
iness is quiet but firm; others re- 
port it dull; a few say it’s bad. 
Whatever the cause, and whatever 
the results for the last two months 
of 1953, lumber yards here definite- 
ly will not match last year’s busi- 
ness, and even it left something to 
be desired. 

There is very little change, if 
any, in the southern pine situation 
reported a few weeks ago. Mary- 
land mills have been favored with 
excellent weather for their work, 
but the exceptional dryness since 
mid-summer has increased danger 
of forest fires, and some timber 
tracts have been destroyed, and 
others endangered. 

Southern pine from sources far- 
ther away is arriving in sufficient 
quantities for current needs, but 
no special price concessions are be- 
ing offered, Baltimore dealers say. 

Fir from the West Coast is off 
somewhat, especially in the lower 
grades, as is the case with the 
lesser quality Ponderosa and sugar 
pine. 

Plywood prices are more favor- 
able, but this “stock market item 
of the lumber trade,’’ as one dealer 
expressed it, is not attracting ad- 
ditional buying on the downturn. 
Some dealers have been badly 
burned as plywood took a nose- 
dive when they had more than am- 
ple supplies. 

Hardwoods are holding steady 
as usual, particularly in the upper 
grades. One dealer reported a fa- 
vorable offering at $12 off in car- 
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here’s the remodeling book they grab for! 


Space-cramped home owners all over the country are 
grabbing this booklet from lumber dealers’ counters— 
then ordering windows, flooring, wallboard and a host 
of other materials. And no wonder! This new Ponderosa 
Pine booklet contains 30 constructive ways to remodel 
homes for better living—shows actual floor plans— 
gives helpful hints and down-to-earth planning ideas, 


yn wate 


WOODWORK 


Buitp1nc Propucts MERCHANDISER 


Send for your free sample copy of 
this sales-building book 


See for yourself why it can act like another sales- 
man for you, increasing your volume and profits. 
Once you see “How to Stretch Your Home;" you'll 
want to order copies in quantity for your customer 
list. Mail the coupon! 


Ponderosa Pine Woodwork 
Dept. WAL-11-16, 38 South Dearborn Street, 
Chicago 3, Illinois 
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LUMBER MARKET 
(begins on page 96) 


load lots, but said it was not in- 
dicative of the market in any sense. 

The price concession mentioned 
above was for best clear oak floor- 
ing at around $187 per M delivered. 
There is a steady demand for maple 
flooring with the top at $243 cur- 
rently, and. other grades at $198 
and $138. With numerous schools 
and other buildings under way re- 
quiring substantial amounts, some 
yards have had attractive busi- 
ness. 


Georgia-Pacific 
Boosts Plywood Prices 

Georgia-Pacific Plywood Co. has 
increased plywood prices to $80 a 
thousand feet from $76 for bell- 
wether grade quarter-inch A-D. 

Lewis A. Pick, vice chairman of 
the company, said the price boost 
is effective immediately, based on 
price at time of shipment. There 
may be further adjustments, he 
said, adding: “There has been a 
considerable upturn of new orders 
and there is a substantial backlog 
of orders.” 

Most major plywood operators 
in the Pacific Northwest have been 
operating for several days at the 
price of $76, up $4 from a low in 
some cases of around $72 a thous- 
and feet several weeks ago. 


Buying Limited 
At Kansas City 

The lumber business continued 
on the quiet side in the last few 
weeks, with retailers inclined to 
mark time on their purchases. With 
prices steady and not showing any 
degree of strength or weakness, the 
line yards and other purchasers 
feel relatively safe price-wise in 
limiting their demands to nearby 
needs only. 

It was reported that retailers are 
doing more ripping and cutting to 
avoid buying than ever before. In 
many instances yards are resort- 
ing to switching with other yards 
in the community rather than buy 
lumber. For instance, one yard may 
want 2x4’s and has a surplus of 
2x6’'s, while another may want 
2x6’s and has a supply of 2x4’s. 
The two will do some switching and 
make adjustments in the transact- 
tion. 

Buying of lumber in the farm 
areas has been particularly dull, 
with farmers in the south busy 
with the cotton picking season and 
farther north occupied with the 
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Plywood Starts Up 

Atlas Plywood Corp. and its 
subsidiary, Plywood, Inc., have 
announced an increase in the 
mill price of fir plywood to $80 
a thousand feet from $76 on 
the 4” basic grade. It may 
signal a new day after the re- 
cent slump, as increases in the 
rest of the line usually follow 
automatically an increase in 
the basic sizes. Both companies 
report a substantial increase in 
recent orders. 

Atlas’s action followed a sim- 
ilar recent move by Georgia- 
Pacific Plywood Corp., which re- 
ported a good order backlog. 
These increases would seem to 
indicate a halt has been called 
in the steady price reductions 
by fir plywood producers and 
distributors in recent months. 
Action is also being awaited by 
the Weyerhaeuser interests, M 
and M Woodworking Co. and 
other leading plywood manufac- 
turers. 











corn harvest. The drought also is 
affecting lumber business through- 
out the southwest, as well as the 
tight mortgage money situation. 

The Federal Reserve Bank of 
Kansas City in its report of lumber 
sales by 174 line yards in seven 
southwestern states stated that 
volume in September was 29% less 
than a year ago, while the nine- 
month decline was 17%. Inven- 
tories of the same yards at the 
close of September was 3% less 
than a year earlier. Wholesale 
lumber sales, the bank said, were 
up 3% in September, as compared 
with a year earlier. 


Weak Demand Shown 


In Seattle Prices 

Prices are hovering at levels 
close to those of a fortnight ago 
but are spotted with items that be- 
tray a weak demand. While the im- 
portant fir market retains most of 
the previously announced figures, 
flat grain flooring is $5 weaker and 
most board items are down two to 
seven dollars, and No. 3 green di- 
mension is at least two dollars off. 
No. 2 B and Btr. green dimension 
tends to weaken. Strikes have re- 
duced production. Transits are do- 
ing fairly well. The market on the 
east coast has firmed a little. 

Hemlock uppers are weak and 
flat grain flooring and drop siding 
items have declined $5-$10. All 
hemlock uppers are in good supply. 
Shingles are little changed with 
No. 2 Royals and No. 2 Perfec- 
tions and 5X a little stronger. The 
market is described as slow. Red 
cedar lumber is quoted at familiar 


prices but orders depend upon 
specifications and each transaction 
is an individual dicker. 

Pine and spruce lumber are 
steady but the strike in British 
Columbia has become extended and 
tends to firm spruce items. 

Log prices on Puget Sound are 
unchanged, but good logs are 
scarce. Loggers look to the immi- 
nence of winter to firm prices. The 
Japanese are buying lots of fir and 
hemlock logs in the lower grades. 


Tacoma Market Remains 


Comparatively Quiet 

There is little demand and the 
lumber market in and about Ta- 
coma consequently is maintaining 
a status of comparative quiet. Such 
shipments as are being made are to 
fill orders; those on file are being 
cleaned up rapidly. Mill stock piles 
are accumulating rapidly and the 
situation generally does not seem 
to be conducive to one of continued 
heavy production. Although the 
weather conditions have been ex- 
cellent, many logging operators are 
showing an inclination to reduce 
operations and camp layoffs are in- 
creasing, although most camps still 
are in operation and probably will 
continue to be, but on a curtailed 
basis until adverse weather com- 
pels suspension. 

Despite the quiet market, oper- 
ators continue to show interest in 
public-owned timber. One of the 
largest single sales reported re- 
cently by the state lands commis- 
sioner was a 640-acre tract of tim- 
ber in Pacific county. This went to 
the Schaefer Brothers Logging Co. 
for $348,300, which was more than 
the appraised value of the timber. 


Southern Pine 
Orders Off Slightly 


Orders for southern pine lumber 
decreased for the week ended Oc- 
tober 24 and they were substantial- 
ly less than the corresponding 
week a year ago, according to fig- 
ures released by the Southern Pine 
Association, based on information 
from 121 mills. 

Orders totaled 16,126,000 feet, 
compared with 17,095,000 the pre- 
ceding week and 20,321,000 during 
the same week a year ago. Similar 
comparisons of shipments are 16,- 
905,000, 17,736,000 and 18,834,000 
and for production 18,919,000, 19,- 
206,000 and 20,312,000. 

Expressed in percentages from 
the preceding week orders were off 
5.6%, shipments were down 4.6% 
and production was down 1.4%. 
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Gn 
Pi a\nS abundant ability wood 


Bevel and bungalow sidings of West Coast Hemlock excel in all the 
requirements of a beautiful, durable outside wall covering. 


Interior walls paneled with bevel siding of West Coast Hemlock 
give this room a distinctive and novel atmosphere. 


Weyerhaeuser 4-Square 





cost TMI LOCK. 


The Ability Wood 


Those who are working with West Coast Hemlock 
know it is strong, easy to cut and fit, and remark- 
ably free from checking and splintering. In com- 


Fortunately, there are abundant stands of this 
superb ability wood on the West Coast... ina 
climate which produces superior Hemlock. 


parison with other species, this ability wood also 
is distinguished for its fine texture, straight grain 
and freedom from pitch. These qualities—and 
other features—make West Coast Hemlock one 











of our finest, most popular soft woods. 


PROPER PENT, 


°F HEMLOCK 


@ Weyerhaeuser takes this abundant 
ability wood and through scientific 
logging, accurate: sawing, controlled kiln- 
seasoning, precision surfacing, proper 
grading, careful handling and shipping, 
produces a wide range of 4-Square West 
Coast Hemlock lumber products. 





EXPAND YOUR 


BuILpINnG Propucts MERCHANDISER 


a 





MARKET FOR 


Properly kiln-dried, and carefully manufactured 
by Weyerhaeuser, 4-Square Hemlock has great 
merit as a dependable soft wood. It is manufac- 
tured in bevel siding, bungalow siding, flooring, 
framing, ceiling, drop siding, sheathing, boards, 
paneling, moulding and other items. These prod- 
ucts are used interchangeably with other multi- 
purpose, softwood species. 

Because Hemlock is such a remarkably versatile 
wood —because it is so abundant—and because 
it has a long record of successful service in a wide 
variety of applications, dealers find it is good busi- 
ness to sell its outstanding characteristics and uses. 

Write for literature that will help you sell more 
Weyerhaeuser 4-Square West Coast Hemlock— 
the abundant ability wood. 


LUMBER ‘AND SERVICES 


WEYERHAEUSER SALES CO,, ST. PAUL 1, MINN, 


(To obtain more data on advertised products see page 105) 


Weyerhaeuser 4-Square 


HEMLOCK...THE ABUNDANT ABILITY WOOD 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 


sidered as current on the day the magazine is received. 


The prices should be 


useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 


Bold face listings denote 


market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertien! Gratin Flooring 
B&Btr Cc D 
1x4 165.00 155.00 100.00 
Gratin Otesctng 
x4 ..130.00 
ixé 155.00 
Drop Siding 
1x6 (Pat. 
ix6 (Pat 


Celling 
>< ian 


125.00 
1360.00 


80.00 
105.00 


150.00 
160.00 


#106) 155.00 
#116) 155.00 


95.00 
90.00 


.-125.00 123.00 60.00 
116-126 120.00 80.00 


Honrda and Bh plap and 2” (Green) 
1x8 1x10 1x12 
me; 2. : sa oe 59.00 58.00 60.00 
a aa ..53.00 653.00 53.00 55.00 
No, 3 44.00 46.00 44.00 46.00 
No. 1 Dimenston 
1% 14 16 18 20 
2x 4 62.00 62.00 64.00 61.00 6 1 00 
2x 6 61.00 13.00 62.00 61.00 60.00 
2x & 63.00 200 69.00 61.00 6 ; 
2x10 61.00 52.00 51.00 61.00 61.00 
9x12 61.00 f 00 Hf 00 61.00 61.00 


00 


No. 2 Dimension 
ox 4 57.00 57.90 59.00 59.00 59.00 
ox & 56.00 58.00 57 00 58.00 57.00 
2x & 68.00 57.00 54.00 56.00 56.00 
2x10 56.00 58.00 5G on 56.00 56.00 
2x12 56.00 54.00 64.00 56.00 56.00 
No, 2 Dimension /1, Only 
2x 4 ° . 40.00 
35.00 
. 83.00 
2x10 ..+-29.00 
2x12 29.00 
(Add $10-12 fo tr lum be 





RED CEDAR SHINGLES 


Neoyals 
No. 1 24” 13.76-14 
No, 2 24° 7.00-7. 
No. 3 24” $5. 
Verfections 
No. 1 18” 10.00-10 
No. 2 18” 4.50- 
No. 3 18” 3.75-! 
ZXXEX 
No. 1 
No. 2 16” 
No. 3 





WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
enra, new bandling, @ to 1 arer 
Neveled Siding, Ye Inch 

“an “Br 

70.00 45.00 
75.00 65.00 
x6 inch .. 95-100 95.00 TK.00 

Y%x8 Inch 120-125 120.00 85.00 
Clear Dunantow Siding, “% Inch 

& Inch .160.00 155.00 130.00 

10 inch 190.00 180-185 160.00 

12 inch 190.00 1856.00 160.00 
Finish Band Ber. 82 or 48, 
®@ to 1% or Rough 

Ix 8 226.00 

1x10 oa . 240.00 

1x12. . 255.00 

Celling or Wteertng. n ‘end Ber. 9-10’ 

R&Btr. e D 

1x3 aveween 120.00 100.00 90.00 

1x4 ie . .120.00 115.00 95.00 

Discount on ‘mouldings 620’ -20° odd 
lengths. 

Series 8,000 
ating under 4.00—list plus 85 per 


x4 inch 


Yoxhi inch 80.00 


= 
Listing 4.00 and over—list plus 35 
per cent. 
Clear Lattice, 5/16" x 1-3/4"—2 to 1” 
100 lin. ft. 1.50 


100 


WESTERN PINES 


Ponderosa Pine 

5/4 RW 

Selects and 
28 or 4S 6/4 RW 8/4 RW 
C& Btr RL 255.00 265.00 
No.1 No, 2 
110.00 
110.00 


4/4 RW 
250.00 


Commons, 82 

No. 4 
55.00 
55.00 


ix 8 RL 
Ixi2 RL . 120.00 
Idaho White Pine 
Selects S82 or 48 
- 1x4 1x6 x10 
C & Btr RL 265.00 265.00 265.00 270. 00 
D RL ......225.00 225.00 225.00 240.00 
Commons, S2 or 48 No.1 No.2 
f 143.00 
149.00 


No. 3 
. 110.00 
184.00 110.00 
Sugar Pine 
Selects 
4/4RW 5/4 RW 
.260.00 275 





OAK FLOORING 


White Pis x2% Wx1% ie 
ai 0 5 
Red 139-08 ee 00 


Sel. Pinin 
White 175.00 145.00 
Red 178.00 150.00 


#1 Com 
Pin. White 
& Red = 160.00 
#2 Com. 
Pin. White 
& Red = 110,00 
#1 Com, 
& Btr 
Shorts, 
114” 115.00 80.00 97.00 
F.O.B. Memphis mills 


177-00 


167.00 
167.00 


130.00 145.00 125.00 


70.00 82.00 77.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B&Btr. 


D 
1x4 Heart . 233.00 182.00 


Flat Grain Flooring 


1x4 mp 165.00 
1x6 , - 180.00 


Drop Siding 


1x6 (Pat. #106) 175.00 
1x6 (Pat. #116) 175.00 
Boards & Shiplap 
1x6 1x8 
No. 1 .194.00 107.00 
No. 2 .. 78.00 81.00 
No. 3 .. 63.00 68.00 
No. 1 Dimension 
12 14 16° 48 
93.00 95.00 105.00 
2x 6 92.00 94.00 92.00 101.00 
2x 8 95.00 95.00 95.00 105.00 
2x10 1092.00 103.00 102.00 115.00 
igen 112.90 112.00 112.00 122.00 
No. 2 een 
ox 85.00 86.00 
%% ; 77.00 77.00 
2x 8 75.00 76.06 
2x19 81,00 88.00 82.00 95.00 5 
2x12 838.00 83.99 83.00 100.00 100.00 
No. 3 Dimension R/L Only 
2x 4 60.00 
2x 6 
2x & 
2x10 
2x12 


120.00 
130.00 
25.00 
25.00 


%x 4 99 an 


88.00 
77.00 
72.00 85.00 


98.00 
89.00 


REDWOOD 


Bevel Siding 


V.G. Clear All Heart.. 90.00 
V.G. Clear All Heart. 117.06 
V.G. Clear All Heart. 128.90 
V.G. Clear All Heart 
V.G. Clear All Heart 

0 V.G. Clear All Heart.. 

3 V.G. Clear All Heart 
Vv G. Clear All Heart. 
V.G, Clear All F 
V.G. Clear All Heart 


Note: A grade V.G. Redwod Siding 
$5.00 less for 2, % and % in above sizes. 
Anzac Siding 
1x10 V.G. Clear All Heart £40.00 
lv12 V.G. Clear All Heart 250.00 
Note: Deduct $15.00 for A Grade. 


Finish 


Ix 4 Clear Heart S48 
1x 6 Clear Heart S48 
Ix 8 Clear Heart S48 
1x10 Clear Heart S48 ‘ 
1x12 Clear Heart S48 . - 225.00 


Note: A Grade 1x4, 1x6, 1x8 deduct 
$10. 1x10 and 1x12 deduct $15. 


165.00 
185.00 
. 200.00 

215.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. ¢ D 
1x4 eeeeeeeess+ 150.00 140.60 100.00 


Flat Grain Flooring 


125.00 120.00. 
155.00 150.00 


. 75.00 
‘100.00 
Drop Siding 

1x6 (Pat. 

1x6 (Pat 


#106) 140,00 
#116) 140.00 


135,00 
135.00 


95.00 
95.00 


Ceiling 
4x4 105.00 100.00 
BBE nose -«+-110-125 105-110 


ae a and Shiplap and 
a Dry) 


70.00 


90.00 


1x6 1x8 
No. vocestnee - 9600 
No. 67.00 69.00 
No. 3 .....50.00 62.00 


No. 1 Dimension 
12° 14° 16° ' 20° 
63.00 63.00 66.00 66.00 66.00 
63.00 64.00 63.00 66.00 66.00 
65.00 64.00 63.00 63.00 63.00 
62.00 65.00 63.00 63.00 63.00 
63.00 63.00 638.00 63.00 69.00 


No, Dimension 
2x 4 59.00 59.00 62 
2x 6 59.00 60.00 59. 
2x § 61.00 61.00 59. 
2x10 59.00 61.00 49 
2x12 69.00 59.00 59.00 


No. 3 Dimension R/T. Only 
2x 4 4 
2x 6 ain 
2x 8 . 4 
45 
45 


62.00 62.00 
62.00 62.06 
59.00 64.01 
59.00 64.00 
59.00 64.00 


2x10 
2x12 


00 
.00 
.00 
00 
00 





ENGELMANN SPRUCE 


Boards and me 

(dry) x6 1x8 1x10 
No. 2&Btr. die. 00 110.00 110.00 
No. 3&Btr 75.00 75.00 75.00 


No. 1 Dimension 
12° 14° 16’ 

67.50 67.50 

67.40 

67.50 

67.50 

67.50 


Dimension 
60.00 60.00 
2 60.50 60.50 
®x 8 59.50 59.50 
2x10 62.50 62.50 
®x12 59.50 59.50 
(Boards graded No. 2, at 
price; no price for straight No 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 


67.50 
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IMPORTANT NEWS for Building Material Dealers 
How to increase your sales in 1954 ! 


Better Homes and Gardens 
offers you a tested, sure-fire plan 





It’s a fact! 2,750,000 Better Homes and Gardens families did major 


remodeling or repairing in the last 3 years. 





It’s a fact! 1,125,000 Better Homes and Gardens families built or 


bought new homes in the last 3 years. 





It’s a fact! 


3*4-million Better Homes and Gardens families are your 
prime market. 





Socashin! — Just fill out and mail the coupon. You'll get complete 


details about a special BH&G promotion program designed 
to boost your sales and profits in 1954. 











Here’s what other building supply dealers say: 


e “You people are doing a won- e ‘This deal looks like one of the 








BUILDING 





MEREDITH PUBLISHING COMPANY Des Moines, lowa § City— 


Propucts MERCHANDISER 


derful piece of promotion for the 
retail lumber dealer.’’ 


“Your sales appeal was over- 
powering. Please enter our firm 
in the Building Material Dealer 
Program.” 


best that has come to my atten- 
tion in a long time.” 


“We are enthused... compliment 
you... you have given the small 
dealer the possibility of adver- 
tising and promoting in a big 
way for a low cost.” 





Name— 


BETTER HOMES & GARDENS 
Merchandising Division, Des Moines, lowa 








BMD 10-E 


Please rush me complete details on your special program designed to help me increase 
my sales of building materials in 1954. 





Title 





Company-— 





State 





(To obtain more data on advertised products see page 105) 





YOUR PROFIT-MAKING FORUM 


Check-list for Profits 


Here’s an easy way to make a hit with Christmas 
shoppers and boost your gift sales during the last- 
minute rush. Get your printer to run off some low-cost 
handbills like the big chain grocery stores use—list- 
ing a wide variety of attractive gift items, with each 
suggestion followed by the exact price or price range. 

At the top of your handbill, feature a headline in 
good big display type such as, “EASIER CHRIST- 
MAS SHOPPING!” And underneath, use two or three 
lines of copy such as, “Save hours of time and 
bother by shopping with this handy gift suggestion 
check list. Ideas for the whole family from $1 up. 
Our hostess at the Information Desk will tell you 
where everything is.”’ 

There are many ways you can use such check lists. 
One of the best is to have a pretty young girl with 
a friendly smile stand just inside your front door and 
distribute them to customers as they come in. You'll 
also have a much better chance of selling more if 
you set up a really good information desk at your 
entrance during the rush. 


... added attractions 


Another good way to attract more Christmas shop- 
pers is to mail these check lists to the wives of your 
best customers. Remember, women do most of the 
heavy Christmas buying for the whole family—are 
always frantic for good ideas at moderate prices 
at the last minute. 

You can also reel in more cash customers by hav- 
ing someone distribute your check lists to shoppers 
passing by outside, and to everyone stopping to look 
at your window displays. To your customers, your 
handbills mean faster, easier shopping. They are a 
quick easy way to acquaint many more people with all 
kinds of gift items you carry. 


. . wide open market 

Are you located in or near an area loaded with 
apartment houses? You’re missing a good bet for extra 
sales if you are not aiming special gift promotions 
toward apartment-house dwellers. Hundreds of fam- 
ilies living in such cramped quarters are naturals for 
all kinds of clever space-saving bathroom, closet and 
kitchen gift accessories. 

Yet most of these people associate lumber dealers 
only with new homes — have no idea you can help 
them with their problems — are an even better 
source of ingenious space-saving gift ideas than de- 
apartment houses? You’re missing a good bet for extra 
market with some special newspaper ads and mailing 
pieces written along these lines. 

LIVING IN CRAMPED QUARTERS? 
Hundreds of ingenious, space-saving gift 
ideas for the whole family! Your friends 
will love these smart space-savers, too. 

Below, run big display-type headings like these: 
“FOR CLOSETS,” “FOR KITCHEN,” “FOR LIVING 
ROOM,” “FOR BATHROOMS.” And underneath each 
heading, list some of your best gift ideas, giving the 
exact price or range. For example, “Built-in Cabinets 
to fit any size space, starting at $0.00.” The more 
specific you are, the better. Also, be sure to lead off 
with some good gift ideas that cost only $1 to $5. 


By Norm Advertising, Inc 
New York, N. Y. 
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... easier buying 

Here’s another way to make it much easier for peo- 
ple to shop for gifts in your store. In each of your 
display windows, feature giant-size posters in stand- 
out colors, with lettering which says, “STUMPED 
FOR IDEAS?” And underneath, run a wide variety 
of smart gift ideas, with the price after each one. 

When customers are foot-weary and rushed, extra 
thoughtfulness always pays off. So use large, easy-to- 
read sub-heads in each of your posters like these: 
“For Your Wife, Mother and Sisters—,”’ “For Your 
Husband, Father and Brothers—,” ‘For Teen-Age 
Sons and Daughters—,” “For Small Boys and Girls.” 

For maximum pulling power, use different gift sug- 
gestions and different subheads. For example, in your 
second poster list a wide variety of gift ideas under 
large sub-headings reading, “Under $1,”’ “Under $5,” 
“Under $10.’ These are the kind of suggestions that 
tell passing shoppers at a glance that you can help 
them! 

At the same time, run a strong newspaper cam- 
paign along similar lines. Remember, the important 
thing is to reach out to people in as many ways as 
you can, because normally most people never think of 
a lumber yard as a source of Christmas toys. They 
have to be educated to this fact. The more specific 
suggestions you offer in your newspaper ads, the 
higher your returns. 


. . extra come-on 

Here’s another easy way to bring in more cus- 
tomers — boost your Christmas gift sales — and 
create greater good will. Run some special newspaper 
ads based on this idea. 

“For every purchase of $10 or more you 
make in our store this week, we will be 
happy to donate a free doll or junior erec- 
tor set to the local children’s home, with 
a Christmas card bearing your name.” 

Underneath, feature a wide range of family gifts 
from $1 up to $20. Most people are particularly 
anxious to help children’s charities at Christmas time 

are very receptive to opportunities like this one, to 
play Santa. The toy buyer for your local five and 
ten cent store can supply you with a quantity of dolls, 
erector sets and other Christmas toys. 

This special promotional offer will also net you 
some wonderful word-of-mouth publicity among your 
advertising readers and customers. Here’s another 
grand way to build more good will and help your 
community. 

Why not donate all Christmas, Easter and other 
holiday trimmings you are not planning to use again, 
to local hospitals, homes for the aged, an orphanage 
or some other worthy organization. The joy you 
bring will come back to you in many ways. Merry 
Christmas—and many more to come! 
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Sa ee 


what this TRADEMARK séoncl for- 


QUALITY PLYWOOD. Fine Douglas fir from Oregon’s rain forests. 
Modern mills and machinery—manned by veteran plywood workers. 
Grademarking and trademarking—double guarantee of quality. 





BRANCH SALES WAREHOUSES: 


4268 Utah St., St. Louis, Mo. 

4814 Bengal St., Dallas, Texas 
4003 Coyle St., Houston, Texas 
1026 Jay St., Charlotte, N. C 
Worley Road, Greenville, S. C. 
925 Toland St., San Francisco, Cal. 
Eugene, Oregon 


Willamina, Oregon 


SALES OFFICES: 


31 State Street, Boston, Mass 


595 E. Colorado St., Pasadena, Cal 











EXPERIENCED MANUFACTURE, Associated is a pioneer in the plywood 
industry, with a third of a century of plywood manufacturing experience. 
This know-how is an important value of the APMI trademark. 


EFFICIENT DISTRIBUTION. Associated maintains its own warehouses in 
major building areas. This insures quick, efficient service from adequate 
stocks plus intelligent on-the-ground cooperation from experienced APMI 
salesmen. 


INTEGRITY OF MANAGEMENT. Honest prices and fair dealing is a basic 


Associated policy —always has been and always will be. 


PRODUCT DEVELOPMENT. Recent new Associated products that have 
opened up new markets and new sales opportunities include Sea Swirl 
decorative fir plywood (Select and Knotty), Vertical Grain plywood, Ply- 
ron, Hardwood-faced plywood in Birch and Lauan Mahogany. 


ALL OF THESE FACTORS are built into, and are a part of the Associated 
trademark. Look for it on plywood you buy. We welcome your inquiries. 


ASSOCIATED PLYWOOD MILLS, Inc. 


General Offices: Eugene, Oregon Plywood plants at Eugene and Willamina. Lumber mill at Roseburg. 


BuILpING Propucts MERCHANDISER 


(To obtain more data on advertised products see page 105) 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
menvufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
con help you take the worry out of yeur lum- 
ber buying. Tell them your needs. Let them 
supply yeur complete requirements. 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: POS72 








Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing In Fir Gutter, all sizes and patterns 


Morrill & Sturgeon 
Lumber Co. 


YEON BLDG., PORTLAND, ORE. 


WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 














VAN VALER LUMBER COMPANY 
Radio Central Bldg., Spokane 4, Wash. 
Phone: TEmple 1092 


WESTERN WOODS, INC. 
715 Spok & East Bidg., Spok Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWX: SP-104 











CONIFER LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P. O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX SC270 PHONE |Vanhoe 9-7655 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bldg., Spokane 8, Wash. 


PINE SPECIALISTS 
Timple 1448 Teletype SP-175 
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| 


(AB) 
(AF) 
(AG) 


(AH) 
(AA) 


(AJ) 
(AC) 


(AK) 
(AL) 

(AN) 
(AO) 
(AP) 
(AQ) 
(AR) 


(BA) 
(BB) 
(BC) 
(BD) 
(BE) 
(BF) 
(BG) 


(BH) 


(BJ) 
(BK) 
(Bt) 


(BN) 
(BO) 


(BP) 

(BQ) 
(AC) 
(BR) 
(CA) 
(CB) 
(Cc) 


(CD) 
(CE) 
(CF) 
(CG) 
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A NEW SERVICE FOR READERS! 


e Designed to save you time 
e To make it easy for you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 
end of eagy item in which you are interested. Then 
fill in remainder of coupon and mail. 





. Keep Informed on 
“WHAT'S NEW”! 


“WHAT’S NEW” ITEMS 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
Index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser's Name. 


For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 

As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 
facturer of the “What's New” item. 

Take advantage of this new service today! 





Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 
Circle the code number on the coupon below which corresponds 
to the number listed at the end of that specific “WHAT'S NEW 


item, 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupon below. 


19 20 21 22 23 24 25 26 


37 38 39 40 41 42 43 44 


ADVERTISED PRODUCTS 


ee 
(Please Print) 


Company 


City 


AN AO 

BN BO 

CN CO 

DN DO 

EN EO 

FN FO 

GN GO 

HN HO 

JG iN JO 

KE KF KG KH KJ KK Kit KN KO 


Position 





Mail This Coupon to American Lumberman & Building Products Merchandiser TODAY! 


Bu1Lp1nGc Propucts MERCHANDISER 





o- 2'§3 


New Jig Saw 


A new jig saw with a built in 
rotary motor has just been intro- 
duced by the Dremel Mfg. Co. It is 
called the Model 8 Moto-Jig Saw. 

The makers say that it will saw 
through 114” wood and 34” ply- 
wood. Features include a combin- 
ation blade guard and hold down 
which protects the operators fin- 
gers from injury. and holds the 
work on the table. 


For more data circle No. 1 on coupon, p. 105 


New Siding Trim 

Metal trimming for asbestos and 
other siding is now being manu- 
factured by Macklanburg-Duncan 
Co. The rust-proof trim is suitable 
for new construction or for re-sid- 
ing existing buildings. Each style 
is furnished in handy 10-foot 
lengths except for the Outside 
Corner ASZ-2 styling which comes 
in 1114” sections, packed 50 pieces 
to a box. 


For more data circle No, 2 on coupon, p. 105 


Non-Rusting Flashing 


Chine is a non-rusting alloy of 
copper and zinc that costs about 
40% less than copper flashing, ac- 
cording to the manufacturer, Chen- 
ey Flashing Co. Chinc is said to 
be a tough, yet soft ductile metal 
that can’t rust, solders easily, does- 
n't corrode in the mortar joint, re- 
sists salt air and smoke fumes, 
forms readily, requires no painting 
and doesn’t stain white trim or 
light colored masonry. Tensile 


106 


PRODUCTS 


strength is 25,000 to 30,000 pounds 
per square inch. The flashing also 
comes in a dovetail design for 
through-wall application and in a 
sawtooth design. 


For more data circle No. 3 on coupon, p. 105 


New Door Designs 


A series of new panel entrance 
doors is introduced by the M and 
M Wood Working Co. The 11 de- 
signs are, in most instances, in- 
terchangeable to an extent with 
various types of architecture. 


For more data circle No. 4 on coupon, p. 105 


New Texture Paint 


A new paint product called Tex- 
tur-Seal has been marketed by 
Tamms Industries, Inc. It has a 
latex base combined with resin. 
Ready mixed in paste form, it re- 
quires no special thinners and may 
be applied to any irterior surface 
with either brush or roller. Eight 
standard and four deeptone colors 
available . 


For more data circle No. 5 on coupon, p. 105 
Remote Control Door 


A) | 
Operator 


A new remote control door op- 
erator—the Crane 303 residential 
door operator, is announced by the 
H. W. Crane Co. 

Designed especially for overhead 
sectional doors up to 16’x7’ equip- 
ped with continuous shaft torsion 
spring hardware. The operating 
unit is a completely integrated unit 
which is attached to a flat mount- 
ing surface adjacent to the door. 
Included with all garage door op- 
erators is the Magic Circle remote 
car control set — consisting of a 
garage receiver, auto transmitter, 
loop antenna and car push button. 


For more data circle No, 6 on coupon, p. 105 


New Tool Sets 


The introduction of two new tool 
sets is announced by Stanley Tools. 
The ‘Do-It-Yourself’ set (No. 971) 
illustrated above is a completely 
modern utility-packed selection of 
24 Stanley tools and a Stanley 
Electric Handyman 1,” drill with 
accessories, 38 items in all. The 
“Suburban” set (No. 981) — same 
cabinet as No. 971, features 34 
Stanley tools . 


For more data circle No. 7 on coupon, p. 105 
! PB 


EPEATER 
Mery 4 re 


Message Repeater 


The Message Repeater is a tiny 
tape recorder that is about the size 
of a box camera. It automatically 
delivers a message whenever a hu- 
man being walks by the machine. 
It differs from the average tape 
recorder in that it repeats the same 
message without the need for re- 
winding. It is possible to erase an 
old message and to replace it with 
a new one by simply talking the 
new message into the machine. The 
old message is automatically 
erased as the new message is re- 
corded. Michigan Electronic Corp. 


For more data circle No. 8 on coupon, p. 105 


Power Tool Benches 


Morrison Products, Inc., an- 
nounces a new line of benches for 
power tools. They are produced in 
two sizes which cover the range of 
sizes required for mounting the 
standard line of small power tools 
used by industry, garages, con- 
struction industry and in the home 
workshop. They are made from 
heavy gauge (12 ga.) die formed 
parts arc welded for strength and 
rigidity. 

For more data cirele No. 9 on coupen, p. 105 


(continued on page 108) 
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phillips or slotted 2 Mat or nound ? 


IN WIDEST RANGE AND SIZES? 


They’re in stock at Southern! All made to Federal DO YOU receive our stock list regularly? 


Specifications FF-S-11 1a. have a copy of our new catalogue? 


Also in brass, bronze, aluminum and all popular plated use our helpful free technical manual? 

finishes. , 

Write us for free color label chart and your 
special needs. Box 68-L 


Factory warehouses: } 
4100 Dell Avenue 4 de ‘ f 
North Bergen, N. J 5: a - / J 4 
Union 5-0985 : 


2640 East Washington Blvd. 4s Cc R € yh Cc o et PA cr) y 


»s 2? “ali 
Los Angeles 23, Calif. STATESVILLE = NORTH CAROLINA 
Logan 5-6157 


SHIPMENT FROM STOCK! 





325 West Ohio St. 
Chicago 10, Ill. 
Superior 7-6531 © 6532 Manufacturer of Wood Screws 


Sold through leading wholesale distributors 


BuitpiInc Propucts MERCHANDISER (To obtain more data on advertised products see page 105) 





Advertisement 


WHAT'S NEW_ 


In The 
“Do-it-yourself” Market... 


Anderson Products Manufacturing Co. 
of Aurora, Illinois, has come up with a 
line of pre-fabricated steel standards for 
the do-it-yourself market. They offer sav- 
ings to the consumer, double profits to the 
lumber dealers—he sells both the item and 
the pre-cut lumber. Made of high tensile 
rail steel and the compact, easily stocked 
packages include all plated nuts, bolts and 
screws for completing the end product. 


QUIK-BILD workbench ends 





Ideal for home, re- 
= shop, or assem- 
ly line tables. Ex- —_ —_—. 
clusive “K" design N Ye || 
and back bracing i _™ ) 

extra rigidity and ee {| 
knee clearance. As- az 


4 »s 
& 


—_<—— 


sembles quickly to 








any desired length. 





QUIK-SET saw horse brackets 


Sets up or knocks 
down in a jiffy. 


Strong and rigid in 
ye use. Broad base 


/ ; plates assure support 
Fr | 





on soft ground, will 
not mar floors. Easy 
to carry and easy to 
store; no wood to 
cut, no parts to lose. 


PICNIC KING table standards 


Make a strong, hand- 
some picnic table, 4 
to 8 feet in length. 
Metal parts are at- 
tractive forest green. 
Broad base plates for 
support. Easily dis- 
assembled for winter 




















Storage, indoor use. 


KIDDI-PIC table standards 


Child size edition of 
Picnic-King. Same 
high tensile rail steel 
steel supports for 
safety. Ideal for out- 
door use, or can be 
set up indoors for 
games, study, clay 
modeling. 


GATE HARDWARE - HINGE SETS 


Perma-Rite gate 




















hardware for perma- |- 
nently free-swinging L4 | “| 
farm gates up to 16 |, & 

feet. Tilt-Lift hard- 
ware for feed lot 
gates adjusts to ad- Stee 
mit small animals. Py! 
Ezy-Swing hinge sets 











for all-wood gates. 


SEND TODAY for new, 
free, colorful catalog 
with illustrations of all 
Andy Brand products, 
and complete price in- 
formation. 





Anderson Products Manufacturing Co. 








528 N. Highlond Aurora, Iilinois 
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NEW PRODUCTS 
(begins on page 106) 


Vertical Drill Stand 


A vertical drill stand has just 
been introduced by the Porter- 
Cable Machine Co. for use with 
their portable electric 14%” drill. 
The Model 5009 stand weighs only 
six pounds and is a sturdy, con- 
venient accessory. It enables the 
operator to apply steady pressure 
with close control. The stand has 


a firm flat base with a column on 


which is mounted an adjustable 
carriage. 


For more data circle No. 10 on coupon, p. 105 





Contour Plastic Tile 


Amerco Precision Contour Plas- 
tic tile is molded of all virgin Dow 
Styron in a full line of 17 colors. 
The back cavity of the tile is cor- 
rugated to prevent slippage and 
automatically increases the holding 
power of any mastic; butt-side- 
wails speed up installations, leave 
clean joint lines. Faster clean-up is 
possible due to side-wall ccntour 
proportions. Amerco Plastics Co. 


For more data circle No. 11 on coupon, p. 105 


File Drawer Divider 


A new self-adjusting file drawer 
divider has just been announced by 
Remington Rand Inc. The dividers 
tilt to form a perfect filing ‘““V”’ and 
are self-adjusting when additional 


material is placed in the drawer. 
The folders automatically adjust 
themselves as soon as the divider 
is moved to a vertical position. 
For more data circle No, 12 on coupon, p. 105 


New Simulated Brick 
Chimney Housing 


This new chimney housing is 
molded from 3/16” cement as- 
bestos panels and embossed to sim- 
ulate brick and mortar joints. Pre- 
painted brick red with natural col- 
or mortar lines, the embossed de- 
sign of the panels permits easy re- 
painting, if desired, to match other 
brick colors. The housing meas- 
ures 1614” wide by 24” deep. It 
is easily cut on the job to fit any 
roof ridge or pitch. The pre-drilled 
panels are shipped knocked-down 
and assembled with angle iron sup- 
ports and sheet metal screws. Van- 
Packer Corp. 


For more data circle No. 13 on coupon, p. 105 





Decorator Door 


The Wabash Screen Door Co. is 
introducing the Stylist, new com- 
bination weather door that consists 
of sturdy Ponderosa pine frame 
and three “picture frame” panels 
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(screen or storm) which are eas- 
ily installed and changed and which 
require minimum storage space. 


Fer more data circle No. 19 on coupon, p. 105 


Cartoon Mat Service 


Cartoons for use in newspaper 
advertising can be obtained from 
Lil-Ad Features. Mats are avail- 
able in either one or two column 
sizes. The cartoons apply to new 
homes, remodeling, roofing and 
other related subjects. 


For more data circle No. 20 on coupon, p. 105 


(continued on next page) 


What’s YOUR Answer? 


American Lumberman is used by many 
dealers as a textbook. Each issue, twice a 
month, serves to keep you up-to-date with 
new products, new sales aids and the lat- 
est market developments. 

Feature articles explain the lat st tech- 
niques in merchandising, store display, ad- 
vertising and the whole range of other sub- 
jects vital to your business. 

The quiz below is used by owners and 
managers to check themselves and their 
employes on the contents of each issue of 
American Lumberman. Check yourself now 
to make sure you have read this issue care- 
fully. 


Score yourself 10 points for each correct 
answer. Excellent—80%, Good—70%; Fair 


—60%. 

1. What advertising service ful- 
fills all the requirements of the 
NRLDA merchandising commit- 
tee? 

2. North Idaho Engelmann 
spruce is called ‘‘your best buy in 
wood today” for what three reas- 
ons? 


3. Name two big sales that ex- 
hibiting dealers credited to the 
Chicago do-it-yourself show. 

4. What new product offers all 
the advantages of allewood tem- 
pered hardboard plus clean-cut 
perforations 1” apart? 

5. How can a dealer get his 
“foot in the door” by making and 
renting concrete-forming panels? 

6. How many steps are there in 
the proper processing of hemlock? 

7. Women are instrumental in 


what percentage of paint sales, 
estimates one dealer? 


8. What seven advantages ac- 
crue to the dealer of a _ certain 
flooring? 


9. How did one southeast yard 
yard get better circulation of its 
store traffic? 

10. What are 
stronger plaster? 


three keys to 
Answers on page 128 
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‘te 


2011 BREUNIG AVENUE .. 


KALAMAZOO 


NO, 
"4S avvenrised ™ 


* 


anteed by 


Good Housekeeping 


> 


You’re on your way to bigger insulation sales 
volume when you offer your builder and home- 
owner customers time and money savings with 
B-H SPUN BLANKETS. Their resilience and light- 
weight make them so easy to handle that jobs 
are finished in no time at all. 


And to help you get into the big money, there is 
a complete merchandising package available to 
all B-H Dealers. Wall and Window Streamers. . . 
Counter Display . . . Samples . . . Sales Literature 
. . . Newspaper Mats . . . they won’t let anyone 
forget that you are headquarters for B-H SPUN 
BLANKETS. 


Take the first step for increased insulation 
sales . . . write us for complete information. 


MICH HUNTINGTON IND TEMPLE 


(To obtain more data on advertised products see page 105) 


BALDWIN-HILL COMPANY 


TRENTON 2, N. J. 


TEXAS 





NEW PRODUCTS 


(begins on page 106) 


Push Pull Rule 


The new Pull-Push rule No. 
6386W manufactured by Stanley 
Tools features direct reading of in- 
side measurements. Red indicator 
on window of case points to in- 


side measurements on white blade 
when case butts against work and 
blade is extended. Clear black 
graduations and numbers on baked 
white enamel surface. 


For more data circle No. 21 on coupon, p. 105 


New Drawer Slide 


Grant Pulley & Hardware Corp. 
announces the marketing of the 





AETNAPLY Service gives you 


AETWAPLY PRODUCTS 


More than 50 species of 

Foreign and Domestic 
and Veneers, 

in all sizes and grades 


° 
Cupboard and 
Flush Doors 

& 
Peg-Board 


* 
24-hour 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford, Detroit 


for ALL your sales needs 


Attractive, durable Exterior plywood... 
exquisite Hardwood wall panels... waterproof 
plywood for concrete forms . . . moisture re- 
sistant plywoods for all types of farm buildings 

. utility and plastic-covered plywoods for 
all industrial uses . . . all these and many 
other products are available to you in 


AETNA’S warehouses. 


Yes, AETNA carries plywood from mills 
all over the world, giving your customers a 
choice that is unexcelled. All standard sizes 
and odd sizes are available. You never need 
to miss a sale for lack of stock, for AETNAPLY 
Service is just like having a warehouse of your 
own. Deliveries are fast; shipment is made 
within 24 hours from the time your order 
is received. 


Write for Aetna’s New Price Lists TODAY! 


AETNA PLywooo & VENEER COMPANY 


1732 N. Elston Ave. * 
ARmitage 6-7100 


Call AETNA for PLUS VALUE in PLYWOOD 
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Chicago 22, Ill. 





November 


No. 333 Rocket Slide. 

Made of electro zinc plated eold 
rolled steel and equipped with ny- 
lon rollers, the Rocket Slide is 
made in one size applicable to all 
drawers, 20” to 25” in depth. 


For more data circle No, 22 on coupon, p. 105 


Multi-Color Exterior Paint 


Now 30 Faber Birren colors are 
available to the owners of masonry 
type homes by the application of 
Wilbur & Williams Canyon Hue 
colors in the rubber-coat exterior 
masonry rubber base paints. A 
small dealer, by stocking a few 
cases of white rubber-coat exterior 
masonry paint and dispenser of the 
color tubes, can supply for his 
customer any one of the 30 colors. 
Wilbur & Williams Co. 


For more data circle No. 23 on coupon, p. 105 


Stainless Steel Padlocks 


Development of a new line of 
stainless steel combination pad- 
locks is announced by the Master 
Lock Co. The new stainless steel 
case is considerably stronger than 
the brass case formerly used. It 
is rust-resistant and will retain 
its highly-polished finish indefin- 
itely. Shown above is the No. 1500 
combination padlock, constructed 
entirely of hard-wrought metals. 


For more data circle No. 24 on coupon, p. 105 


Color Grain Siding 

A new color-grained insulating 
siding has been announced by Edco 
Products, Inc. 

Called Color Grain Dura-Lap, 
the vertical grooves indented into 
the siding, are treated with deeper 
shades of granules to produce an 
unusual depth of colors — silver- 
white, silver-green, silver-blue and 
golden-ivory. 

For more data circle No. 25 on coupon, p. 105 


(continued on page 112) 
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SISALKRAFT 


| MILLIONS c+ so. 
ARE SOLD EVERY WEEK! 
FOR INSTANCE, RIGHT NOW: 


Vv 


machinet and material in t a 


weather. 


SISALKRAFT HAS DOZENS OF OTHER USES 


f mem- 
++ For waterproo 
ERS use it— ‘e 
oa between ill and yest “ pon 
pire d flooring ° For curing anc P way 
gab e For “closing " jo 
ing 
ess truction 
++ For farm cons 
MERS vse it so 
“wn snow barriers ° For ones ne 
id silos ¢ For doors and — 
nent silos ¢ For haystack covers: cas 
That's why MILLIONS of sq. tt. 
k. 
every wee 
ia posters, od 


i es, 
For information, sampl 


i ept. A 
mats literature, write Dep 


THE SISALKRAFT CO. 
Chicago 6, Ill. 


PROTECTIVE PAPERS 


New York 17, N. Y. San Francisco 5, Calif. 





are 
talking 
So you're going 


to sell more 
and more 








All over America, women are talking about 
those heavenly NEVAMAR kitchens that have 
been appearing in leading national maga- 
zines. They're asking their builders, contrac- 
tors and home improvement firms about 
remodeling their kitchens with NEVAMAR. 


All of which means that building supply 
dealers are going to be swamped with 
inquiries about NEVAMAR. Be prepared 


with all the facts . . ..it will pay off in extra 
sales and extra profits. 


suet 08 stuns 
For full information, literature OG 


Guara by 
and samples write to the dis- cS cred Honsshooping 


tributor: The Nevomar Com- //aillm S48 soveansee AES 
pany, 1224 Wicomico St., NEMA} 
Baltimore 30, Md. WY, 


vi éh 
DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MD. 


Wi Ze NATIONAL este Recah Corgnang 


ODENTON, MARYLAND 
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NEW YORK. EMPIRE STATE BUILDING + LOS ANGELES: 5025 HAMPTON STREET 
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NEW PRODUCTS 
(begins on page 106) 


Hydraulic Door Check 


A storm door hydraulic check 
has been developed by the Key- 
stone Alloys Co. The door, being 
pulled shut by spring tension, ac- 
tuates a sealed piston against the 


oil in the cylindrical chamber. The 
oil, being noncompressible, checks 
the action of the spring pulling the 
door. Control of the door move- 
ment is adjusted by the regulating 
of the volume of oil that is permit- 
ted to by-pass the piston. 


For more data circle No. 26 on coupon, p. 105 


New Lag Screw Shields 


Holub Industries, Inc. are intro- 
ducing a new line of lag screw 
shields, said to simplify and speed 
the setting of cut thread or rolled 
thread lag screws. 

Hi “Super-Cast” shields are 
made in four sizes—14,” to 12”— 
short and long. They are precision 
cast so that threads line up per- 














SCEOSHSSHOHSSHSSSHSSSSHSEHSSESHSHESEEEEEEE 
FOR SALE 


SAW MILL & 20,000,000 *?° STANDING TIMBER 


EQUIPPED WOOD WORKING PLANT + 17 ACRES + R.R. SIDING 
ALSO RECREATIONAL LAKE FRONT LAND 


On Route 3, Two miles from junction of Route 10 


TUPPER LAKE * 


Including 6360 acres of timberland and timber rights 
to additional 5800 acres. The hardwood timber is princi- 
pally yellow birch and hard maple; acreage also contains 
13,000 cords of pulpwood. 

SEND FOR BROCHURE TL 


SARANAC 


7 DEY STREET, NEW YORK 7, N. Y. 
eeeeeeeceeoe Ceseeeseeeoeeeeeeeeeeee 0 


MILES FROM 


N.Y. 


* Digby 9-2000 

















Phones: 8-8747 - 5-1191 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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fectly with threads of lag screws. 
Rings on the outside are designed 
to give maximum holding power 
and re-inforced, so that they will 
not flatten out as with ordinary 
shields. 


For more data circle No. 27 on coupon, p. 105 





Sliding Door Units 


Hasko sliding door units are now 
available in both closet and pas- 
sageway types. Everything (ex- 
cept trim) needed to go from rough 
opening to finished door is con- 
tained in two packages, one con- 
taining the doors with pulls install- 
ed, the other, header, jambs, track, 
floor guides, bumper and screws. 
The doors are available in birch 
and gum. Haskelite Mfg. Co. 


For more data circle No. 28 on coupon, p. 105 


} \ 
Interior Storm Sash 
Weather Products Corp. has de- 

signed an aluminum window panel, 
the Wepco Clipper, which is mount- 
ed on the inside of the casement 
frame by means of four clips that 
are screwed into the holes which 
already exist in casement frames. 
A vinyl plastic weatherstrip gas- 
ket is applied between the window 
and the frame. Wepco Clippers can 
be ordered to size. 

For more data circle No. 29 on coupon, p. 105 


(continued on page 114) 
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MIXED CARS of 


DOUGLAS FIR LUMBER 


FIR PLYWOOD 


renee tt 


“! 


ADJOINING PLYWOOD PLANT AND 
SAWMILL FOR PROMPT SHIPMENT 
OF YOUR ORDER! 


Fill your exact requirements in old-growth 
Douglas Fir Lumber and Fir Plywood the Rose- 
burg Company way! Roseburg’s adjoining 
sawmill and plywood plant give you fast, 
prompt shipment and meticulous attentiot™o | 
your order. Your car is loaded simultaneously 


from both plants — lumber from one, plywood 
from the other! P 








Roseburg products are certain to please, too. 
Our new, modern sawmill has an annual ca- 
pacity of 100 million feet—Douglas Fir Dimen- 


sion, Boards and Bundled Uppers, all 100% 
kiln-dried. 


The plywood plant is also new and up-to-date 
—less than a year old—with complete facilities 
for quality production. Produces 50 million 
feet of Fir Plywood annually, and both exterior 


and interior grades can be shipped, as you 
instruct. 


See that the “Roseburg Lumber” trademark is 
on your lumber products today. It means the 
utmost in quality and convenience for you. 


Dealers! Roseburg's timber 
comes from the oe ~ Val- 
ley in the heart Douglas 
County. Douglas County is the 
most heavily timbered county 
in the U. S. today (largest 
stand of virgin timber). is 
is further assurance that Rose- 
burg products will please you 
and your customers through 
the years. 


ROSEBURG ’ 
LUMBER CO. 


Gen'!l. Offices & Sales 
ROSEBUKG, OREGON 


Sawmill, Plywood Plants 
DILLARD. OFFGON 
PHONE: 22731 


BuriLp1nc Propucts MERCHANDISER 








(To obtain more data on advertised products see page 105) 


Brick Trowel 


Plastering Trowel 


It's easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 

‘illustrated catalog describing the 

largest and most complete line 

a, of masonry tools and supplies. 


Csoldblatt TOOL COMPANY 


1924A Walnut Street, Kansas City 8, Mo. 
Ist Choice of the Trowel Trades 
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CASH IN 


RED CEDAR CLOSET LINING 
SEAL- 


PACKAGED 
FAST-MOVING 


peduertised 
BROWN’S 


SUPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork distribu- 

tors. 


Write for Builders Folder and Consumer Booklet 


PHODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Fatabl 86 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





READYBUILT FIREPLACE 


(Reg. U. 8. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
@ READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished complete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


Dept. Al, 
1709-23 McHenry St. Baltimore-23, Md. 
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NEW PRODUCTS 


(begins on page 106) 


Aluminum Lock 


A new aluminum lock is announ- 
ced by Dexter Lock Co., subsidiary 
of the National Brass Co. The 
Dexter No. 1116, with disc tumbler 
cylinder outside and locking device 
inside, has all exposed parts of 
satin anodized aluminum finish. In- 
terior parts are of rust-protected, 
cold rolled steel. 


For more data circle No. 14 on coupon, p. 105 


One-Way Door Viewer 


A one-way door viewer, which 
allows a full view observation of 
anyone on the opposite side of the 
door, is being introduced into the 
United States by George J. Wein- 
ik. With a shatterproof lens, it is 
made completely of plastic and fits 
easily into any door up to two-inch 
thick. It is held by two screws and 
is 11,” in diameter. 


For more data circle No. 15 on coupon, p. 105 


Packaged Holiday 
Lighting Units 

Steber Manufacturing Co. has 
just announced two packaged hol- 
iday lighting kits. 

Kit No. 2-K consists of the pop- 
war No. 2 Utilite which accommo- 
dates PAR-38 or R-40 sealed beam 
lamps, a lensholder which fits over 
the lamp and holds the colored lens 
and a steel spike for mounting the 
unit firmly in the ground. Kit No. 
2-KL contains the same items plus 
a PAR-38, 150 watt sealed beam 
flood lamp. Kits may be had with 
either amber, blue, green or red 
lens. 


For more data circle No. 16 on coupon, p. 105 





New Do-it Shop 


The new do-it Shop by Cum- 
mins-Chicago Corp. is a compact 
home workshop that is geven power 
tools in one: a lathe, doWeling ma- 
chine, a bench saw, a vertical drill 
press, a shaper, a disc sander, and 
a portable electric drill. The do-it 
Shop is powered by the industrial 
type Cummins Ball.Rite 44 Drill. 


For more data circle No. 17 on coupen, p. 105 


The No. 1 Quik-Way furring clip 
is used for very uneven walls, hav- 
ing an adjustment of more than 
1)” in and out as well as a 3” ad- 
justment sideways in the slot. 

The No. 2 Quik-Way furring 
clip is simple and easy to use. The 
special nailer or staple has deep 
nicking and is resin coated. Pet- 
erson Products Co. 

For more data circle No. 18 on coupon, p. 105 


(continued on page 116) 


Start Planning for 1954 

It’s not too early to start planning 
your sales promotion program for 
next year. You'll find a big assist in 
this direction beginning on page 338. 
Title of this article is “How to Plan 
Your Advertising-Merchandising Pro- 
gram for 1954.” It telis you how you 
can integrate your advertising and 
store displays for greater sales every 
month in the year. 

Incidentally, a lot of dealers say 
that American Lumberman’s AD- 
service is helping them with their ad- 
vertising by furnishing illustrat‘ons, 
suggested layouts and copy ideas. 
You will find advertising mats fea- 
turing Christmas gifts for the family 
on pages 80-81. 
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Customers everywhere 


are demanding 








Here’s the perfect answer to those increasing 
calls for more shelf space ... K-V Adjustable 
Shelf Standards and Supports! Mill, showcase 
and furniture men prefer K-V because they can 
be set in flush or mounted on the surface of 


wood-work. Make sure your stock is complete! 


All standards are numbered 
every inch for easy alignment 
of shelves, 4%” adjustments. 
Bright electroplated finish. 
Available in lengths up to 144”, 


Screw type nails furnished. 


K-V window gardens 


Customers can put 
shelves anywhere 
with these Satin 
Anochrome plated 
No. 80 standards 
and No. 180 brack- 
ets. They make 
possible fascinating 
K-V Windo-Gar- 
dens—an exciting 


indoor hobby. 


Be SURE (0 specify K-V!/ Order the 
complete catalog for full details today! 


NRL 


Grand Rapids, Michigan 


Buttpinc Propucts MERCHANDISER 





(To obtain 


one of woods 


from the WESTERN 
PINE 
REGION 


A distinctive straight-grained wood with a 

strength, toughness of fiber and rigidity 
which make it ideal for structural and framing 
members of farm, home and industrial buildings. 
Excellent workability, fine texture and ability to 
take and hold all types of paints and stains 
recommend it for interior woodwork too. 


This is but one of ten fine softwoods from member 
mills of the Western Pine Association. All are 
manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 


THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 


Write for fre illustrated 
book about Larch. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 


more data on advertised products see page 105) 





NEW PRODUCTS 


(begins on page 106) 





Metal Casement Windows 


Duo Trim is a product of the 
Steelcraft Mfg. Co. and is a com- 
plete inside-outside window trim 
for use with all types of construc- 
tion. Duo Trim includes the win- 
dow stool, sill, inside and outside 
moldings and trim, fins and flash- 
ing. 


For more data circle No, 30 on coupon, p. 105 


Magnetic Cabinet Catch 

The new No. 560 Magna-Tite 
self - aligning, magnetic cabinet 
catch is introduced by the Engi- 
neered Products Co. A floating, 


concealed magnet insures full con- 
tact with strike, giving maximum 
holding. 


For more data circle No. 31 on coupon, p. 105 


Electric Plastic Tile Cutter 


A gun type (electric heat) Plas- 
tic Tile Cutter is announced by A-1 
Plastic Molders, Inc. Cutting blade 
is replaceable and is tinned for 
long wear. A soldering tip is in- 
cluded in the kit. 


For more data cirele No. 32 on coupon, p. 105 


Convertible Window 


The Curtis Silentite Convertible 
Window can be used either as a 
right or left-swing casement, awn- 
ing window or swing-in, hopper- 
type sash. A companion louver 
unit, made for use with the basic 
sash, further increases installation 
possibilities. The basic unit can be 





adapted to any type of wall con- 
struction. Curtis Companies Inc. 


For more data circle No. 33 on coupon, p. 105 


There’s Plenty of Business-After-Dark. Getting Your Share? 


NIGHT-LIGHTED WINDOWS make your store displays work for you an extra seven hours. 
Adler’s Builders Supplies is located in Altoona, Penna. 


Are you profiting by your custo- 
mer’s latest shopping habits? Today 
the trend is toward evening hours 
for the convenience of the customer, 
also Saturday afternoon and some- 
times limited Sunday hours. 

This business of special hours 
raises new management questions. 
Should I stay open one night a week? 
If so, how can I make these extra 
store hours pay off? Should I pay 


my people time and a half or give 
them time off for these extra hours? 
How can I encourage traffic? 
You'll find answers to these and 
other important questions in a ser‘es 
of articles in the November 30 issue 
of American Lumberman, A special 
section discusses the whole subject 
of “after-hours” business. Don’t miss 
this exclusive feature. It can mean 
extra money in your cash register. 











in the service of 


LUMBERMEN 
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@ Specialists in protection for the 
industry. 
@ professional safety engineers. 
@ more than 90 branch claim offices 
coast to coast and in Canada. 


Substential dividends have been returned to policyholders since organization in 1912. 
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Lumber Corporation 


KIRBY BUILDING 





KIRBY 


@ Yellow Pine 
@ Oak Flooring 


HOUSTON, TEXAS 





it as Good as Kirby's?” 
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DEALERS SELL MORE 


& © More Architects Specify Hudee # 
% @ More Homeowners Want Hudee *¥ 
a ® More Craftsmen Install Hudee g 


4% @ More Builders Use Hudee # 
a : Z 


Pat. No. 2,440,741 


| 


HUDEE ‘Sales Advantages”’ 
Make Your Selling Job Easier 





_1_ Proved Better — In nearly 2,000,000 Installations. 
2 Self Sealing — 100% Watertight — 100% Sanitary. 
_3__ Easy to Install—Anyone can do it—no special tools. 
4 Versatile —Install in the shop or on the job. 
_5 Application — For all types and sizes flatrim sinks. 
6 Decorative—Use with any counter covering material. 
_7__leader — For all sink top or vanity installations. 
8 Patented — There is only one HUDEE SINK FRAME. 
9 Permanent— Trouble Free, no call backs, no repairs. 


10 You can guarantee, with confidence, every sink 
installation when you use HUDEE. 





And WUDEE IS NATIONALLY ADVERTISED! 


These leading magazines fell the 








A's L—=a\ homeowners—help you sell them! 
Cae ba 
int \ rie a "Une oF 


G “> 
* Guaranteed by ” 
Good Housekeeping 

” * 


weras aoveansto HES 





Call the Hudee Distributor in 
Your Area or Write Factory 


225 West Hubbard Street 
Chicago 10, Illinois 


IN CANADA: Walter E. Selick and Co. Ltd., Toronto 


AND COMPANY 


‘ 


I FEATHERLIGHT 





Windows that SELL 


are equipped with 


Triple Seal 


SASH BALANCES and WEATHERSTRIPS 





ail 


“We are delighted with our easy-operating, Insulates 
weathertight windows, thanks to our builder as Well as 
who equipped them with Hettinger’s TRIPLE 
SEAL. He tells us that they meet or exceed the 
requirements of the American Wood Window WOOD WINDOW 
Institute. And they’re featherlight, too—so vel- 
vet smooth thet even a child can open them.” 


UNIT PACKAGE 
SPEEDS INSTALLATION 


For quicker on-the-job or amill- 

assembly of window units. Every- 

thing needed for one window 

is packaged in a single unit 

—your choice of either _ 

the famous STANDARD , 

unit or the new ONE — 

PIECE full jamb cover 

unit. Also available in 

bulk. Write today for full infor- Combination Sash 


ad Balances and Metal 
mation and the name of your distributor. Weatherstripping 


Weatherproof Products Corporation 
Waldo Station, P. O. Box 8498, Kansas City 14, Missouri 
Please send me complete information about Hettinger’s Triple Seal. 


1 am a builder [) — dealer [), interested in on-the-job 
installation [) — mill-assembled window units [_]. 


a EE EEE 
Pa ccrctisiticscniesiniienta aitiniristaibdvegbtetlbaltnllat 

oj ENC Ne Ta 
COMPANY 
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MANAGEMENT EXPERTS 
(begins on page 66) 


forum was “Aids to Management.”’ 
W. O. McNair, Macon dealer and 
president of the Building Material 
Merchants of Georgia, was chair- 
man. Don Campbell again was mod- 
erator. Dr. Goodwin spoke this 
time on practical sales training, 
and an Atlanta banker and a Uni- 
versity of Tennessee professor 
spoke on other business aids. Mar- 
tin A. Hassinger, Bristol, Va. dis- 
tributor, talked on incentive com- 
pensation, 

Henry Munnerlyn outlined man- 
agement aids from the NRLDA. 
He mentioned the Merchandising 
Calendar (have you read pages 
38-44, this issue?), an expansion of 
the educational program and a co- 
ordinated, seasonal advertising 
campaign with building materials 
manufacturers. Munnerlyn report- 
ed that the Dealer Operating Guide 
is now half-completed. Forthcom- 
ing chapters will be on sales man- 
agement; how to develop the how- 
to-do-it market; how to cash in 
on the home repair and moderniza- 
tion market and how to meet de- 


clining sales volume. 

A survey of dealer incentive 
plans is now being made by the 
NRLDA. On the subject of adver- 
tising and ad mats, Munnerlyn 
said several manufacturers have 
agreed to overhaul their mat serv- 
ices to give dealers what they 
want. 

The program committee of the 
Southeast Dealer Management 


Forum and Building Material Show 
consisted of Mrs. Marie Bennett, 
secretary, Florida Lumber & Mill- 
work Association; R. O. Brown- 
lee, secretary-manager, Tennessee 
Building Material Association; J. 
G. Rowell, counselor, Building Ma- 
terial Merchants of Georgia, chair- 
man, and D. L. Moore, editor, 
Southern Building Supplies, secre- 
tary. 





“In the past 20 years, we 
have made great progress in al- 
most every phase of our busi- 
ness except one—learning bet- 
ter human relations,” Dr. Frank 
Goodwin, professor of Market- 
ing at the University of Flor- 
ida, told the dealers. He urged 
them to become more acutely 
aware of the human factor in 
all business dealings. 

“When I say that ‘little things 
count,’ I refer to all of the well 
known niceties of getting along 
with people wherever you find 
them. These ‘courtesies’ — as 
you may term them — are de- 
signed to help us reach the 
simple, but profitable goal of 
getting people to do what you 





“It's the Little Things that Count... ” 


want them to do. 

“Establishing a training pro- 
gram is not difficult. Most 
manufacturers will furnish ex- 
cellent lecturers at your re- 
quest. This is good, but of course 
we must guard against a pro- 
gram of strictly product knowl- 
edge. 

“You will find that school ex- 
tension departments have ex- 
cellent instructors in salesman- 
ship and human relations, who 
will help you. And, by all 
means, do not overlook your 
own staff. Probably each mem- 
ber has developed ways to han- 
dle particular human relations 
problems which could benefit 
the entire organization.” 








HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE e BIRCH e BEECH e 

STRIP e@ BLOCK 
and 

HERRINGBONE 


FLOORING 


Spraying by Plane ? 
Our Future Crop of Timber Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


INSURANCE ° 


FOR YOUR FUTURE NEEDS OF GRADED SAWDUST 


@ HARDWOODS ° 
@ WHITE PINE High Grade Northern Hardwoods 


@ HEMLOCK . 
DEFEND YOUR TRADE with Custom Kiln Drying 


OAK 








MENOMINEE INDIAN MILLS 


x E Members: M. F.M. A. N. HL A. N.H. & HMA, 
Neopit, Wisconsin 


OCONTO, WISCONSIN 
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Air-dried QUALITY LUMBER Kiln-dried 
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IMPORTED SWEDISH HARDWARE 


Hinge Hasp ka Light Strap 
od 
a 


| = 


Barrel Bolts 


Safety Hasp 


sonet 4 , m 
4 . ei asl: |» | a Flat Corner 
<famber Products " 


Ball Tip Butt 
SPECIALIZING IN Ornamental Cabinet Hinge 
". Light T 


PONDEROSA PINE ao - 
; eu FIR 
- > > REDWOOD 


DEPEND ON GENSCO STENMAN 


BUILDERS’ HARDWARE 


Popular priced Swedish builders’ hardware in all 
standard sizes and finishes. Made by one of the 
world’s oldest and largest producers of quality 
builders’ hardware. Stocked for immediate ship- 
ment. Give your customers better quality at a 
better price. Write for Catalog. 


GENSCO CROWN BRAND SWEDISH WOOD SCREWS 


Swedish, Gensco - Crown - Brand slotted 
wood screws in flat, round and oval head 
styles. Made in bright steel and brass 
Write for prices. 


Geo.J.Silbernagel 


8 S. Michigan Ave., Chicago 3, Ill. GENSCO TOOL DIVISION: 
Telephone RAndolph 6-0540 GENERAL STEEL WAREHOUSE CO., INC. 
1812 North Kostner Avenue e Chicago 39, Illinois 


WRITE FOR LITERATURE WRITE FOR PRICES 
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>SALES:AIDS — 


Book and Plan Unit 


Stanley Tools offers a new BP5 
Book and Plan unit. A sturdy wire 
rack, 3214” high, 18” wide, is 
furnished free with the unit, holds 
complete stock of Stanley plans, 
patterns and books; it has an easel 
for counter display or it may be 
fastened to wall with screws. The 
unit is designed to display plans 
effectively, increase impulse sales. 


For more data cirele No. 40 on coupon, p. 105 


Rule Display Unit 


The new Master Merchant is 
built around a board 15”x23”, suit- 
able for use as easel, counter dis- 
play, window card or hang-up - 
conventionally fitted with hooks 
for the carded merchandise. The 
selling feature is the dust-proof 
and moisture-proof encasement of 
each rule in a plastic blister exact- 
ly fitted to that item and firmly 
held in a 3”x6” card carrying price, 


120 


identification, complete product 
specifications, trade name, model 
number, and even use and mainte- 
nance information. Master Rule 
Mfg. Co. 


For more data circle No. 41 on coupon, p. 105 


Christmas Tools Packaged 
This year’s Christmas packing of 
Stanley tools is in the form of a 
disposable cover which fits over 
the top of regular stock boxes. The 
cover can be disposed of after the 
holidays, leaving the regular cover 
in place. Tools are simply identi- 
fied for the dealer by a small green 
and white label on the end of each 
Christmas cover. Stanley Tools. 


For more data circle No. 42 on coupon, p. 105 


Cabinet Hardware Assortment 


Cabinet Hardware Assortment 
No. 32 is the newest addition to 
the National Lock Co’s Select-a- 
Pak line of hardware. According 
to the manufacturer, Assortment 
No. 32 is a cabinet hardware de- 
partment. Items include concealed 
and semi-concealed hinges, friction 
catches, concave knobs and pulls 
in attractive bright chrome and 
zine plated finishes. 


For more data circle No. 43 on coupon, p. 105 


Display Stand 

A floor display stand for the 
Multi-Matic Corp. Super Hole-A- 
Minit and Super Hole-A-Matic post 
hole diggers is now available to 


dealers. The self-supporting stand 
is of black metal tubing and holds 
the tool in position so customers 
can visualize the working action 
easily. 


For more data circle No. 44 on coupon, p. 105 


Miniature Unit 


This miniature closet door unit 
is an effective sales aid for dealers 
handling Fenestra door products. 
The sample has been made avail- 
able by Detroit Steel Products Co., 
Fenestra manufacturers. 

Door panel, jambs, header and 
track are set in a wood frame, 
and overall size of the sample is 
24” wide by 8” high by 514” thick. 


For more data circle No. 45 on coupon, p. 105 


Miniature Door 

A counter display showing the 
new Dexter No. 100 single bore 
screen and combination door lock- 
set has been prepared by Dexter 
Lock Co., subsidiary of National 
Brass Co. All exterior trim is solid 
brass — interior parts cold rolled 
steel. The dealer display features a 
miniature door that opens and 
closes, giving customers an actual 
demonstration of the lock. 


For more data cirele No. 46 on coupon, p. 105 


Three New Merchandisers 


The Eagle Lock Co., a subsidiary 
of Bowser, Inc., has just made 
(continued on page 122) 
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would have been 
pleased | 


Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 
floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 
the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 

grow near the lakes, straight and tall. They 

© are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 


become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength ... installs easily and economically. 
And lasting beauty? Look at any Robbins floor 
and you'll understand why Roboins is the world’s 


largest manufacturer of maple flooring. 


Members Maple Flooring Manufacturers’ Association 


ROBBINS FLOORING COMPANY| 


Reed City, Michigan Ishpeming, Michigan 
Write Dept. A, Reed City, Michigan for illustrated literature 


A 4 x 4 sheet of Homasote with the 
edges beveled — for a tree stand; 
larger sizes for train boards. Homa- 
sote’s fire-resistance, its moisture- 
proof and sound-deadening 
qualities, its strength and easy 
workability make it ideal for 
many special uses. Dealers 
make extra profits with these 
easily-cut sizes. As Christmas 
gifts they are unusual and very 
welcome. Let us send you a 
folder suggesting 100 such appli- 
cations. 





The new, scientific way to sheathe, 
shingle and fully insulate side 
walls in one operation. 14” expo- 
sure of Cedar shingles or shakes 
— over weatherproof sheathing — 
gives 34"' deep “double-coursed” 
shadow lines. With the patented 
Nova Shingle Clip, you have no 
curling, no exposed nails to rust, 
split or stain the shingles. 33° 

is saved in application costs 
Send coupon for full details. 


INSULATED 
Sidewalls 








HOMASOTE COMPANY 
NOVA Ceo 


eet 
$ 1S ’ Trenton 3, N.J. 
oe ee ee ee ee ee oe ee ee ee ee ee ee ee oe oe 
HOMASOTE COMPANY, Trenton 3, N. J., Dept. 51D 
Send detailed, illustrated literature on 

100 Uses” [] Nova Sidewalls [) All Homasote-Nova Products 
NAME 
ADDRESS 


“ITY & ZONE 





ButiLpING Propucts MERCHANDISER (To obtain 


Ay lum er dealer is 


more data on advertised products see page 105) 





SALES AIDS 


(begins on page 120) 


available to the trade three new 
“Ever - Handy” merchandisers: 
Ever-Handy sheet metal and ma- 
chine screws, Ever-Handy stove 
bolts and nuts and Ever-Handy 
brass wood screws. Each merchan- 
diser contains a free, sturdy wire 
display rack with 72 clear-vue red 
top cartridges. 


For more data circle No. 47 on coupon, p. 105 


Sample Mount 


A counter demonstrator is being 
introduced by the Russell & Er- 
win Div. of the American Hard- 
ware Corp. to display the new 
Russwin Homegard light duty lock 
set. This display is composed of 
three panels, with the Homegard 


entrance door, passage door, and 
bedroom-bathroom door lock sets 
installed in the two outer panels. 
The center panel is a permanent 
marker to identify the lock set and 
list its features. 


For more data circle No. 48 on coupon, p. 105 


* $08 ADOLD CHALOM Wm ANY FOOm 


mee A 
Cabinet Hardware Display 


Dealers are being offered a full- 
colored display simulating front of 
a Colonial home to display a new 
cabinet hardware line, Forgecraft, 
in hammered finish. This line is 
manufactured by Forgecraft Prod- 


ucts, Inc., subsidiary of Akron 
Hardware Mfg. Corp. 


For more data circle No. 49 on coupon, p. 105 


MOOT TI 


Wooster Deco Mart 


The Wooster Brush Co. has in- 
troduced the new Wooster Deco- 
Mart display that takes only two 
square feet of floor space. It has 
a stock of 66 nylon varnish and 
wall brushes, 12 packaged com- 
binations of roller and tray, six 
single rollers and 12 replacement 
covers. Shelf space accommodates 
two open roller-and-tray units, or 
paint cans and other sundry mer- 
chandise. 


For more data circle No. 50 on coupon, p. 105 


(continued on page 124) 





{| i Te 
a 


| 7 ANTM Makes 
‘A Windows 
‘work 

| again! 





"DO-1T-YOURSELF’,Z4/ 


PULLMAN SASH 


Pre-tested—sells itself! 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes. 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


PULLMAN 
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ALANCE 


MANUFACTURING CORP 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 


(To obtain more data on advertised products see page 105) 








0 
Nour 


Circulars - Bulletins - 
Merchandising Aids - Cooperative Adver- 
tising Programs - 


Get into q New » 
Profitable Field 7 


Install A 


CAMP 


SEWAGE CHEMICAL 


DEPARTMENT 


Enter a new and profitable field. Add a department 
that takes little space . . i 


. with products that are 


pre-sold by powerful advertising. How? Install a Camp 
Sewage Chemical Department. 

. inexpensive. These chemicals are a necessity for 
your customers. 
making a big profit at the same time. 


It's easy ... simple 


You'll be doing them a favor and 


Signs - Store Displays 


Advertising Mats 


Cesspool & Septic Tank Cleaner 
Cesspool & Septic Tank Conditioner 
Rootaway Sewer Cleaner 

Drainfield Cleaner 

Privy Cleaner 

Instant Drain Pipe Cleaner 


Write today for complete plan — no obligation, 
of course. 


CAMP CHEMICAL CO., INC. 
and Ave. & 13th St. : 


Brooklyn 15, N. Y. 


0 Deale 
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The Dealer 
HOW MANY of Quality 


TIMES --. sells 
Quality 


This is our “shingle.” 
The dealer who displays 


a, it carries the finest 
Riv. masonry finishes. He 
. stocks the STA-DRI 

‘ed line. 


HAVE YOU WISHED 7a sical alll 
YOU HAD A GOOD SET quality products and 


secure in the knowl- “gS 
edge that his STA-DRI ie aS ae 
OF HANDY WOOD SCRAPERS? customers will return BRAg mason % Se 
again because Sta-Dri Bags. ry mei 
The question is for the consumer, of course, and if you should does what it claims to a wie, W tutte AteD 3 
run a consumer ad 1 king this question and showing the above do. That's repeat busi- . em 3 on 
ness which comes na- 

turally to the dealer of 

quality. 


Cio a 


illustration, you would be surprised at the large number of 


replies, and sales that would result. We know because we tried it. 


Che do-it-yourself group is the largest market in the U.S. today Sta-Dri paints will 
and they are always looking tor handy tools to add to their hold Py wall of water 
: nine feet high without 

CVEE INCECAING COMSCTION leakage. Sta-Dri Sili- & 
Our new 38 Household Kit is just what they are looking for. cone Clear-Coat water 
It consists of one each FLETCHER Wood Scraper in the fol repellent does not 
lowing size 1 inch, 1%% inch, 2% inch Also one book of change the natural col- 
sige .< ns or or texture of mason- 
ry. Sta-Dri Water-Stop 
standard discounts halts running water 
leaks immediately, 


Guaranteed. 
THE FLETCHER-TERRY CO. 
676 SOUTH STREET e FORESTVILLE, CONN. American Sta-Dri Co. 
Brentwood, Maryland 


extra blades for each of the above All for $1.98 retail with 











Saw “MANY OF OUR APPLICATORS 
2 GREAT c USE THE FURROW GUN TACKER” 
- daa.) ays the BALDWIN HILL COMPANY, 
CA B | NE T LA TC H ES ! _ : paneer of Insulation. 
%& No Moving Parts. * Easily 


Installed. *% Trouble-free, for Kitchen and Bathroom 


Lifetime Service. % No Slamming Cabinets — fer Built-Ins 
to Close! % No Jerking to 
Open! *% Clean — Sanitary. 


— for Furniture 


MAGNETIC 
LECO-LATCH 
with built-in permanent 
Alnico magnet. Never loses : CEILING TILE 
its power to hold! } INSULATION 
| BUILDING PAPER 
BATT WOOL 
SILENT FOIL 
LECO-FLEX LATCH r CANVAS 
neoprene cylinder cushions ‘ ROOFING FELT 
action—lets door close — __ UNDERDECKING 
silently! ‘ SHINGLES 
SIDING 


Write for literature and name CORNERITE 
of your distributor — TODAY! 











SOLD ONLY THRU DEALERS 
WE DO NOT SELL DIRECT TO CONSUMER 
LABORATORY EQUIPMENT CORP. 


a rs ee J ARRarow FASTENER [0../NC. 
4 . ji . 


ONE JUNIUS STREET BROOKLYN 12, N Y 














Buitp1inc Propucts MERCHANDISER (To obtain more data on advertised products see page 105) 





SALES AIDS 


(begins on page 


Handi-Rolls 


Handi - Rolls, 
packaged in 12- 
roll, self-selling 
store display 
cartons with 
display signs 
have been intro- 
duced by Pro- 
tective Papers, 
Inc. 

Four different 
types of papers 
are _ supplied. 
They are: Lea- 
therback Al} - 
Purpose Handi- 
Roll, an asphalt-saturated, water- 
resistant paper; Leatherback Red 
Rosin Handi-Roll, a non-staining, 
rosin-sized paper; Leatherback 
Storm Blanket Handi-Roll, a_ re- 
flective insulation and vapor bar- 
rier, pure aluminum foil bonded to 
kraft backing sheet; Leatherback 
Reinforced Handi-Roll, a water- 
proof, weatherproof paper 1”x1” 
glass mesh. 


For more data circle No. 51 on coupon, p. 105 


New Packaging 

The Ruberoid Co. packages Han- 
dy Home Roll fireproof asbestos 
paper wrapping in a_ corrugated 


container displayer-shipper. The 
two-piece container constitutes 
both display and shipper. Top and 
half of the front panel of the dis- 
play is cut away so that contents 
can be viewed readily. 


For more data circle No, 52 on coupon, p. 105 


Handy Kit 
A kit developed by Miracle Ad- 
hesives Corp. contains sufficient 


Miracle Anchor Nails and Miracle 
Adhesive to do twenty lineal feet 
of basement wall. All it takes is 
a daub of Miracle Anchor Adhesive 
on the perforated two-inch square 
base of the Anchor Nail to fix it 
to the wall. 


For more data circle No, 53 on coupon, p. 105 


How-To Glass Cutter 
Merchandiser 


The Hyde Manufacturing Co. in- 
troduces its self-serve glass cutter 
counter sales merchandiser. This 
new display of twelve professional 
glass cutters in four assorted col- 
ors for the home owner features a, 
series of diagrams illustrating four 
steps to cut glass. The glass cut- 
ters are displayed on a 45° angle 
against a white background. 


For more data circle No. 54 on coupon, p. 105 





GREENLEE CHISELS 


— for fast, 


McCloud Lumber Co. 


Executive Office 


900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 


Selling the Products of 


The McCloud River Lumber Co, 


ran:Y> Ri Me Ae) a 4 


When you sell a Greenvee chisel, you are 


selling the means to true craftsmanship. Each 


Greener chisel is of highest quality 


carefully balanced 


. . blade is selected tool steel 


that long retains its true, fine-cutting edge 


attractive green plastic handle provides 


comfortable, sure grip 


Available in Socket Butt, 


Socket Firmer, and Tang Butt types. Stocked 


by leading wholesalers. Write for descriptive 


literature today 


. 


IN SALES-MAKING SETS to build 


extra volume for vou, Plastic 


Fancy W 


ni Case 


board Box 


cis GREENLEE 
o . Metal-Edge Fiber eae ~ 
with various sizes of chisels 
to multiply sales 


/ Jy 
G Uas 4 vA 

WESTERN 
SOFTWOODS 


| 


McCloud, Calif. 


PO? DEROSA FINE 


SUGAR \G unuine White P'NeE 


DCUGLA FIR, WHITE Fie 


Greenlee Tool Co., 2271 Twelfth Street, Rockford, Illinois | 
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Reduce Delivery Costs 
and Speed up Deliveries 
with 


ROLL-OFF 
TRUCK BODY 


PADGETT - SMITH 
OAK FL OORING 


is preferred for schools, homes, all com- 
mercial and institutional uses. It's quality 
oak stock manufactured into beautiful, 


Load or Unload a Load high-grade Soctlun thet brings more profits 
f 0 « P Sa le . 
or Half Load at a Time ie Shapes 


Padgett-Smith trailers give direct delivery 
within 500-600 mile radius. Or can ship 
Complete Beds Shipped KD promptly to other points. 
Easy Assembly & Mounting 
Write, wire or phone for Catalag ond Prices Representatives in most states 


Write or phone for particulars! 
The R-B COMPANY ‘aocerr. Nm FLOORING co” ) 


1921 Guinotte Manufactu 
KANSAS CITY 1, MO PHONE 31 MOUNTAIN VIEW, MO 
a: - 














ion HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


— COAST wos AND wane 

















PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 

















BuiLpinc Propt cts Mercu ANDISER (To obtain more data on advertised products see page 105) 








( Here's the one that ) 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 








it WORKS BETTER. 


“Our sales of Dur- 
ham's Ro k Sd Hard 
Water Putty kee p 
doubling, year after 
year.” What's more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham's Rock-Mard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
i-1b. cans to case, Keep some of each on dis- 
lay. Available in 25, 50, 100-lb, drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


ASBESTOS 
SIDING 





Hassall threaded asbestos siding 
nails are the choice of contractors 
throughout the country. Made of 
bronze and steel with plated 
finish. Note threaded shank which 
guarantees maximum holding 
power. Made of #14 gauge wire 
(.082) in 1%, 156", 135”, 1%" lengths. 
Advise quantities. Prompt shipment. 


JOHN HASSALL, INC. 


P. O. Box 2158 
Westbury, N. Y. 
Established 1850 Likeeecele 
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(To obtain more data on advertised products see page 105) 


New Magnesium Conveyor 


A new portable roller conveyor 
system has been announced by 
Magline Inc. Fabricated of magne- 
sium, this new Magliner gravity 
system was designed primarily for 
use where portability and conveyor 
job-spotting is a major considera- 
tion. 


For more data circle No. 34 on coupon, p. 105 


Doweling Machine 


A new machine that converts 
waste - wood into cross - hatched 
dowels is announced by Victor J. 
Krieg. The “Gnom” Doweling Ma- 
chine produces these dowels in a 
single operation. This compact ma- 
chine produces 700 to 1000 feet of 
cross hatched dowels per hour. 


For more data circle No. 35 on coupon, p. 105 


New Fork Truck 


A new 10,000 lb. capacity, elec- 
tric-powered, hydraulically - oper- 
ated fork truck has just been in- 
troduced by the Elwell-Parker 
Electric Co. The new model has 
front whee! drive, rear wheel steer, 
is designed for tiering with tele- 
scoping lift, and tilting. 


For more data circle No. 36 on coupon, p. 105 


Gap Bed Lathe 


Toolkraft Corp. announces the 
production of a new Darra-James 
nine-inch gap bed lathe. Model 
920 is a cast iron lathe with nine- 
inch swing and 11-inch over gap. 
Spindle has °%4,”-16 thread for 
outboard and inboard turning. 


For more data circle No. 37 on coupon, p. 105 


Portable Router 


Stanley Electric Tools announces 
a new portable router, the H15 
Handicrafter. A high speed (27,- 
000 rpm) machine, the Handicraft- 
er assures smooth cuts with little 
or no sanding. Features included 
in this model micrometer depth 
adjustment, shaft lock for chang- 
ing bits, sealed type ball bearing 
motor, full polish finish. 


For more data circle No. 38 on coupon, p. 105 


Do-It-Yourself Business 


More and more dealers are inter- 
ested in the possibilities and problems 
of do-it-yourself trade. Three Chi- 
cago dealers bought booth space in 
the big Do-It-Yourself show in Chi- 
cago last month. 

People jammed _ these _ dealer’s 
booths asking questions and later vis- 
iting their stores to buy materials. 
Read what these dealers say about 
the show. You'll find this feature, 
“Do-It-Yourself Show Sparks Quick 
Sales” on pages 46-47. 
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PICKET 
CUTTER 


When you stock and promote DERFORALL 
your prospects are as unlimited as its uses 


Turn those odds and ends of lumber into pickets— Different people find different 
and profits! The Schubert Picket Maker points 200 uses for PERFORALL. Lots of 
to 250 pickets per hour . . . smooth finish . . . adjust- HANDY-HOOKS different uses! That’s one reason 


able for width. Light-weight and portable (38 Ibs.), this pe Masonite presd- 


: A naturally related item to H j 
yet rugged and durable for years of service. Anyone help step up your unit of sale wood is a profitable item that 


, keeps sales moving. Woodall 
can operate ... prompt delivery. ~undrcomieateienas quite is another. . 


teat Write for details, prices and name 
| X - of your Perforall Distributor 


SS 
Write Us For Complete Information! bk a: 








raed ND 


H. A. SCHUBERT CO. Mochinist: int Td 3] er 


1212 Washington Ave. - Wilmette, Ill 7563 E. McNichols Rd. @ Detroit 34, Mich. 











SUGAR & WESTERN 


iceote || ANACONDA 


SAN FRANCISCO, CALIFORNIA 


SUGAR Pere tember | 
Aa) eae ! COPPER 


Shop 


[See craters 9] MINING COMPANY 








Ready Lumber & Plywood Co. 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 





PLYWOOD = ||iiLumber Department 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 


SEN WOOD + SHINA + BIRCH BONNER 


DOOR PANELS | 
iad onstee | MONTANA 


Buttptnc Propuctrs MERCHANDISER (To obtain more data on advertised products see page 105) 









































NEW: \.. LEPERATURE 


To assist dealers in their efforts to 
increase sales, Masonite Corporation 
has introduced a new series of easy- 
to-follow plans for various home im- 
»-ovements. These are available to 
dealers in reasonable quantities at no 
cost for distribution over the counter 
or otherwise. 

Following are the numbers and 
names of handyman plans now avail- 
able: AE-265, Room for Two Boys; 
AE-266, Recreation Room for Boys; 
AE-267, Attic Sewing Room; AE-268, 
Kitchen; AE-270, Laundry Tub Cab- 
inets; AE-273, Dining Nook; AE-274, 
Garage Interior; AE-275, Remodeled 
Porch; AE-278; Linen Closet; AE-279, 
Picnic Table; AE-280, Sportsrobe; 
AE-281, Tubinette; AFB-208, Woven 
Fence. 


For more data circle No. 57 on coupon, p. 105 


Yale Load King hand hoists, with 
capacities from ‘2 to two tons, are 
described and illustrated in Bulletin 
P-1254A published by the Yale Ma- 
terials Handling Division, The Yale 
& Towne Mfg. Co. 


For more data circle No. 58 on coupon, p. 105 


Johns-Manville has just issued a 
new 12-page brochure on Asbestos 
Flexboard. This is a non-combustible 
asbestos-cement building board, made 
in sheets 4 ft. by 8 ft. or 4 ft. by 4 ft. 
Both sizes are available in thickness 
of 4%”, 3/16” and 4”. 


For more data cirele No. 59 on coupon, p. 105 


“Look Into These Facts About 
Dockboards” is the title of a new 
facts file prepared by Magnesium 
Company of America, Rather than 
placing emphasis on straight prod- 
uct information, it presents specific 
facts on magnesium dockboards used 
to bridge the gap between loading 
docks and rail cars and highway 
trailers. 


For more data circle No, 60 on coupon, p. 105 


Owens-Corning-Fiberglas Corp. has 
published a brochure describing Kay- 
lo heat insulation. It contains a list- 
ing of physical characteristics of 
Kaylo pipe insulation and Kaylo heat 
insulating blocks; typical applica- 
tions, K _ factors, standard sizes, 
thicknesses and forms, recommended 
thicknesses and insulation efficien- 
cies, 


For more data circle No, 61 on coupon, p. 105 


Four-page bulletin completely de- 
scribes the Jeto, a new, lightweight 
aluminum conveyor for unloading 
coal and aggregate material from 
trucks into bins and similar applica- 
tions. Construction features and ap- 
plications are discussed and specifi- 
cations are included. Lake Shore En- 
gineering Co. 


For more data circle No. 62 on coupon, p. 105 


Easy steering pallet dollies, light- 
weight pallet dollies and heavy duty, 
floor-protecting dollies are illustrated 
and described in a new bulletin. Sam- 
uel Olson Mfg. Co., Inc. 


For more data circle No. 63 on coupon, p. 105 
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A new brochure describes Stone- 
seT, a white non-staining masonry 
cement. This eight-page brochure 
contains specification data and com- 
plete details for proportions and mix- 
ing this mortar cement. Other fea- 
tures include (1) types of masonry 
work where StoneseT is recommend- 
ed; (2) a discussion of the salient 
features of StoneseT; and (3) Feder- 
al and ASTM specifications met by 
this masonry cement. Medusa Port- 
land Cement Co. 


For more data circle No. 64 on coupon, p. 105 
: 


How fire safety cuts yearly insur- 
ance costs is shown graphically in a 
14-page brochure available from the 
Globe Automatic Sprinkler Co. In 
addition, it illustrates the new 
“spray” type of automatic sprinkler 
with a fusible element of solid or- 
ganic chemical. 


For more data circle No. 65 on coupon, p. 105 


Grant Pulley & Hardware Corp. 
has made available a new, eight-page 
sliding hardware catalog. With em- 
phasis on application, installation and 
proper selection of hardware, this 
folder discusses sliding door hangers, 
drawer slides, sheaves and tracks and 
traverse hardware. 


For more data circle No. 66 on coupon, p. 105 


A four-page brochure has just been 
prepared by the N. H. Rudeen Co. de- 
scribing and giving specifications for 
the Rudeen Aluminum All-Weather 
louvers, with double-fin and drain 
construction. Contains instructions 
on how to measure free-air capacity 
and many other sketches and dia- 
grams. 


For more data circle No, 67 on coupon, p. 105 


A 24-page illustrated booklet show- 
ing a variety of off-the-road tires per- 
forming rugged service has just been 
released by the B. F. Goodrich Com- 
pany. Every off-the-road tire in the 
BFG line is shown in actual service. 


For more data circle No. 68 on coupon, p. 105 


Publication of a two color, two- 
fold pamphlet on Dura-Lap insulat- 
ing siding with color graining has 
been announced by Edco Products, 
Inc. The pamphlet describes the new 
siding and illustrates its functional 
value for new home construction and 
remodeling applications. 


For more data circle No. 69 on coupon, p. 105 


The Fastener Corp. has issued a 
four-page folder on its Duo-Fast put- 
ty knife, with a “Here’s How ... to 
fix your own windows” slan*. The 
booklet explains simple steps for us- 
ing putty, putting in a new pane of 
glass if needed, and the work of the 
Duo-Fast knife. It includes three 
helpful “tips” for do-it-yourself cus- 
tomers. The folder also describes 
three other products, the Duo-Fast 
gun tacker, hammer tacker and pock- 
et stapler. 


For more data circle No. 70 on coupon, p. 105 


“Modern Woodworking Projects” is 
a book containing 122 pages of illus- 
trations and directions for a person 
interested in woodworking. While 
primarily its use is directed to Indus- 
trial Arts Classes in schools, it has 
merit for everyone. For sale from 
the MacMillan Co. for $1.40. 


For more data circle No. 71 on coupon, p. 105 


New process signs are shown in a 
booklet produced by Trio Letters, Inc. 
The booklet describes raised letter 
fabrication which doubles the stand- 
ard thickness of a 3-D sign letter. 
Various sizes and styles are dis- 
cussed. 


For more data cirele No, 72 on coupon, p. 105 


A new brochure describing Wagner 
Sign Service, Inc. interchangeable 
double-faced signs is now available. 
The signs incorporate Wagner frames 
and glass backgrounds on which 8- 
inch translucent plastic letters are 
arranged. The display is illuminated 
from the interior for both night and 
day use. 


For more data circle No. 73 on coupon, p. 105 


A new booklet devoted exclusively 
to Kinnear Rol-Top Doors for com- 
mercial and industrial application 
has been announced by the Kinnear 
Mfg. Co. 


For more data circle No. 74 on coupon, p. 105 


“Builder’s Manuals” is offering its 
latest booklet, “How to Build a 
House,” to lumber dealers at special 
prices, which include imprinting your 
firm name on the front cover. The 
author is Everett S. Owens. 


For more data circle No. 75 on coupon, p. 105 


Solution to 
What's YOUR Answer? 


Stop! Read questions on page 109. 


1. American Lumberman’s AD- 
service. See pages 80-81. 


2. It’s the new and different wood 
that’s stronger and more durable; 
it’s handsome; it’s easy to handle 
and work. See the Pack River Sales 
Co. advertisement on page 51. 

8. The Siegel Lumber Co. sold 
$4,300 worth of materials to one 
customer; Gee Lumber & Coal Co. 
sold 20 Shopsmiths — over $6,000 
worth of tools. Read this feature on 
page 50. 

4. Masonite 
page 71. 

5. By providing th‘s service at the 
very start of construction, the Ab- 
botsford Lumber Co. gets in “on the 
ground floor” with the builder; see 
page 58. 

6. Seven steps. They are listed in 
the Weyerhauser ad on page 99. 

7. “90%,” estimates one dealer in 
the article on p< ge 72. 

8. The seven advantages are list- 
ed in the advertisement for Bruce 
Hardwood Floors on pages 60-61. 

9. By moving the location of its 
front door. See report on the South- 
east Management Forum, on page 66. 

10. Keymesh, Keybead and Key- 
corner, which are described in the 
Keystone Steel & Wire Co. advertise- 
ment on pages 20-21. 


Peg-Board Panels; 
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PROFITS for vou! 
English Type . 
YOUNG MEN WANTED RAILand HURDLE | you seLt FENCE 


We Carry Inventory 
cs ; Will ship, in your name, from 
We want to contact young men who have had 1 our Yards in Toledo and 


, , , West Virginia 
or more years’ experience in lumber sales and 

















service or residence home construction and sales. 


ALL TYPES 


For Estates or smaller Homesites. 


more, and qualify for responsible positions paying FOR LONG LIFE 
$8000 to $12000 per year in a going old-line Mich- Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 
work hard and learn while doing it. Write Box 
1.3? “i ; WRITE FOR CATALOG AND PRICES 
N-32, American Lumberman, Inc. 
— 


woop prt PRODUCTS CO. ro1v0.12, ono | 


TANNEWITZ AUTOMATIC ° DOUBLE THE RETURNS FROM 
YOUR NEWSPAPER ADVER 
| GAUGE — 


We want men who are willing to work harder, learn 


igan Corporation. Don’t apply unless you want to 
































- : TISING by using our car 
P ALA P 14 } toons. Your cost is only 50c 
for Swing Saws i. Ai Way bd] })4\ <4) oer week—so YOU Are Los- 


ing MONEY if you Pass This 


S AV f $30 to $50 ‘A MONTH . | ' 4 > gd Up. Select from 104 cartoons 
im LUMPFR AND LABOR x ; yy . on Building, Remodeling, etc 

< Mats come in 1 or 2 column 

a ( ' f ~ | sizes to fit any size ad. 
36 Days Free Trial , ae / - Also 350 FREE copy ideas. 

, Exclusive city franchises go- 


ing fast Write tod or 
ORDER NOW OR SENU FOR eg ra mtd 


CIRCULAR Le rab bln - i all snag complete 
nae || y's ~ J 1IL-AD FEATURES 


3 é ‘| still don’t believe you can cules 
a deeaca your own plywood!” RFD 3, Santa Ana, Calif. 








Name 





Address 














BuitpiInc Propucts MERCHANDISER (To obtain more data on advertised products see page 105) 








Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 


3 Times — 9c per word for each insertion. 
Minimum charge of 45¢c per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
Minimum charge of 35¢ per line. 


All ads for classified section must be In Pub- 
lisher’s office 14 days preceding date of pub- 
Advertisements are set in 

6 point style. No cuts or special 
allowed. Please indicate classification 
sired. Publisher reserves right to 

edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 

Por advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 


When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, M. 





HELP WANTED 





HELP WANTED 


WHOLESALE LUMBER SALESMAN 


Opening available for an 
berman _in the Southwestern -— Young, 
upper 


rades of a Pine, with enh Sb Shipments, 

ransits Distribution Yard service, re- 
quires ~ caliber representative preterably 
with a amene the reta‘’l yards of 
this area. Reply fully to Nerthwest Lumber 
Company, Inc., 50-26th Street, Pittsburgh 2°, 
Pennsylvania. 








Young man, some lumber experience. Chi- 
cago territory. Western softwoods. Old es 
tablished with large clientele. Commission 
and drawing account. If proven worthy then 
profit sharing or working interest. Advise 
qualifications, age, «tc. Replies confidential. 
Address Box N-38, American Lumberman, Inc. 


Experienced Estimator: Needed by building 
material yard and jobber, located on Atlantic 
Seaboard. Duties required: To list from blue 
prints building im = for residential build- 
ings. Make quotations. Make shop drawings. 
A very good opportunity for right man. Can 
purchase shares in company after first year. 
Please cuote salary expected and date avail- 
able. aaa Box M-47, American Lumber- 
man, Inc 


LUMBER AND MILLWORK SALESMEN 
AND OPERATING PERSONNEL 


Expanding Chicago retail merchandising 





LUMBER JACKS & JILLS TOO: 


Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canede. 
Qualified persons with good records 

sored on a “NO JOB NO COST” basis. Te 
your wants. Confidential. 


HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Mlinols 


WANTED: Manager for well established and 
successful lumber yard in a very good 
Address Box N-33, American Lumberman, Inc. 


MILLWORK 
DETAILER & BILLER 


Experieced in making shop drawings and 
material lists of architectural woodwork for 


7" , h teal 7 h 
» 





, etc. Give com- 
plete information regarding experience, age. 
and availability when replying. Permanent 
position and top pay for capable man. 


Kaaz Woodwork Co., Inc. 
Leavenworth, Kansas 





Wanted—Experienced Manager for well es- 
stablished Illinois retail lumber yard. Must 
know retailing and be able to handle men. 
Salary. Bonus on volume. Must be under 50 
and sober. Two yard town. . 8500. Per- 
manent position for live wire. Must be avail- 
able January 1, 1954, References please. 
Address Box N-20, American Lumberman, Inc. 





WANTED: Young man with some retail lum. 
ber experience as assistant manacer of a 
Ke retail lumber yard. Address Box N.-34, 
merican Lumberman, Inc. 


HARDWOOD LUMBER SALESMAN — needed 
4 large manufacturer Las age Hardwoods 

work Kansas Ci ha area, exclusive 
Bn Own a, mills - 3 yt 
and do some wholesaling. Must be ex 
enced. Salary, expenses, bonus basis. rite 
Box N-37, American Lumberman, Inc. 
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P has created employment op- 
portunities in sales and operating de- 
partments for aggressive young men 
with lumber and millwork or building 
construction experience. Replies in writ- 
ing shall be addressed to Mr. V. Laine, 
and shall give personal details and ex- 
perience records. Edward Hines Lumber 
Co., 2431 So. Wolcott, Chicago 8, Ill. 


Long established manufacturer of Insect 
Screening has opening in several territories 
for experienced sales ae. Give 
full particulars and bac nd first let- 


ter, which will be held Seefidential. 


Reply 
Box N-40, American Lumberman, Inc. 





tjahbliched 4h 





Wanted by an whole- 
sale lumber company selling both southern 
and western woods two salesmen for south- 
eastern and central territories. Give full in- 
formation, and all correspondence will be 
treated in strict confidence. Address Box N-35, 
American Lumberman, Inc. 


WANTED: An experienced lumber salesman. 
Must have a definite record of accomplish- 
ment on industrial accounts. Must be capable 
of earning a minimum of $10,000 00 a year on 
salary or commission besi«. Prefer man thor- 
oughly conversant with Western Softwoods, 
principally Spruce. Territory, Southern Mich- 
igan, Ohio and Western Pennsylvania. Apply 
in own handwriting giving full cualifications. 


Address Box N-36, American Lumberman, Inc. 





The owner of one of the leading wholesale 
and commission firms in Dallas needs general 

d Applicant must have 
had several years wholesale or mill experi- 
ence. Permanert position with unlimited pos- 
sibilities for advancement. Salary in keeping 
with ability. We represent oat high Gens 
big Mills, have established trade. and want 
a man whose record will stand rigid inves- 
tigation. 


P. H. DAVIDSON LUMBER COMPPANY 
P. O. Box 835 
Dallas, Texas 





MANAGER —_ Must be experienced in retail 


upon 
abilitv: — stating age, evrerience and 
qual‘fications. Address Box N-33, American 
Lumberman, Inc. 
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SITUATIONS WANTED 





Retail Manager, experienced in all phases of 
Lumber and Building Supplies. Honest and 
successful. Good on collections. Address Box 
N-24, American Lumberman, Inc. 





—— Se nee Executive. 20 years experi- 
ence background in retail man- 
agement field. “8 years of ma — train- 
ing. Desire change. Retail tolesale, Man- 
ufacturing. Address Box N43, American 
Lumberman, Inc. 


35 year old man, 16 years experience in 
architectural and engineering esign and 
afting., construction, estimating and price 
ex ence, job layout, emp oyment and pay- 
abilities and experience Desire con- 
nection with a permanent future and can 
submit best references and sarm~='e of work. 
Address Box N-48, American Lunm:srman, inc. 





SALES REPRESENTATION 
WANTED 





WANTED SALESMEN with following to sell 
Inland Em: . Lumber. Idaho White Pine, 

E White Spruce, Fir 
and Larch ont Canadian pan = White 
Spruce, both KD and AD. Can ship highly 
mixed cars, good sized capacity. 


FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE. WASHIINGTON 





DISTRIBUTORS WANTED 


New line of Grandview Birch paneled kitchen 
cabinets offered in standard modular sizes. 
Also Formica sink and counter tops. Write 
for catalogues and di 
Grandview Products Co., (Suburban Kansas 
City) 129th Street South on Highway 71, 
Grandview, Mo. 











Catend sales organizati desi of obtain- 
ing additional mill connections for all species 
of domestic lumb-r for sales to retail yards 
and industry in Buffalo, Erie, and Cleveland 
area, commission or wholesale. Keeo us ad- 
vised on your transits. Write Cadillac Lum- 
ber Sales, Inc., P. O. Box No. 6621, Cleve- 
land, Ohio. 


SALESMAN 
Man now covering lumber yards Northern II- 
linois including Chicago and suburbs to sell 
additional line of White P’»« Mouldings. A!l 
replies held confidenti-]. Address Box N-49, 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





Manufacturers’ Agent. calling on all lumber 
dealers in all of Indi and Ken 
tucky interested in additional items, building 
specialties or millwork, on commission basis. 
Address Box M-42, American Lumberman, Inc. 








Manufacturers’ Agents, calling on all lumber 
dealers in New York, New Jersey, eastern 
Conn t, eastern Pennsylvania, Maryland, 
D. C., and Delaware, can handle an addi- 
tional item, builders’ hardware, building 
specialties, or millwork, on commission basis. 
Seven men on the road. Address Box M-45, 
American Lumberman, Inc. 


Manufacturers Representative: Twenty five 
ears in building material, calling on retail 
ee A ards in the Oklahoma City and 
Wichita Fa Iie area. Need Builders Hardware 
Line of good renvutation. Best of references. 
Address Box N-42, American Lumberman, Inc. 


COMMISSION SALES CO. — Wants mill con- 
nections for Retail Yard and Industrial Trade 
in New Jersey, rarts of Pennsylvania and New 
York; Fir, Hemiock, Ponderosa and Idaho 
Pine, Lumber and Millwork, Red Cedar, 
Spruce and Plywood. Thoroughly experi- 
enced. Covering territory for 24 _— Reply 
Box N-41, Ameican Lumberman, * 


AMERICAN LUMBERMAN & 








WANTED — RAILS 


BUSINESSES FOR SALE 





RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Blidg., St. Louis 1, Mo. 


STEEL RAILS 


Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
$18 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANE 

480 Lexington Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa 

105 Lake St., Reno, Nev. 





BUSINESSES FOR SALE 


Lumber & Builder Supply Yard 

In ideal location—County-seat of prosperous 
agricultural area in Northeastern Pennsy!- 
vania. Annual sales about $100,000. Great 
possibility of building up sales. Ideal for 
owner resident; living quarters on site. Price 
reasonable. Address Box L-52, American 
Lumberman, Inc. 





YARD FOR SALE 

RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the LAN R. Co. Fifty 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
ard and can be increased. Been in business 
ior 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry. Ky. 


FOR SALE: Inventory, accounts receivable 

quip t of 1 and hardware store 
located in Southwest Louisiana in county-seat, 
in the center of the oil, rice and cattle in- 
dustry. With present inventory will take about 
$50,000. Inventory can be reduced to suit. 
Will lease site. No cash required if satisiac- 
tory security furnished. Owner wishes to re- 
tire. Address Box M-49, American Lumber- 
man, Inc 





Established California Hardwood Wholesaler. 
Consistent profit record. Going organization. 
Excellent standing with trade. Wishes to sell 
business, devoting time other interests. Only 
interested fidential di i with qual- 
ified lumbermen. Cash required—$300,000/ 
$400,000 depending assets transferred. Write 
Box M-50, American Lumberman, Inc. 








Well established Lumber and Hardware busi- 
ness in the richest cotton farming valley in 
U.S. Healthful high dry climate. Owner has 
other interests. Must sell. Address Box N-25, 
American Lumberman, Inc. 


FOR SALE: Small yard in N.W. section of 
Virginia, doing $100,000 to $125.000 volume. 
Owner moving to Florida. Address Box N-27, 
American Lumberman, Inc. 


CONCENTRATION YARD FOR LEASE 


Best location in Sovthern Alabama for either 
Hardwoods or Pine. 


Completely equipped plant with office, load- 
ing docks, private railway spur, dry sheds 
and stack foundations. Top condition, ready 
to start i diate operati 





Will lease at low rate to responsible oper- 
ator, one or two years, with option to apply 
rental on purchase price. 

Details on request. 


Reply Box M-35, American Lumberman, Inc. 


Burtpinc Propucrs MERCHANDISER 





Want to buy a lumber and hardware busi- 
ness with as little as ten per cent down? Some 
wnat man of high character can do just that. 
: ume Joseph Binford & Son, Crawfordsville, 
ndiana. 


FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
small investment will handle. Owner wishes 


to retire. Address Box N-45, American Lum- 
berman, Inc. 





Want sell part interest in modern planing mill 
to good operator. Exceptional opportunity 
for good man. All new Yates Equipment, un- 
limited supply White Spruce | rT. Located 
in good town in Canada. P.incipals respons- 
ible. aes Box N-46, American Lumber- 
man, Inc. 





FOR SALE 
Lumber Yard and Hardware Store. §.W. New 
Mexico, wonderful climate. Owner wants to 
retire. Right party can buy like rent. Address 
Box M-48, American Lumberman, Inc. 





PROMPT SHIPMENT 





BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Bags (larger opening) 
Twine (for tying lumber 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 





LUMBER & DIMENSION 
FOR SALE 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and 
products send us your inquiries. 
Hardwood Co., Bristol, Tenn. 


Corinth 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Arcb‘tectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


West Coast Eiln Dried D. F. Industrial Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA iuspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Phone 5-6312 


Have available for sale to Retail Lumber 
Dealers in carload quantities or possibly truck 
shipments depending upon distance from our 
mill in Kentucky — perfectly manufactured 
25/32"'x1¥e"—Kiln Dried Appalachian Oak 
Flooring in all Fees — your inquiries appre- 
ciated. Arlin unch Lumber Company, 463) 
Reading Road, Cincinnati 29, Ohio — Phone 
REdwood 5700 — TWX C1263. 


LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Inquiries answered promptly. 


Mouldings 
Millwork Blanks 


Al Clements Lumber Co, 
P. ©. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG04«s 





BUSINESS OPPORTUNITIES 





SAWMILL 


Bama Saw Mill, complete with Edger, Cut Off 
Saw, U.D. 18 International Power Unit, alli 
under corrugated top shed. 


PLANING MILL 


404 B Woods Planer, complete with blower, 
boiler; in fact fully equipped. 


MIISCELLANEOUS EQUIPMENT 


Skidder, Power Saw, Lumber Buggies, Power 
Unit, Tractor, Minor Edger, Fay a) Ri 
Saw, 842 acres of | on CofGa ailvced, 
ten car spur track, one two room house, one 
four room house, oil house, 100x300 dry shed 
brick shaving house, complete of.ice and 
pane o- all “eee and ae oenees 
corruga' tin tops. Planer capacity |,000/ 
40.000" per day. Saw Mill capacity 10,000/ 
15,000’. Located Southeast Alabama. Price 
$10,000.00. Rare bargain. Plenty otf Timber 
and Lumber Availabie. Address Box N-47, 
American Lumberman, Inc. 


Mid-West plywood jobber interested in mill 
connection for complete line of mouldings. 
Please forward prices, specifications and de. 
livery dates. ddress Box N44, American 
Lumberman, Inc. 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 
ADVERTISING YARDSTICES 
Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ml. 





USED MACHINERY FOR SALE 





1937-D-40 International Semi-Tract Pole Trail- 
er, Winch, Fully equipped for logging and 
lumbering. Add P. O. Box 1282, Indian. 
apolis, Indiana. 


BOOKS FOR SALE 


HANDY LUMBER CALCULATOR. A usetui 
pocket size manual including a lumber cal- 
culetor tor standard sizes, iog rules, esti- 
mated weights of :umber and useful miscel- 
\ ° lumb tabulati Price SO cents. 














THE PROPERTIES AND USES OF WOOD. 
By A. Koehler. This book presents in non- 
technical manner the more important tacts 
concerning the properties of wood and how 
these properties ect its utilisation. Bound 
in cloth. pages. Price $4.00, 


AMERICAN LUMBERMAN & 
DUCTS 


BUILDING PRO MERCHANDISER 
139 N. Clark St., Chicago 2, ML 
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NEW 16 WALL PLANK 


completes popular Gold Bond grainboard line! 








Ease of handling speeds appli- 
cation. One man can put up 
these lightweight gypsum WALL 
PLANKS quickly. 


NATIONAL GYPSUM COMPANY 


BUFFALO 2, NEW YORK 
Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, Lime, Sheathing, 
Roofing, Siding, Wall Paint, Textures, Rock Wool Insulation, Metal Lath and Sound 


Control Products 
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NE look at the new Gold Bond Gypsum 

WALL PLANK will sell your builder- 
customers. Here’s all the natural beauty of 
fine wood paneling at a fraction of the cost. 
Easy to apply, too. Made-to-order for remod- 
eling— goes on right over old plastered walls 
or can be used in new construction. And it’s 
fireproof! 

Gold Bond Laminating Adhesive is applied 
to the back of the planks with a handy 
spreader. Planks are then merely pressed 
into place. NO NAILS TO CONCEAL, NO 
JOINTS TO TREAT. Rounded edges form 
neat grooves at the joints. 

Available in pre-finished Knotty Pine and 
Bleached Walnut in 8’,9’ and 10’ lengths, 4” 
thick, 4 planks per bundle. WALL PLANK is 
also available in standard wallboard finish 
which may be painted, textured or wallpapered. 
Get the full details about this big money-maker 
from your Gold Bond representative. 
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FIFTY MILLION PEOPLE will be introduced to 16" 
Gold Bond WALL PLANK through their favorite mag- 
azines. Have your Gold Bond representative show you 
how this advertising program will help you PROFIT. 


/ 
You'll build or 
remodel better with 


Gold Bond’ 


Advertisers’ Index appears on Page 104 





“Two-Drain”’ feature is formed 
side-lap of sheets. Note two 
channels for carrying 

off wind-driven rain. 
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MitcoR 
_ “TWO-DRAIN' ROOFING | 


gives you plenty to 
talk about! 


When you go after farm roofing business—you get it! 





It’s easy for your farm customers to see why Milcor ““Two-Drain” 
Channel Roofing provides positive, water-tight protection for their 
barns and buildings. ““T'wo-Drain” has these specific features to point 
to — features that make sense to farmers: 

@ EXCLUSIVE SIDE-LAP DESIGN provides four barriers to water. 

@ TWO CHANNELS carry off wind-driven rain. 


@ DOUBLE RIB BRACING makes it easy to apply “Two-Drain” with only 
one row of nails. Anyone can lay it. 


@ EXCLUSIVE CHANNEL DESIGN drains water ‘off before it reaches nails. 
@ FULL 24-INCH COVERAGE. 
@ MADE OF PRIME GALVANIZED STEEL to assure jong roof life. 
All these are good reasons why farmers buy Milcor ‘“Two-Drain” 
— and good reasons why you should push it. 
See Milcor Catalog No. 500 for further description. If you don’t 
have a copy, write for one today. 
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15.000 DEALERS 
CANT BE WRONG! 


L emite* screen cloth won't rust, corrode or stain .. . 
needs no protective painting . . . is quick and easy to 
install. Every day, Lumite wins new friends in new con- 
struction and in the replacement market with home 
owners everywhere. Why not order Lumite now and win 
new friends for your store? 


LUMITE 


+ (CLOTH 
san sent) 


*Registered Trade-mark 





